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ER FAN AND VENTILATING Co, 


FOR OFFSET NIPPLES, NO-THREAD FITTINGS, CONDUIT BODIES... 


/ 
EDNEY {LWA: 


YOU CAN ALWAYS rely on Gedney Fit- finished, with no burrs or metal particles 
tings to cut installed costs and save real _ . . . quick and easy to install . . . made of 
money. For Gedney Fittings are always ac- —_ unbreakable malleable iron. . . . For best 
curately machined and threaded...smooth _ profits, order Gedney Fittings, always! 


TYPICAL OF THE FULL GEDNEY LINE OF MALLEABLE IRON FITTINGS ARE: 





Offset Nipples in sizes from 2” to 2”, with 
¥%" offset. Cadmium plated. 





A wide choice of No-Thread 90° Elbows for 
rigid conduit, and of No-Thread Couplings and 
Connectors for Sealtite* conduit — all cadmium 
plated. 


*Trade Mark ~The American Meta! Hose Branch of The Amer 





Conduit Bodies in a full range of types and 
sizes for heavy wall rigid conduit —hot dip 
galvanized. 











RKO BLDG. « RADIO CITY «+ NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 


GEDNEY FITTINGS FIT 
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n ) light all the way with... 


sccuRATE 


for easier, faster 
[ taping jobs! 


ACCURATE is the choice for every electrical 

= application. For regular wiring or heavy duty insulation, 
ACCURATE Standard and Specification Grades 

exceed required standards. Made of the finest raw 
materials, carefully compounded by tape specialists, 
every foot of Accurate Tape is inspected and tested by 
methods proved by experience gained in 30 years of tape 
manufacture. Specify ACCURATE for positive 


electrical and mechanical protection. 


ACCURATE FRICTION TAPE ACCURATE RUBBER TAPE ACCURATE PLASTIC TAPE 


High grade carefully compounded Features high elasticity, excellent Offers a bulk-reducing combination of 
rubber with finest cotton base pro- cohesion, high dielectric and super thin caliper, good mechanical and 
vides maximum mechanical protection. aging qualities. Available in Standard dielectric strength. Recommended for 
Standard and A.S.T.M. grades. and A.S.T.M. — A.A.R. grades. use wherever plastic tape is practical, 


NEW TAPE CATALOG! The 
handy guide to tape selection 


for contractors, electricians, . 
maintenance engineers and / 
purchasing agents. Call or write ‘ i 
for your copies today. “§ 


Accurate Mfg. Company, 


Garfield, New Jersey. ES YOUR BEST BUY IN TAPE 


MORE THAN A QUARTER CENTURY OF TAPE SPECIALIZATION 
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ARMED Qgas 
TROUBLE 


with HUBBARD 


Pole Line Hardware 


HUBBARD’S 4000 items of Pole Line Hard- 
ware are planned to save the Lineman and the 
Line. From arm to anchor, every product is 
designed for easy installation and long-life 
protection. All steel is Hubbard Double Dip 
Hot Galvanized to stand in all kinds of weather 
through the years. 

Hubbard Hardware is manufactured in 
three strategically located Hubbard Plants in 
Pittsburgh, Chicago, and Oakland, California, 
and is carried in stock by more than 200 
leading Electrical Distributors throughout the 
United States. There’s a Hubbard Distributor 
near you. — 
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SERVING THE #8 SOUTHERN AND SOUTHWESTERN STATES 


September, 1953 Vol. 33-Ne. 9 OO 


CARL W. EVANS, Editor 
VIRGIL S. PRICE, Associate Editor 


FRANCES W. BRYAN, Assistant Editor In This Issue 
BARON CREAGER, Southwestern Editor 
(1305 National City Bldg., Dallas, Tex.) 
tT. W. McALLISTER, Vice-Pres., Editorial Director Detailed pre-job lavouts 


FRANK P. BELL, Business Manager = 
Know the law—Pointers on contracts 


RUFUS G. PRICE, Asst. Business Manager cad , : 7 
Wiring a hotel for air conditioning 


J. A. MOODY, Production Manager 
Multi-billion dollar wiring market 


Editorial d Busi Offices . — . . _ 
si ee a oo Practical training in electronics and TY 
Tel. Atwood 4462 
806 Peachtree Street, N. E., 


Atlanta 5, Georgia 


Lightning resistance of porcelain insulators 


The 1953 Electrical Code 


Economic comment 


Industry news 
ANNUAL Sourscriprion— $1.00 


Foreian—$10.00 Dates ahead 


ie] Names in the news 


Kusiness Representatives New product news 


New York: 
Genany Treaspate, 78 Manhattan Ave., New York, 
.. ¥. Tel. University 4-2087 


Cleveland: 
W. G. Stieeuan, 2516 Gasser Bivd., Rocky River — 
Station, Cleveland 16, Ohio. ‘Tel. Edison 1-085 APPLIANCE SECTION 


Chicago: . 
Roreurt A. Brum, 333 No. Michigan Ave., Chicage (t uge 81) 


1, Il Tel. Central 6-6964 


Sas Ragin: Utility, dealers stage successful promotion 
L. B CHAPPELL, 6399 Wilshire Bivd., Los Angeles 
. Ce. Te. Wukater S088 Litthe Roek’s electrical hospitality house 


Charlotte: 
w. ¢ Reriann, P. O. Box 102, Gastonia, N. C 


Tel. 7995 


Display sells small appliances 
e Strategy that guarantees TV sales volume 


Published Monthly by Appliance demonstrations in action 
W. R. C. SMITH PUBLISHING COMPANY Wik: salah os ceiciia iuacniaiateeiibi wins 
Atlanta, Ga., and Philadelphia, Pa. 


Why not rent those dust-gathering trade-ins 
W. J. Rooke, President ; TV parties bring traffic to showroom 
Richarp P. Smiru, Erecutire Vice-President; 
T. W. McALuister, First Vice-President ; 
E. W. O'Brien, Vice-President; 
A. E. C. Situ, Vice-Preadent ; 
O. A. SuHARPLESS, Trevaurer ; 

: : ; News roundup 
A. F. Ronerts, Secretary; 
Sena J. Jones, Asst. Secretary and Treasurer. Names and faces 


e Silent salesmen 


Publishers Also of 
Product parade 


TEXTILE INDUSTRIES 
SOUTHERN AUTOMOTIVE JOURNAL 
SOUTHERN BUILDING Scppiiges 
SouTHERN Power & INDUSTRY 
SouTHeERN Harpw 
) DWarkB right 19 Smith Publishing Co., Atlanta 
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IF AT'S PARANITE 
IT’S, RIGHT, Wie 4d (UL 


PARAFLEX Non-Metallic Sheathed A SSIS SSSENGOO GASES SSR 
Cable lays flat. Won’t squirm or twist. : 074: EX 
Clean to handle. Plainly marked, 


PARAUSE® Type “RR” cable pro- 


vides permanent underground installa- 
tion from power line to meter and for 
connecting several buildings. CAA ap- 
proved under Specification L824. 


HYDRO-THERM® Building Wire . COL OOOLL OMA LMM AGRLELENGEL ELS 


combines in a single wire the heat-resis- rs 
tant qualities of Type RH and the mois- a } HYDRO- THERM 
ture resistant qualities of Type RW. : 


ws PANAN AAA WONGON A ane alee 66a a ee 
can be relied upon to meet severe cli- PARANITE 
matic conditions. Both actual line and 
Weather-Ometer tests prove unusual 
ageing characteristics. 


URC Weatherproof Wire and Cable . aaa ay 





SERVICE ENTRANCE CABLE, 
Type SE Style U unarmoured and Type 
SE Style A armoured. There is also a 
Paranite Service Drop Cable, two con- 
ductor, Type SD. 





Flexible, durable, iged. C “7 — = DREADNAUGHT 
repairs and re | 





R) 


oo it's PARANITE irs aicar: 


PARANITE WIRE AND CABLE © «x: 
Division of ESSEX WIRE CORPORATION Tice 1eve 
FORT WAYNE 6, INDIANA 


EXPORT SALES OFFICE —LIONEL-ESSEX INTERNATIONAL CORPORATION, 15 E. 26th ST., NEW YORK 10, N.Y. 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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Ecouomice Comment 





HOW CURRENT 


EVENTS 


WILL AFFECT 


BUSINESS 


TRENDS 





® MucH CONFUSION fills the minds 
of average men these days regard- 
ing the pros and cons of taxing 
excess profits of corporations. Un- 
fortunately the average man has 
difficulty placing himself personally 
in the role of an impartial judge 
and observer. The reason for this 
is easily apparent 
quite moments of reflection. 

It would seem at first glance that 
the average man who is employed 


after a few 


by a corporation or who may pur- 
sue a profession would have much 
to gain and nothing to lose from 
the continuation of this form of 
taxation by the federal government. 
After all would such a tax not 
help enormously to balance the 
budget? If so would it not cut 
down the need for the presently 
high rate of taxation applied to 
personal incomes? The answer to 
both of these questions is quite 
definitely yes. Then why shouldn’t 
the great mass of voters in this 
country work and strive to support 
those who argue for the main- 
tenance of the excess profits tax? 
If the answer were so simple as 
above there would be little ground 
for either argument or confusion. 


Reinvestment of earnings 

On the other side there are sev- 
eral factors to consider. First, the 
rapid and steady growth of Ameri- 
can productivity has been due, in 
large part, to the continuous rein- 
vestment of corporate earnings into 
the business. This has made pos- 
sible the great development of new 
techniques, new machines, new 
products and the continuous experi- 
mentation found in productive re- 
search. Many features adopted by 
industry for the purpose of im- 
proving human relations and work- 
ing conditions are directly trace- 
able to the supply of capital made 
possible by the retention and use 
of excess earnings by corporations. 

Dr. Bunting, well-known southern 


economist, is president of Oglethorpe 
University, Oglethorpe. Ga. 


by J. Whitney Bunting, Ph.D. 


This is certainly worth considering 
before an all-out attack is made in 
favor of keeping the excess profits 
tax. 

Thousands of American citizens 
are stockholders and thus owners 
of corporations. As such they have 
a very real interest in the conduct 
and health of the corporations they 
own. It is a real problem whether 
to favor a measure that might in- 
jure one interest while helping an- 
other or, indeed, to choose sides 
when there is a very real interest 
on both sides. The resultant deci- 
sion must be reached on the basis 
of long term value rather than 
upon immediate benefits. 


Earnings are high now 


Right now most citizens are able 
to pay big income taxes without too 
great a strain or suffering. In ad- 
dition, they have been acclimated 
during the past decade to relatively 
high income taxes and thus do 
not have to change their family 
budget pattern if such levels are to 
continue. 

On the other hand, corporations 
are going to be forced to curtail ex- 
pansions, reconstructions, and the 
like unless an easy and cheap form 
of financial assistance is to be made 
available. Failure to continue the 
present fast pace of industrial de- 
velopment can lead in the long run 
to a reduction of job opportunities 
for many people and, in fact, a cur- 
tailment in the development of new 
and valuable products for general 
consumption. It would seem, there- 
fore, that governmenta! policy in 
spite of election promises should be 
directed mainly to corporate and 
industrial relief rather than to re- 
lief for personal finances. 

This is a hard story to tell for 
most people prefer to settle for 
When one sees 


that his overall economic future 


short run benefits. 


can benefit by the elimination of 


the excess profits tax, however, he 
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snould be more friendly to corpo- 
rate interests and later to himself. 


This is just plain common sense. 


Training executives 


A noticeable change in college 
curricula of interest in the fields of 
economics and business is the de- 
velopment by many schools of short 
courses for adult business execu- 
tives. Most publicity to date has 
been directed toward the fact that 
colleges find it an ideal way to bal- 
budgets. 
farther 


ance their institutional 
However, the idea goes 
than this at the present time, and 


(Please turn to page RO) 


Chamber of Commerce 
issues economics primer 


THE Economics Research De- 
partment of the U. S. Chamber of 
Commerce has issued a set of sev- 
enteen pamphlets in the form of 
an Economics Primer designed par- 
ticularly for the reading of the 
businessman and the setting up of 
local economics study groups. 

The pamphlets are directed at 
the interested intelligent layman. 
Each include discussion questions 
and suggested further reading. The 
pamphlet include “‘The Mystery of 
Money.” “Control of the Money 
Supply,” “Money, Income and 
Jobs,” “The National Income and 
Its Distribution,” 
Prosperity,” “Demand, Supply and 
Profits and 


™ 


“Progress and 
Prices,” ‘‘Prices, 
Waves,” 
“How Competitive Is the American 


“Why the Businessman 


Economy “Understanding the 


Economic System and Its Fune- 


tions,” “Spending and Taxing,” 
“Taxing, Spending. and Debt Man- 
agement,” “Labor and the American 
Economy,” “Individual and Group 
Security,” “International Trade, 
Investment and Commercial Pol- 
icy,” “The Ethics of Capitalism.” 
Ask for free leaflet on how to set 
up a discussion group by writing 
to the U. S. Chamber of Commerce, 


Washington 6, D. C. 





ale castor to celal easier to service . 
easier to add to, or alter 






























































Centralized grouping of motor control contributes to efficient 
operation of many modern industrial plants. CONTROL CENTERS 
by CLARK have many features that provide the maximum benefits 
obtainable. For example: 
Separately enclosed 6-inch wide vertical wireways for each vertical section are accessible 
without opening compartment doors. This feature means easier installation and maintenance. 
Safe-edge compartment doors eliminate dangerous sharp edges and corners. Door handles 
are interlocked with disconnect switches or circuit breakers. 
Frame is rigidly constructed in double-box style, of sturdy welded channel sections, capable 
of withstanding heavy blows without destroying alignment. 
All Control Equipment is accessible and removable from front. Connections and wiring are 
all done from the front, and all equipment is accessible without removal from compartment. 


Each compartment is an integral unit, independent from frame and, in practically all 
sizes, is completely removable, with plug-in connections. This provides maximum flexibility. 
Uniform neat appearance of compartments, in a complete range of sizes, 

permits an almost infinite variety of combinations. Contre! Center: 
In NEMA Type C construction, Clark Control Centers permit termi- 3] 
nals to be located in top and/or bottom or in vertical wireways. CLARK 


The use of standard factory-assembled components through- 
out eliminates special engineering, saves time 
and money in installations. 


CONTROL CENTERS by CLARK, are com- 
pletely CLARK designed, CLARK engineered 
and CLARK built, for continuing reliability ~ 
and uniformity. Omen CORT? 


a 


Send request on your company letterbead for your 
copy of this factual book, now in preparation. 
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1005—Building Wire, Cable, Conduit. Extensive techni- 
cal data an a comprehensive line of electrical cable, build- 
ing wire, and conduit raceways are provided in a new 86- 
page publication, General Catalog No. 500, issued by Tri- 
angle Conduit & Cable Co., Inc., 1906 Jersey Ave., New 
Brunswick, N. J. Handsomely bound in sturdy leatherette 
to take years of wear, this catalog also contains valuable 
information on electrical engineering and wiring standards 
for the aid of contractors, engineers, architects and indus- 
trial users. 

1011—Conduits. ‘‘Natural Electric Conduits” is the title 
of the new 30-page Catalog No. 603 which describes and 
illustrates the many types of electrical conduits that are 
manufactured by National Electric Products Corp., Cham- 
ber of Commerce Bldg., Pittsburgh 19, Pa 

1015—SQUEEZON Connectors. The Squeezon, a new 
compression connector for power lines, is fully described 
in bulletin, “SQ” available from the James R. Kearney 
Corp., 4236 Clayton Ave., St. Louis 10, Mo. The Squeezon 
features greatly increased electrical and mechanical effi- 
ciency at approximately half the cost of conventional 
connectors. 

1019—Service Panels. Information and prices on protec- 
tive control centers for homes, apartment buildings, ser- 
vice stations, and industrial applications is contained in 
Bulletin 494, “New Push-Button Service Panels,” issued 
by BullDog Electric Products Co., Box 177, Roosevelt Park 
Annex, Detroit, Mich. 

1031—Heating Units. The new Chromalox Catalog of 
Industrial Electric Heaters, Catalog 50, is available from 
Edwin L. Wiegand Co., 7600 Thomas Blvd., Pittsburgh 8, 
Pa. Four basic Chromalox units—strips, rings, tubulars, 
and cartridges—with wide variations in wattage, voltage, 
and sheath material, are listed, as well as easy selection 
and application data. 

1051—Air-Cooled Transformer. Bulletin No. 49-ACO is 
now available from Marcus Bo gern Co., Inc., 34 
Montgomery St., Hillside 5, N. J., giving descriptive de- 
tails on the company’s new air -cooled distribution trans- 
former. Designed for indoor or outdoor use, the new 
transformer utilizes heatproof class B and C insulation 
which enables it to withstand overloads and eliminates 
the use of oil or other liquids. 

1071—Plugs and Receptacles. Additional loose-leaf 
sheets for insertion in the Pylet Catalog 1100 are avail- 


Ss 


A Requ 
mie a 
bes Chin Jkeit; ro EVO, 


a guy 


RE onde 


able from the Pyle-National Co., 1354 N. Kostner Ave., 
Chicago 51, Ill. These pages describe a wide range of 
plugs and receptacles for special purposes. 


1079—Connectors. A 24-page catalog describing K & H 
solderless terminal lugs and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Cincinnati 
2, Ohio. A wealth of information, including specifications, 
descriptive material and illustrations are included. 


1081—Busduct Data. Various applications of the FA 
busduct for industrial purposes are illustrated in this 31- 
page bulletin made available by the Frank Adams Electric 
Co., St. Louis, Mo. 


1085—Lighting Fixtures. Eastern presents their most 
complete catalog, 32 pages of engineered lighting data, 
including a variety of fixtures for all architectural, com- 
mercial and industrial applications. Eastern Fixture Co., 
Inc., 170 Vernon St., Boston 20, Mass. 


1087—Connectors and Fittings. The M. & W. Electric 
Mfg. Company, Inc., East Palestine, Ohio, announces a 
new twenty-four page catalog covering Service Entrance 
Cable Fittings, Ground Clamps, Ground Rods, BX and 
Romex Connectors, Staples, Conduit Fittings, Wireholders, 
Insulator Supports, Cable Racks and Watt-hour Meter 
Protectors. 


1095—Electrical Specialties. The F. D. Kees Mfg. Com- 
pany, Beatrice, Neb., has available upon request, a 20-page 
catalog illustrating various types of enclosures and other 
electrical specialties manufactured. This 76-year-old firm 
supplies the better-known utilities and jobbers throughout 
North America. 


1097—Flexible Cords and Cord Sets. A complete nine- 
page catalog is available from Cornish Wire Company, 15 
Park Row, New York 7, N. Y., containing data on all 
standard electric cords and stock cord sets, including Neo- 
prene-jacketed. Also descriptive data on the new UL 
approved all-Neoprene heater cord “COROPREX.” 

1099—Lighting Fixtures. Fluorescent and incandescent 
luminaires for schools, offices, stores and churches are il- 
lustrated in a series of bulletins issued by Curtis Lighting, 
Inc., 6134 West 65th Street, Chicago 38, Ill. The entire 
series or any individual bulletins may be obtained upon 
request. 





ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 


Please send me the bulletins and catalogs indicated. 
(Print Plainly) 


Name 
Company 
Address 


City & State 





September, 1955 


Circle numbers below. Bulletins and 


catalogs will be mailed promptly. 





1005 1011 1015 1019 
1051 1071 1079 1081 
1087 1095 1097 1099 
1105 1107 1109 111) 
1117 1131 1133 1135 
1151 1153 1155 1157 
1163 1165 1167 1169 
1173 1175 1177 1179 
1183 
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WAKEFIELD GEOMETRICS 


eee eee 


This unusual 
non-rectangular 
installation 
shows flexibility 
of the 
WAKEFIELD 
CEILING 


This and other standard Wakefield Ceilings 


can be priced on the job... 





THE CAVALIER 


Here in this attractive bank installation 
the adaptability of the Wakefield Ceiling 
is apparent. A_ trapezoidal area is 
handled as readily as any normal rec- 
tangular area. Installation is simple be- 
cause a standard Wakefield channel sys- 
tem is used above the Plexiglas diffuser. 
Note how advantageously fusion strips 
have been used under the rows of lamps 
to give extra shielding. Area is 1080 sq. 
ft. with 50 ft. c. maintained (walls of 


50% and floors of 30°% reflectance). 


a> < 


— PACEMAKER 


ie ‘ 
THE COMMODORE 


THE GRENADIER 
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Though the Wakefield Ceiling in this 
installation is limited functionally to the 
provision of efficient lighting, it could 
have been furnished with acoustical 
baffles for sound control and further 
utilized as a means of air diffusion. The 
price of a Wakefield Ceiling can be fig- 
ured by Wakefield representatives from 
The F. W. 
Wakefield Brass Company, Vermilion, 
Ohio. Wakefield Lighting 


Ltd., London, Ontario. 


plans or on the job anywhere. 


In Canada, 


cGcocereoorr 


ae! 


1953 





Specially designed ionization de- 
tector for routine factory use meas- 
ures corona level of all high- 
voltage rubber insulated cables. 


Rome’s Corona-lonization test 





gives 


Perhaps you have had the costly ex- 
perience of installing a reputably 
high-quality rubber insulated power 
cable manufactured by a reliable 
supplier...only to have it fail pre- 
maturely for apparently no good 
reason. 

Yet, one of the major possible 
reasons could be... internal ioniza- 
tion. This hazard is caused by electri- 
cal breakdown of air within the in- 
sulation, or especially where it has 
not been closely fitted to the conduc- 
tor surface or shield. 

Several destructive effects may re- 
sult from ionization. Included are 
possible ozone cutting, reduced di- 
electric strength, and a substantial 
increase in dielectric losses. And 
there is no way of detecting ioniza- 
tion through the visual, physical and 
routine electrical tests usually ap- 
plied to cables. 

But you can depend on maximum 
protection against ionization when 
you specify Rome power cables. 
Every foot of Rome insulated cable, 


It Costs Less to Buy the Best 


Kaw ROME CABLE 


Corporation, 


ROME 


TORRANCE 


protection 


rated at 3000 volts or over, is thor- 
oughly tested by a specially designed 
ionization detector. This instrument 
accurately measures the corona level 
of the entire cable to assure the ioni- 
zation voltage exceeds the intended 
operating voltage of the cable. 

This is one more extra step in Rome 
Cable's standard manufacturing pro- 
cedure that assures dependability. 
This completely NONDESTRUCTIVE 
method of testing was developed by 
Rome Cable engineers and was first 
described in AIEE paper 48-198, ‘The 
Measurement and Investigation of 
Ionization Level of Rubber Insulated 
Cables,’ presented in August, 1948. 


Oscilloscope trace indicates ioni- 
zation within an insulated cable. 





NEW YORK 


1a 








* CALILFORWNIA 
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a creaT NEW 
LIGHTING DEVELOPMENT 


by Exile 


4 DIFFERENT DISTRIBUTIONS 
IN ONE GREAT SERIES 


GP) @) Gs) @) 


A “CUSTOM MADE" 
LIGHTING RESULT FROM 
REGULAR STOCK UNITS 


UPLIGCHT 
DOWNLICHT 

















Ente HEAVY DUTY "IN" SERIES INDUSTRIALS FEATURE: 


86.5 efficiency louvered This extra heavy duty Industrial Unit allows you to offer 
90% efficiency unshielded a lighting that is vgn ag ‘custom made” 
° : to their individual requirements. The combination of 4 
= es =. — different distributions available in this one unit at no 
grea eat extra cost, plus advanced Eastern Engineering and 
Simple low cost maintenance Features make the IN Series the first real outstanding 


Dust free design development in industrial lighting fixtures in years. 


Available in 3 louver cutoff IN Series units are normally shipped with 40 up — 60 
35° X 25° 35° X45° 45° X 45° down distribution — other distributions should be spec- 
iffed when ordering. 


SEND FOR COMPLETE CATALOG 


EASTERN FIXTURE CO. 


170 VERNON STREET, BOSTON 20, MASSACHUSETTS 
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1103—Electrical Connectors. Burndy Industrial Catalog 
52, featuring a complete line of general- -purpose connect- 
ors for industrial wiring is available. Complete informa- 
tion concerning application, construction features and di- 
mensions of these connectors are included, as well as sev- 
eral pages devoted to engineering data. Published by 
Burndy Engineering Co., Inc., 107 Bruckner Blvd., New 
York 54, N. Y. 

1105—SnapX Connectors. A new folder on SnapX con- 
nectors is now available from Briegel Method Tool Co., 
Galva, Ill. Illustrated and explained are the three steps 
necessary for connecting cables to boxes with this new 
connector for armored and non-metallic cable. 

1107—High Voltage Portable Cables. The various types 
for use from 600 to 15,000 volts are described and illus- 
trated. Catalog listing including weights and outside diam- 
eters are given. Detailed splicing instructions are in- 
cluded. Copies may be obtained from Simplex Wire & 
Cable Co., 79 Sidney Street. Cambridge 39, Mass. 

1109—Anchoring and Drilling Devices. An illustrated 
32-page catalog No. 65, describing more than twenty-five 
anchoring and drilling devices for making fastenings to 
masonry, is available from the Arro Expansion Bolt Com- 
pany, Marion, Ohio. 

1111—Fluorescent Fixtures. The specifications on al] 
fixtures built by the Light & Power Utilities Corp., of 
1035 Firestone Blvd., Memphis, Tenn., are detailed with 
illustrations in the newest catalog issues by this company. 
The cover of this catalog has an interesting wood cut 
called Light through the Ages which depicts the advance 
of lighting from the cave man to modern fluorescent 
lighting. 

1115—Remote-Control Wiring. An eight-page, non-tech- 
nical booklet on remote-control wiring, publication No. 
16-330, written expressly for the consumer, is available 
from the G.-E. Construction Materials Dept., Bridgeport 
2, Conn. The booklet gives a picture story on the con- 
venience, safety, and economy of this new wiring method. 


1117—Fluorescent Fixtures. The Edwin F. Guth Co., 
2615 Washington Ave., St. Louis 3, Mo., has released a 
new catalog covering their complete line of commercial 
and industrial, fluorescent and germicidal lighting equip- 
ment. A full pene of fluorescent fixtures is presented in 
the catalog, No. 47, in a condensed, easy-to-refer-to form. 


1131—Fluorescent Units for Slimline Lamps. This new, 
illustrated, 20-page bulletin gives complete specifications 
of general purpose, “Magna-Flo” lighting systems for 96, 
72 and 48-inch, T12 Slimline lamps. Describes individual 
units and continuous line systems plus accessories. 8%” 
x 11” page size. Write Benjamin Electric Mfg. Company, 
Des Plaines, Illinois, and ask for bulletin “mf.” 


1133—Vaportight Fixture. New Appleton “V-51” Series 
Convertible Vaportight Lighting Fixture is fully described 
and illustrated, for pendant, ceiling or bracket mounting, 
with or without reflectors and guards. Wattages, weights 
and dimensional data. Bulletin 5-A, 20 pages and cover. 
Appleton Electric Company, 1701-59 Wellington Avenue, 
Chicago 13, Tl. 

Electrical Wiring Devices. Catalog No: 51, con- 
taining complete electrical wiring device line of Leviton 
Mfg. Co., Brooklyn 22, N. Y., is a 96-page thoroughly illus- 
trated one. Included are such features as the Kwikchange 
line, with wiring diagrams, a general index, and an index 
to catalog numbers. This catalog is completely new and 
revised. Over 1,000 items illustrated. 

1149—Insulators. Victor Insulators. Ine., Victor, N. Y. 
has available a complete catalog of Victor high, medium 
and low voltage insulators and pole line hardware. Com 
plete contour shapes, dimensions, specifications and engi 
neering data are included. Write for Bulletin No. 4 or us¢ 
reply coupon below. 

1151—Circuit Breaker System. A concise and well-illus 
trated 28-page catalog. No. C. B. 1000, on the new Stab 
Lok Circuit Breaker System has been announced by Fed- 
eral Electric Products Co., 50 Paris St.. Newark 5, N. J 
Advantages of the system comprise headings under whict 
are listed complete specifications. Dimensions and knock 
out locations, purchasing information, and wiring dia- 
grams are features of the catalog. 

1153—Jiffy Line Electricians’ Tools and Wiring Special- 
ties. A new catalog issued by Clyde W. Lint, 1144 W 
Washington Blvd., Chicago 7, Tll., discusses details of the 
company’s line of tools and electrical wiring devices, pole 
line hardware, and standard porcelain. 
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1155—Wire and Cable. Two new illustrated catalogs 
Magnet Wire, No. 23, and ne and Control Cables, No. 
24—available from Rome Cable Corp., Rome, N. Y., cover 
variations of wire and cable types in the ae field of 
Rome Cable applications. Magnet Wire catalog has been 
designed to assist in selection and application of proper 
Magnet Wire types. In addition to descriptive data, techni- 
cal information has been included for —— Power and 
Control] Cables cation is intended for utility, construction, 
and industrial engineering and doe Paser nny personnel as 
a guide in selection of proper wire and cable types. 
1157—Transformers. Dongan Electric Manufacturing 
Co., 2998 Franklin, Detroit 7, Mich., has brochures avail- 
able on its various types of transformers, including power 
circuit, control, signaling, machine tool, ignition and neon 
transformers. 
1159—“Concentrol” Motor Control Centers. Completely 
descriptive, illustrated Bulletin 400 of the Continental 
Electric Equipment Company, Box 1055, Cincinnati 1, Ohio, 
gives full information on modular standardized “Concen- 
trol” motor control centers. This bulletin features helpful 
layout and specification data of interest to both electrical 
equipment planners and plant production men. 
1163—Aluminum Covered Conductor. A folder on engi- 
neering specifications of Kaiser Aluminum covered con 
ductor, both weatherproof and self-supporting triplex with 
both neoprene and polyethylene coverings for distribution 
lines, secondary cable and service drops is available from 
Kaiser Aluminum & Chemical Sales, Inc., 1924 Broadway, 
Oakland 12, California. 
1165—CEILING HEATING. “Sunwarm Electric Ra- 
diant Heating Cables.” Complete information on ceiling 
radiant heating with Sunwarm radiant heating cables, in- 
cluding approved installation methods, available by writ- 
ing Sunwarm, Inc., Box 263, Kingsport, Tennessee. 
1167—Industrial Lighting Equipment. A four-page cata- 
log insert is now available from the Multi Electric Mfg 
Co., Inc., 4223-43 West Lake St., Chicago 24, Ill. The leaf- 
let describes Multi’s line of lighting equipment and wiring 
devices, which include floodlights, vaporproof fixtures, and 
fluorescent and incandescent fixtures. 
1169—Lighting Fixtures. Fluorescent & slimline lumi- 
naires, for schools, offices, stores, etc. Illustrated in the 
new catalog issued by Sta-Brite Fluorescent Mfg. Co., 
P. O. Box 6352, Miami, Fla., may be obtained upon request. 
1171—Exhaust Fans. A four page catalog sheet, com- 
pletely illustrating three 20” window fans, one 16” window 
fan. A 16” and 20” Roll-a-bout fans—16” and 20” circu- 
lators now available from National Engineering & Manu- 
facturing Company, 519 Wyandotte, Kansas City 6, Mo. 
1173—Ventilating Equipment. Acme Equipment Co., of 
Muskogee, Okla., is currently offering a loose leaf catalog 
giving information on its line of attic fans, ceiling and 
wall shutters, industrial fans, and air conditioning units. 
The information includes photographs and diagrams, 
specifications, descriptions, and dimensions 
1175—Fluorescent and Slimline Fixtures. The Light and 
Power Utilities Corp., 1035 Firestone Blvd., Memphis, 
Tenn., has recently issued a new catalog describing its 
line of fluorescent and slimline lighting fixtures. Typical 
installations of the fixtures are shown and discussed, as 
well as prices, specifications, and illustrations of all the 
items in the line 
1177—Electric Heat. scriptive bulletins on both port 
able and wall heate uilt in a wide range of wattages. 
Bulletins show specifications, dimensions, and outstanding 
features Meier Electric and Machine Co., Inc., 3525 East 
Washington Street, Indianapolis, Indiana 
1179—-A.C. Magnetic Motor Starter. An 8-page bulletin, 
issued by the Clark Controlle ympany, 1146 East 152 nd 
Street, Cleveland 10, hio, dese ge their Tyne “CY’ 
A C . magnetic motor sta , which feature a unique and 
extremely efficient me ishing the arc. 
1181—Wiring Devices. ; 
Emmaus, Pa.. announces 


1183—FElectrical Equipment. 
Co.. Ine Co. tor Kent 
Con 15-0 ¢ iB etir W 
their line } Sa! fety Swit 


:-Z-RED” 


yutior Panels 





For Acc‘reur. 


ELECTRICAL 
 TRANSMissiow’ Neeps, 
—. ter. 


CHATTANOOGA, TENNESSEE 


B . a 
ACE IN THE HOLE" 


Southern Electrical Corporation SERVICE is geared to unreel 
as quickly and as smoothly as our wire and cables. Our 


own trucks make deliveries anywhere in the southeastern area 
within 48 hours. 

















Write, wire or phone us when you need ACSR Conductors, 
ACSR Accessories, Copper Wire and Cables. We will tell 


you when to expect delivery — and you can count on it. 











SOUTHERN QUALITY 


MEETS EVERY TEST oe ca 
Phone 7-3325 © 


—___ 


| [i 
SOUTHERN SERVICE pill ino 
EXCELS THE REST IN THE HEART OF THESOUTH 


P.O. Box 989 
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A COMPLETE SELECTION OF LIGHTING EQUIPMENT — Just office you can conveniently order equipment for these 
consider the many different installations shown in this other lighting applications. See for yourself — yor 
typical plant lighting system. Yet, from your local Graybar time and paper work when you call Graybar first. 


Everything you need for LIGHTING JOBS 


When your customer’s employees see better, they also work 
better. And, when you base your fixture recommendations on 
individual area needs, you make an important contribution 
toward more efficient and more profitable plant operation. And, 
you'll help build the kind of confidence in your work that means 
more jobs in the future. 

As distributor of the nation’s most complete selection of lamps 
and lighting equipment, Graybar can therefore offer you and 
your customers comprehensive help in these vital planning and 
purchasing stages. 

By calling a Graybar Lighting Specialist, you can get abso- 
lutely impartial advice on the fluorescent, incandescent, or 
mercury vapor system best-suited to any particular lighting 
requirement. You can be sure that the finished installation has 
been selected with consideration of both initial and operating 
costs...that it has been properly applied...and that it pro- 
vides adequate over-all lighting intensity. 

Graybar also distributes more than 100,000 other electrical 
items for wiring, power, ventilation, as well as lighting. 

10,000 LAMPS. Graybar distributes every type and , Make it a point io call Graybar for everything electrical 
size of lamp you might require. They’re all-G-E, it’s the easy way to coordinate both purchasing and job-site 
so your customers get the best in quality and long delivery. Graybar Electric Co., Inc. Executive Offices: Graybar 
service. Building, New York 17, N.Y. 


Call Graybar tist ror... 


IN OVER 
100 PRINCIPAL CITIES 





ela-tmelilemil iti... at the first 


LAMP FASHION 
FESTIVAL 


The lamp industry unw rapped its 1953-54 Lamp Fash- 
ion Festival promotion in ¢ leveland, July 28, 29. More 
than 200 electric service company executives, lamp re- 
tailers and manufacturers attended. 


Presented by General Electric's Lamp Division and 
the Lamp and Shade Institute of America, Cleveland's 
Festival ovens a new concept in portable lamp 
merchandising. The show featured lamps that combine 
decorator beauty with proper lighting 


The Festival Program is designed as an integral part 
of the lamp industry's campaign to change consumer 
buying habits from single to group purchases. Electric 
service companies are being urged to sponsor similar 
lamp fashion shows during the Fall of "53 and through- 
out 1954. 


: A n a Lad E For more information on the Lamp Fashion Festival 
Part of overflow crowd in Cleveland's Tudor Arms Hotel. Background shows a Program, write General Electric, Dept. 166-ES-9, 
few of the more than 24 displays of Fashion Festival lamps. Nela Park, Cleveland 12, Ohio. 


Edward B. Rhodes, left, F. Schumacher & Co., Kick-off speaker Roscoe R. Rau, National Furni- Swapping ideas: H. D. Wolfe and Ethel C. Minks, 
New York; and Ben H. Hyman, Lamp and ture Retailers Association tells how his group Consolidated Gas & Electric, Baltimore and H 
Shade Institute talk shop. will support Festival program. Christy, right, Daison Mfg., Philadelphia 


A. B. Paterson, Louisiana Power and Light; Model displays show how new lamps enhance J. A. Sahiman, Public Service 
W. H. McInnis, Ebasco Services, New York, with room beauty, point out that a minimum of five Jersey, with R. M. Dou 
Max Sudduth, Arkansas Power & Light. lamps is needed for right light Light; V. P. Gayle, Gulf 


‘Ss 


GENERAL @@) ELECTRIC 
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Installation cost you too much money? 
..« Insist on Circle F! 


Nowadays you get hit with high costs everywhere 
you turn, That's one of the main reasons all of us 
at Circle F have been doing everything we can to 
keep prices low. 

Low prices isn’t all you'll find at Circle F, either. 
Fver since 1904 we've been developing new wrinkles 
to cut down on installation costs. Take those two 
items on the left below, for instance. Those box 
screws in the ears are there to make your installation 
job a cinch, cut down on labor costs. Order Circle F. 
You save on price and installation cost. Send for our 
catalog No. 18 today. 


\a) 


2035 Cia 
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T Rated flush toggle switch. Rug- 
ged construction. Box screws in 
ears make it cheaper to install 
Cheaper to wire. Wide ears are 
scored—may be removed. Meets 
all government specifications, 
5A.-250V., 10A.-125V. 1 


(e 


) 


2 
136 ‘ 


Duplex flush receptacle. Wide 
ears, parallel slots. Box screws 
mounted in ears make installa- 
tion cheaper. Double wiping con- 
tacts. Meets all government speci- 
fications. LOA,-250V., 15A.-125V. 


Plates, 
Too! 


3202 
Two T Rated heavy duty S.P. 


switches. Common feed, dustproof 
bakelice housing. Brown or ivory. 
Meets all government specifica- 
tions. 5A.-250V., 10A.-125V. (T] 


3201 


Heavy duty single pole T Rated 
switch and double contact recep- 
tacle. Dustproof bakelite housing. 
Brown or ivory. Meets all gov- 
ernment specifications. Switch: 
5A.-250V., 10A.-125V. \'T Recep- 
tacle: 1OA.-250V., 15A.-125V. 





Have you seen our new cellophane wrapping? 
Send for a plate and see. 


ircle F Mfg. Co. 


TRENTON 4, N. J. 
Saving You More Since 1904 





. .NOW! 
a new addition to the growing COLUMBIA family 


(Re ae oC te 


BB Bea 
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THERMOPLASTIC 
INSULATED 
WIRE 


Columbia TW is sturdy, dependable, easy-to-pull, easy- 
to-strip. It is made to conform to exacting quality con- 
trols, rigidly tested for long life. 


It assures quick, easy, economical installations. Wher- 
ever the job calls for the finest thermoplastic wire, 
specify Columbia TW. 


And, Columbia gives you the service that keeps your 
jobs “‘on schedule’”’. 


ALL SIZES — ALL COLORS 
Approved by Underwriters’ Laboratories 


COLUMBIA CABLE & ELECTRIC CORP. 


Serving the Electrical Wholesaler Since 1912 
255 Chestnut St. Brooklyn 8, N. Y. 


NON-METALLIC SHEATHED CABLE E. M. T. A.B.C ARMORED CABLE TW FLEXIBLE STEEL CONDUIT 


Sales Representatives 


ST. LOUIS ATLANTA DALLAS HOUSTON NEW ORLEANS 
Ajax Electrical Sales H. C. Biglin Co. Inc. C 


Olsen-Robertson Co Olsen-Robertson Co Chaos. K. Ramond Co 
315 N. Cardinal Ave 177 Harris St. N. W. 


2104 Irving Bivd 2216 Walker St 02! Carondelet Bidg 
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USE ADJUSTABLE UNISTRUT” 
METAL FRAMING 10 MOUNT, 
FRAME, SUSPEND, SUPPORT ALL 
YOUR ELECTRICAL EQUIPMENT 


quickly, easily, at low cost— 
right on the job! 











No welding, drilling, 
or punching 


Fast on-the-job assembly 


Reduces engineering 
detailing 


Eliminates errors 


Last minute changes 
easily made 


No waste—UNISTRUT 
is re-usable 


Showing portion of processing plant's motor control rooms with 
all control equipment supported by UNISTRUT channel, maple 
cable clamps and fittings. 


UNI5TRUT-supported fluorescent fixtures in machine shop. System 
provides perfect fixture alignment, added safety and better 
appearance. 





UNISTRUT-supported heavy conduit run in large processing 
plant. UNISTRUT’s extreme flexibility permits later additions 
or changes. 


Bracing arrangement utilizes standard UNISTRUT channel and 
fittings in attaching the cable-supporting UNISTRUT framework 
to wall. Note porcelain insulating clamps. 


UNISTRUT framing, porcelain and maple insulating cable clamps 
support cable and conduit. 


Section of a draw-out switch cubicle completely framed with 
UNISTRUT channel and fittings. 











UNISTRUT 


the complete 
framing system 


Connection forms a Box Section 
—adds the Fourth Wall\ ~~ 


Hardened Nut has Corrugated Inturned ¥dges can't Buckle or This Pyramid Shaped Edge has 
Grooves which bite into In- Spread. Nut-to-Channel Lxck- '/: more Bearing Surface than 
turned Edges for Positive ing Action holds Side Walls in ordinary Flat-Edged Chansel 
Clamping Action Original Position and Flat-Surfaced Nut 


Write for NEW Free 84-page Pocket Catalog No. 800! 


For the Man on the ig none with photos, 


drawings, ideas and data on how to frame, mount, 
rack and support electrical and mechanical equip- 
ment with UNISTRUT metal framing. 
UNISTRUT Products are Bonderized 
U. S. Patent Numbers 
2327587 2329815 2345650 
2363382 2380379 2405631 
2541908 Other Patents Pending 
See our complete Catalog in Sweet's 1953 Plant Engineer- 
ing, Industrial Construction, and Architectural Files. 


The World’s Most Flexible All-Purpose Metal Framing 








ONLY THE UNISTRUT 
FRAMING SYSTEM HAS 
THIS POSITIVE CLAMPING 
ACTION AT ALL POINTS 
OF CONNECTION! 


Distrioutors and Warehouse Stocks in Principal 
Cities. Consult your Telephone Directories. 


_ —- <= <= aus <u ames come amet SS SD 


UNISTRUT PRODUCTS COMPANY 
1013 W. Washington Bivd., Chicago 7, Ill., Dept ES9 


Please send me a copy of the new Catalog 800, without 
obligation. 





it's the name to reckon with in electrical 

wiring devices and TURN-TYTE interlocking 

connectors. Rodale offers wholesalers 

throughout the nation the most complete 

independent line for hardware and 

household uses, as well as industrial re- 

HARDWARE quirements. Over a quarter-century of skill, 
DEVICES know-how, and superior judgment goes 
into every item bearing the time-honored, 

job-tested name of RODALE... whether 

it's a wiring device for normal use or the 

famous shockproof, strainproof, safety- 

proven TURN-TYTE connectors for industry. 

Where applicable, all Rodale products are 

manufactured under Underwriters’ stand- 


ards, according to Federal specifications. 
INDUSTRIAL 


DEVICES 


HOUSEHOLD ; 2 2m 
DEVICES 


Warehouses in Chicago and Los Angeles 


MANUFACTURING CO., INC. 
? NINES @) 


Representatives in all principal cities 


ELECTRICAL SOUTH for SEPTEMBER, 1953 





WIRE 
Mhen it (omes 0 CABLE 


Remember— C 0 N D U IT 





Whether it’s a bungalow or an atomic energy plant, when 


it comes to the selection of wire, cable or conduit, just say 





“Triangle” to your distributor. It makes sense to order all 








three with the same brand name. Deliveries are surer, 





there’s less paper work and there’s a feeling of confidence 


right down the line. 


We're proud that thousands of America’s top engineers, 





contractors and purchasing agents regularly put their 











confidence in us. Perhaps the reason is because of what 
we give — friendship, help, cooperation and top quality 
products. 


No Matter Who You Are — 
You'll Like Doing Business with TRIANGLE 











The Trade Mark 
of TOP Quality 


TRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, N. J. «© MOUNDSVILLE, W. VA. 





When it’s a question of carrying electrical power, specify TRIANGLE 
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TYPE "B" me Strongest insulating bushing 
: eatin) available! Exclusive 
design permanently locks 
insulation into casting. 


Same as proven Type ‘‘B"’ 

with lug for quick, positive 

ground connections. Set 

screw in casting facilitates 

positioning. Finest, high-strength, all- 
Bakelite insulating bushing. 
A top quality bushing— 
competitively priced! 


All-Bakelite bushing with 
male thread for insulation of 
exposed cables passing 
through holes in metal boxes 
or troughs. 

Over 35 years of specialized 
experience in the design and 
manufacture of conduit fittings 
o o 
is behind the complete line of O.Z. insulating TYPE "A 


bushings. Whatever your insulating bushing problem, 


you can be sure there is an O.Z. design to fit your 
application perfectly. Buy O.Z. bushings from 
your local electrical distributor. 


Representatives in all principal cities 
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ALLIS-CHALMERS 


\ 





Voltage Regulators 


" 
. 


/ 
e 


Costs of 


Three-Phase Voltage Regulation 


The simple design of Allis-Chalmers three-phase power 
regulators means you get highest quality regulation with 
an absolute minimum of maintenance. You get + 1 volt 
band, Class I accuracy, 20% range of regulation, and 
many famous Allis-Chalmers features that cut costs. 


Unit Construction Reduces Maintenance 
Thanks to unit construction, there are 78 fewer connec- 
tions than with other designs. And all connections can 
be made before the unit is tanked. Untanking for future 
inspection is especially easy — just remove cover and 
control cabinet bolts, and lift entire regulator from tank. 


Feather-Touch Contro! Easy to Operate 
You save maintenance time with Allis-Chalmers voltage 
regulators because the Feather-Touch control has fewer 
operating components than any other regulator conirol. 
Operation is easy because control components are cali- 


ALLIS-CHALMERS <*:) 


brated. Voltage band and voltage level can be set in 
less than a minute. 


Quick-Break Tap-Changing Mechanism 
Fast, efficient tap changing without shock, thanks to the 
balanced spring operation of the Quick-Break tap-chang- 
ing mechanism, makes contacts last longer. Mechanism 
operates entirely under oil — there are no adjustments 
to make, nothing to lubricate. 


It pays to get all the facts. Contact your nearby A-C 


office or write Allis-Chalmers, Milwaukee 1, Wisconsin. 
A-4128 








Ratings 
Available 


Up to and Including 
69 Kv 


| Through 2500 Kva 
L 














Originators of %% Step Regulation 
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by SIMPLEX! 


The announcement of another ‘First’? by Simplex is coming next 


month. It’s another ‘‘First”’ to add to the distinguished company of 
the many others that have come from Simplex laboratories. 

It will rank with TIREX ‘“‘cured-in-lead”’ jackets, ANHYDREX 
low water-absorptive insulation, Simplex rubber-jacketed cables, 
TIREX gear-shaped insulated cables, ANHYDREX high tempera- 
ture rubber insulation, and many others which have contributed so 
much to the perfection of rubber insulations. 


Watch for the announcement. It will be important to you. 


WIRE & CABLE CO. 


79 Sidney Street, Cambridge 39, Mass. 
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Can't rust oul ! no cracks or crevices . . . no place 


for rust to get a foothold . .. seamless, one-piece housing with 


unbroken surface of “Life-Time” Porcelain Enamel! 
i ) 


No ser vice breaks due to humidity! 


poor lamp-starting eliminated . . . electric contacts 
protected from corrosion .’. }, 


\ Pebengincing dirt a 5F out 


s. 


Benjamin “Vapor-Tite” Units make it 

possible td provide moder# fluorescent Jighting for 
locations with mofsture-laden atmospheres... They are 
“specifically built to combat the corrosive effeets of such 
_# humid workplaces as textile mills, laundries, bottling 

' plants, food processing operations, eter A solid armor 
of porcelain enamel defies humidity, steamgdirt and 
vapors. This is the “Life-Time” surfacethat cannot 

wear, scratch, become dull, deteriorate or corrode 
because it is literally “glass fuseal to steel”. 


In addition to the humidity-defying features described 
above, this unit is equipped with the patented Benjamin 
“Springlox” Lampholder... fanious for “éasy-in, easy-out” 
lamp servicing and completely safe operation in huinid 
atmospheres. After 1,000 hours in 95% humidity at 

95° F., and after 400 hbrs., under a ye ae a 





salt spray, “Springlox” was still in operation! 
Get up-to-date information on fluorescent 
lighting that Mefies humidity... ask for 
Bulletin VT. Benjamin Electric Mfg. Co., 
Dept. Z-1, Des Plaines, Tl. 


TB261K 


availoble with this exclusive Benjamin 
“Springlox” Lampholder for two or three 
48" bi-pin or single-pih fluorescent lamps. 


“san BENJAMIN | 


7G“ VAPOR-TITE” 


+ Sold exclusively through oe eee 


A Product of Benjatnin Electric Mig! ico. makers of» 
famous Benjomin and Leader Line Lighting Equipment-end 

F hals for indostry, Institutions ond Conimerce. 

; -? a 
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How to prolong the life of wire 
and cable by proper storage 








Protect cables from the weather. Moisture is especially injuri- Don't expose wires and cables to extremes of temperature. ( hemi- 
ous to fibrous coverings. When stored out-of-doors, if cal reactions occur at a higher rate at high temperatures 
they become wet and then freeze, they will be weakened than low. The greatest deterioration of low-voltage cables 
and the saturant will flake off. In humid weather, mold is due to chemical changes, oxidation or internal changes 
growth is accelerated, weakening the covering and making it a ee Li self. “Saag : dale tas Ms teal 
easier to damage the cable during installation. (Rubber and Mn SHO COMNPOURS Nese. Mvever sore teem mm the bower 
thermoplastic insulated and jacketed cables may be stored room unless you use a fan to blow hot air away from the 
under moderately humid conditions.) The larger sizes of wires and cables. It’s best to store cables at room temper- 
fibrous covered and rubber jacketed cables and all lead- atures indoors out of direct sunlight. Rubber insulated 
sheathed rubber insulated cables must be stored on reels cables may be stored and handled without damage at 
which must be properly lagged—or the cable must be other- the lowest temperatures ordinarily encountered, but 
wise suitably protected against mechanical damage. Reels thermoplastic synthetic insulated cables should not be 
can be stored out-of-doors if the cable is protected against handled at temperatures below -10 C. (14 F.) 
sun and weather, and the ends are properly sealed. 


i 


nm 
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Reels should be kept off the ground, so that moisture will not Coils should be stored one layer deep on the floor or shelves, with 

harm the cables, reel flanges and lagging. Sound reels the axis either horizontal or vertical. To save space, they 

are easier to handle and there is less chance of injury to may be stacked, but not more than 5 coils in height— 

the cable as it is removed from the reel. otherwise there is harmful pressure on the insulation. 
Don’t remove brown paper or box that protects against dust 
and light until used. 


Rubber insulated fibrous covered, rubber jacketed or lead-sheathed cables in storage should 

never be bent to a diameter less than I.P.C.E.A. recommended diameters. 

Never let coils or reels drop more than a few inches. Always roll a reel in the 

direction indicated by the arrow on the flange. When rolling an unlagged 
reel, put planks under the flanges to avoid pressure on the cable. Coils, reels and 
— always be rotated when wire and cable is removed to avoid twisting 
the cable. 


FREE REPRINTS OF THIS PAGE ARE AVAILABLE. WRITE TO ADDRESS BELOW. 


UNITED STATES RUBBER COMPANY <qsSooe 


SS 
Electrical Wire and Cable Department 
ROCKEFELLER CENTER © NEW YORK 20, NEW YORK 
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BULLDOG 


(P03 Amatte 
ELECTRI-CENTERS 


ee . give 


Push-button 
Control 


Complete protection plus unequaled convenience — that 
tells the story of the constantly growing demand for 
BullDog Pushmatic Electri-Centers 
For only Pushmatics give you simple-to-operate push 
button control of light and power circuits. Only Pushmatics 
enable you to tell by touch which circuit breaker is “OFF” 
. a priceless advantage when circuit failure plunges a 
room into darkness 
When a short circuit or overload occurs, the Pushmati 
automatically breaks the circuit; the push button snaps for 
ward and the word “OFF” appears. To restore service—ones 
the trouble has been remedied—simply push the button! 
Available in sizes up to 42 circuits, BullDog Pushmati 
Electri-Centers fill every industrial, commercial or home 
requirement. Write today for free Bulletin PM-355, giving 
complete information. BullDog Electric Products Company, 


Dept ES93 Detroit 32, Michigan. © BEPCO 


BULLDOG 


THOROUGHBRED IN ELECTRICAL EQUIPMENT ELECTRIC PRODUCTS COMPANY 





CONSULT THE FOLLOWING SOUTHERN REPRESENTATIVES ———— —_——— 
Walker Electrical Company, Inc. Wilson Electrical Equipment & Company Standard Electric Mfg. Co. 


70 Bennett St., N.W., P.O. Box 8, Section D 2930 Commerce Street 101 E. Maple Street 2401 Federal Street 


Atlanta, Georgia Houston, Texas San Antonio, Texas 
Dallas 1, Texas 
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Mi Remember that Red Hot 1949 Briegel Combination Indenter and Fitting Deal? It broke all 
records then so here we go again! 


For three months only, 5 or oe and October, a Special Package Offer of 200-14” 
" B.M. 


oats OF ey and 400- 
1 No. 606 Briegel 14” Indenter! 


Stock up today with this Deal that sold out the last time it was offered. 


2} @e HnItatl & 
=. (64) CO. : 


GALVA, *® ILLINOIS 


Connectors. Free of extra cost in this package will be 
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are all ‘you need to install 


the new Gibson ws be OF it 
after mountine Uni-Race’ 





asa aati THERE IS NOTHING LIKE IT... 


So revolutionary in design is the new Gibson ORTHO-77 





__ | it is the talk of lighting men everywhere. A special unique 
ee — os ee raceway (UNI-RACE) provides POSITIVE ALIGNMENT, 
AUTOMATIC SPACING, FIXED POWER SOURCE, 
STEP 1: Mount UNI-RACI and a RIGID CHANNEL ANCHOR for all ORTHO-77 


a lightweight, rigid, open 
raceway, 





models. Light in weight, it is readily accessible and easily 
mounted. A special receptacle permits wire-in in a matter of 
minutes without tools. Lighting levels can be raised from two 
to four lite on the same UNI-RACE, or fixtures mounted on 
a continuous UNI-RACE at spaced intervals can quickly 
be made continuous later. The fixture is never defaced... 
STEP 2: Hang fixture into Me only the UNI-RACE, a low cost easily replaceable part. 
slots on UNI-RACE spaced fa The ORTHO-77 is a completely INTEGRATED UNIT built 
for automatic positioning around V-TYPE GIRDER CONSTRUCTION to assure 

° rigidity and permanence of skape. These are just a few of the 
many features of this phenomenal new concept of design outlined 
in Bulletin ORT-101. By all means write for it today. 


STEP 3: Close and tighten > 
take-up screw by hand. AN lo 


1919 PIEDMONT CIRCLE, N. E * ATLANTA, GEORGIA 
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ARE YOU PAYING FOR THE MISSING 5 INCHES ? 


Are YOU paying $.02705 for approximately 7 inches of copper 
weatherproof wire when you could get a full foot of Kaiser Alumi- 
num weatherproof wire for the same money? 


If you are... you're spending about $19.22 too much per 1000 
feet! * 





All types of Kaiser Aluminum weatherproof wire give you big 
savings over copper wire of equivalent current-carrying capacity. 


Why not call or write us, or one of our distributors, for complete 
information? Kaiser Aluminum & Chemical Sales, Inc., Oakland 
12, Calif. 


*Based on August, 1953 prices for 46 Copper TBWP and 24 Solid Aluminum, Neoprene 
or Polyethylene covered. 


Ry Kaiser Aluminum 


setting the pace —in growth, quality and service. 
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Blueprints for jobs being done by 
Roper Electric Co., are kept in a 
modern cabinet to avoid the hodge- 


@ CONTRACTORS who are wondering 
how to get every job done right as 
well as economically or how to re- 
duce lost time on the job, will be in- 
terested in the successful system of 
the Roper Electric Company, 
Springfield, Mo., which has reduced 
costs and increased profits substan- 
tially with the use of meticulous 
pre-job layouts and detailing. 

Before the job starts—in fact 
when bids or estimates are being 
prepared, a complete layout is made 
which not only shows all the outlets 
but precise routes and lengths of 
each circuit. 

This method not only eliminates 
lost time on the job but gives the 
contractor’s crew the advantage of 
all the information and details com- 
piled in making the bid or estimate. 

No part of the job is started until 
detailing is completed and it often 
happens in preparing the detailed 
plan from the blueprints that it 
becomes necessary to discuss 
changes and even mistakes with the 
architect or owner. The goal is to 
solve as many problems and correct 
as many mistakes as possible in the 
office instead of on the job. 

While such pre-planning does not 
forestall modifications or changes 
made later by the owner, Roper in- 
sists that such changes be pre- 
planned before given to the men 
who do the work. Such changes as 
well as original wiring plans are 
sent to the architect and used as 
work sheets by electricians. 

The plan and layout method has 
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podge of rolled-up plans. 


Jobs move faster, crews and 


owners are happier with 


Detailed pre-job 


not only saved money at every bend 
in the road but has also improved 
customer confidence and reduced 
misunderstandings. It also reduces 
sales resistance which results in 
quicker acceptances on estimates. 


Applicable to small jobs 


The system works well on small 
jobs as well as large ones, O. M. 
(Pat) Roper and his son, Phillip 
L., pointed out. For example, sup- 
pose they are asked to make an es- 
timate on a remodeled building job 
involving rewiring at about $400. 
They take the position that while 
they are compiling facts and fig- 
ures for the estimate, they have 
accumulated valuable information 
which will save time for their fore- 
man and crews. The point is to re- 
cord this information in a way that 
it can be quickly passed to key men 
and this usually takes the form of 
a complete blueprint of the wiring 
job plus an accurate list of mate- 
rials. 

The blueprint and the materials 
list are attached to the proposal 
and most customers are immedi- 
ately impressed with the thorough- 
ness of the planning and quickly 
realize that the job can be more 
quickly completed by electricians 
following such a plan. 

The plan and list are returned 
with the accepted estimate and 
handed to a crew foremen with a 
job order. These plans are not the 
common garden variety of layouts 
such as those which usually only 


show the outlets and a few other 
details. Each layout shows every 
detail of the material, the sizes of 
conduit, lengths, number of conduc- 
tors and sizes in the conduit with 
the beginning and end of the runs. 
This not only saves material by 
running conductors the shortest 
way but also saves the time of the 
electrician in doing his own layout 
figuring. 

On the larger jobs one feature 
of tremendous value is that crews 
can be increased without penalizing 
progress and without the necessity 
of briefing new men. 

For example, most wiring jobs 
are started at one end and pushed 
forward to the other end. Without 
detailed plans it would be difficult 
to add extra crews and start them 
somewhere in With 
Roper’s detailed plans, crews have 
been increased from 10 to 60 and 


between. 


work can be done at any point of 
the job or at all points of the job 
depending on the progress of other 
crafts. If walls are not ready, pre- 
fabbing can be carried out from 
the plans so that all members of 
the crew will have work to do. In 
this manner much of the delays 
eaused by other crafts are elimi- 
nated. 

Mr. Roper ordinarily has a crew 
of ten operating from four trucks 
but this number is often increased 
to 60 or more on big jobs. Right 
now they have one of the biggest 
jobs in the country—the $8% mil- 
‘ion Kraft processing plant, on 
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layouts 


by L. H. Houck 


which they entered into a joint 
venture deal with Fischbach, 
Moore & Morrissey, Chicago. This 
is one of the largest contracting 
firms in the country and had the 
United Nations wiring job. There 
is a complete set of the Kraft plant 
in the modern blueprint case at 
Roper’s. It weighs 70 pounds. As 
the wiring progresses new layouts 
are made and fed to the crews. 


Conferences clarify details 


Job conferences are a regular 
part of the program at Roper’s. 
Key men or foremen are called in 
before jobs are started and a meet- 
ing is held in their special confer- 
ence room which features a long 
director-type table, easy chairs and 
a blackboard at the end. Phillip 
Roper, who makes the layouts, uses 
the blackboard to illustrate circuits 
or other job problems. Any points 
not clear are fully clarified at such 
meetings. 

Customer and labor relations are 
also promoted at such meetings 
since it is stressed that Mr. Roper’s 
men are not working for Mr. Roper 
but that he and the men are work- 
ing together to give the customer a 
good job. Foremen cor supervisors 
get most of the briefing and this 
helps in labor relations because 
when the key man knows all the 
job details it increases the confi- 
dence of the crew. Only a foreman 
thoroughly familiar with job de- 
tails is competent to give orders 
all of which saves time on the job 


From the plans drawn up before the job contract is even secured, Phillip 
Roper and the Roper construction crews can usually solve problems which 
would prove more costly later. (Top) Phillip demonstrates diagrams from 
the plans at the head of the conference table. (Center) Mr. Roper and his 
son discuss plans in the company’s modernly equipped drafting department. 
(Bottom) The truck about to leave on a job shows the company “coat-of- 
arms” which is a cowboy on a colored field representing a light bulb with 
his lariat making the name “Roper.” 
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Here is a portion of a typical “‘pre-planned job layout such 
as used so successfully by the Roper Electric Company. 
These plans contain considerably more information than 
the average layout which usually only shows the outlets 
and a few other details. Mr. Roper’s layouts show every 


which would be used in calling the 
office, the architect or the owner. 
Every problem solved in making 
the plans or at the conference table 
saves solving it on the job. 

Problems can arise because of 
errors in architect’s plans, or omis- 
sions. Not long ago Mr. Roper had 
a wiring contract on a small hall to 
be used as a meeting place for sev- 
eral organizations. In taking off 
his plan details from the blueprint, 
Phillip Roper found the architect 
had taken off his exit light circuits 
after the main panel fuses instead 
of before which would kill the exit 
lights if the fuses should blow in- 
stead of letting them burn as it 
should be. This was easily cor- 
rected but illustrates the need for 
pre-job detailing. 

Such problems are taken up at 
the conferences and at the same 
time the workability of the detail- 
ing is checked. Men are asked if 
the plans are practical, if they are 
clear and if they like to work with 
them. All members of the organi- 
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zation are invited to make com- 
ments and suggestions. 

In addition the Ropers check the 
use of the plans on the actual jobs 
to see if any improvements can be 
made. 

Another important advantage 
with pre-job detailing is the accu- 
rate material lists and the itemize 
list which often paves the way for 
savings by quantity buying. 

Material lists are studied to see 
whether to take the material out of 
regular stocks or order it directly 
from the supplier to the job. On 
larger jobs a work shanty is built 
and material goes directly to the 
job. 

Quantity purchase savings are 
important and on the medium sized 
jobs it is often possible to combine 
an order for the job and replenish- 
ment of stock to obtain a quantity 
discount. 

An accurate material list simpli- 
fies inventory. Only a small amount 
more than actually needed is deliv- 
ered to the job. After the job is 


detail of the material, the sizes of conduit, lengths, number 
of conductors and sizes in the conduit, with the beginning 
and end of the runs indicated, This not only saves material 
by extending conductors the shortest way, but also saves the 
time of the electrician in doing his own layout figuring. 


finished a stock man checks the sur- 
plus, makes a record and returns it 
to stock. A cost 
being worked out that will show in- 
ventory details on the back of the 
job order, plus actual costs and 


system is now 


profit or loss, over or under the es- 
timate. 

Roper’s has several projects in 
the mill for improving customer re- 
lations. For instance a new printed 
form is being worked out for in- 
voicing which contains a space for 
a complete description of the job. 
When the customer receives this 
invoice he will have a complete de- 
scription and this will forestall the 
usual customer reaction that “. . 
the electrician was only here a few 
minutes, I don’t see what he could 
have done to cost that much.” 
With job details, hours and mate- 
rial, the customer is reminded of 
the size of the job and can more 
readily see at a glance that he got 
what he is paying for. 

Another new form on the plan- 

(Please turn to page 76) 
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Know the law.... 





Pointers on contracts 


Importance of written contracts 


@ How CAN the average electrical 


dealer or contractor make more 


money? 

If this question recognizes that 
a given number of dollars saved is 
that many dollars earned—in line 
with an old adage—we hazard the 
suggestion that the dealer or con- 
tractor should be well posted on the 
legal aspects of his every-day deal- 
ings. Only in this way can he best 
protect himself against disastrous 
short-circuiting of his currency. 

And no better beginning can be 
made than to resolve never to rely 
upon oral understandings with pa- 
trons when it is feasible to have a 
signed agreement that embodies the 
essential terms of the contract. It 
is not quite enough that the dealer 
or contractor may be able to win a 
lawsuit after a dispute has risen, 
for it costs money to win or defeat 
a lawsuit, as well as to lose one. 

An illustration is afforded by a 
case lately decided by the Spring- 
field, Mo., Court of Appeals. (Roper 
v. Clanton, 258 S. W. 2d 283.) 

Electrical Contractor Roper was 
called by Clanton to an old apart- 
ment house owned by the latter 
and his wife. jointly, because 
trouble was resulting from over- 
loading of two circuits—one up- 
stairs and one downstairs. After 
considerable talk, it was mutually 
understood that Roper would do 
what was necessary to remedy the 
situation. But there was nothing 
said about price or what rewiring 
was to be done. 

The contractor studied the local 
municipal electrical code and did 
no more than was necessary to re- 
wire the premises to comply with 
the code. 

There were no negotiations with 


Mrs. Clanton; all dealings were 
with her husband. He was around 
the building while the work was 
being done. 

Clanton pretended to be shocked 
when he got a bill for $735.46. He 
thought that it was $700 too much, 
and refused to pay. Suit against 
both Clantons to collect followed. 
The circuit judge for the county 
decided the case against the con- 
tractor, who appealed. The Court 
of Appeals decided that the suit 
was properly dismissed as to Mrs. 
Clanton, because she had taken no 
part in the negotiations. (Appar- 
ently, the contractor’s lawyer did 
not attempt to show that she was 
bound on a theory that her hus- 
band acted as her agent as well as 
for himself.) But the higher court 
decided that the plaintiff was en- 
titled to judgment against Clanton 
for the full amount of the bill, plus 
interest and costs. 


by Arthur L. H. Street 


The Court of Appeals was im- 
pressed by the fact that the work 
done by the contractor was the 
minimum required by the city elec- 
trical code. It consisted in sub- 
stituting for the single circuits on 
each floor two circuits for each 
apartment, one for appliances and 
one for lighting; a circuit to light 
the halls and basement, and one 
for the stoker and blower. On each 
of the two floors a circuit multi- 
breaker to take care of the cir- 
cuits was installed. 

Under all the circumstances, the 
court said that it must be inferred 
that there was a mutual under- 
standing, although net expressed 
orally or in writing, that plaintiff 
should be paid the reasonable value 
of labor and materials furnished in 
so rewiring the building as to make 
it conform to the city safety code 

Thus the contractor won _ the 
suit. so far as Clanton was con- 
cerned, but the expense of litiga- 
tion in two courts must have made 
a good-sized hole in the judgment. 


Contract change was binding 


@ AN ELECTRICAL contractor’s bid 
to install dust-proof lighting fix- 
tures in a grain mill was accepted. 
About two weeks later, and after 
work had begun, he signed a re- 
drafted form of contract prepared 
by the millowners. This contract 
followed the terms of the bid, but 
added a specification that the in- 
stallation must “Meet Class 2, 
Group G wire in all locations where 
grain dust occurs.” 

The contractor installed proper 
wiring, but the fixtures did not 
comply with the Class 2, Group G 
standards of the National Electri- 
cal Code. The millowners employed 
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another contractor to install fix- 
tures that did comply with the 
Code. 

The first contractor claimed that 
he signed the redrafted contract 
without knowing that the quoted 
clause had been added. 

When he sued to collect for his 
work, did the millowners have a 
right to claim an offset for the 
additional cost to them of having 
the work corrected to comply with 
the Code? 

The Kentucky Court of Appeals 
answered the question, “Yes,” in 
the case of Rader v. Parks, 258 S. 


Please turn to page 46) 
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(Left) Room units projecting from 
windows are finished in a tone ap- 
proximately matching the brickwork 
of the Tutwiler in Birmingham. 
(Right) Smaller fixtures alongside 
the air outlet ducts in the new ball- 
room ceiling are speaker outlets. 
This ceiling had to be lowered to 
hide ducts for the overhead system. 


by William Massey 


@ THE DINKLER TUTWILER Hotel 
in Birmingham is now the only 
completely air conditioned hotel in 
the city after the installation of 
over 200 room conditioners, and 
several larger-ton systems by 
Myers Electric Co., local electrical 
contractors. 

A total of 282 of the 400 rooms 
in the hotel are equipped with 
“hideaway” units mounted flush 
with the window sills. Part of 
these units were installed last year 
and the remainder this year. 

In 1936, the twelfth floor of the 
building was made air conditioned 
by the installation of a 50-ton di- 
rect expansion system, and this 
year a similar system was put into 
use on the third floor. Ceilings in 
the halls of the two floors had to be 
lowered to take care of ducts which 
enter the rooms from each side of 
complex problems when he contracts for the job of the hall. 

A 40-ton installation in the base- 
ment is used to take care of the 
lobby and offices, and the hotel’s 


ee new ballroom is taken care of by a 
50-ton system with the unit on the 

Wirin . roof directly overhead. A 30-ton 
unit handles a smaller ballroom and 

the banquet room. The ballroom 


installations were handled under 

sub-contract with Mann Brothers, 

a =-roon a ( general contractors for the hotel 
remodeling. 


Chester Myers, owner of the elec- 
trical firm and vice-president of the 


® e,° ® local chapter of NECA, found that 
] ] nin he had a tough problem to solve in 
: installing the individual room 


units. He handled the installations 
by putting risers up through clos- 
ets to serve the rooms on the two 
front sides of the building, using 


Birmingham electrical contractor is confronted with 
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top mouldings on the baseboards to 
conceal wiring, and setting plugs 
in the baseboards. 

The backside of the L-shaped 
building was taken care of entirely 
by outside conduits, in wiring from 
the fourth through the eleventh 
floors. A trick used to make the job 
practical by saving time and costs 
was the use of Ramset and Drive-it 
types of guns to shoot bolts into 
the brick. 


(Please turn to page 46) 














Below, left, this distribution panel 

for 40 circuits serves the east wall 

of the building. Riser conduits were 

placed on the exterior of the hotel 

(right) to serve the room units in 
the rear rooms. 
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Multi-billion dollar 


Mr. Contractor—you’ll be interested in this letter we received re- 


cently from Anaconda about a hard-hitting campaign that will help 


you get your share of the tremendous wiring modernization market. 


® To THE Epitror: The electrical 
industry, everyone in it agrees, has 
one big problem right now: Millions 
of American consumers are strug- 
gling along on “make-do” obsolete 
wiring systems. Some of these, in 
fact, are downright dangerous! How 
then can owners of city homes, 
farm homes and out-buildings, fac- 
tories and commercial buildings, 
be made aware that their present 
wiring systems cannot possibly sup- 
ply all the electricity they need and 
should be using today? How can 
they be convinced of the benefits of 
better wiring? 

Anaconda Wire & Cable Com- 
pany believes it has one good solu- 
tion to the problem—an answer 
that will benefit not only the 
farmer, the homemaker, and the 
small businessman, but will benefit 
as well the electrical contractor, the 
distributor and, of course, the util- 
ity that supplies the higher power 
load needed. Anaconda calls its 
answer: Full Power Ahead. 

Full Power Ahead is a practical, 
detailed, complete program that 
promotes wiring modernization in 
terms of better living on the farm, 
in the home, in small industries and 
in commercial enterprises, all in 
the interest of better business for 
contractors, distributors and utility 
companies. 

Full Power Ahead may have a 
familiar ring to you, Mr. Editor. It 
may—and it should—reecall other 
similar (and successful) programs 
which you helped Anaconda to pub- 
licize in the past to meet specific 
industry problems. 

Remember away back in ’37 when 
the company was telling utilities, 
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wholesalers, jobbers, contractors 
and industrial plant men: “Mod- 
ernize Your Wiring System Now. 
Build up capacity now for the long 
pull ahead.” Remember? But did 
you know that more than 100 utili- 
ties got behind the idea? Did you 
know that when it was all over, 
more than 100,000 pieces of litera- 
ture had been sent out to get the 
program well underway ? 
Remember World War II, and 
copper priorities? 
big problem was: How to conserve 
and keep in full production all the 
plant and power systems around 


Then industry’s 


the country. Remember Anaconda’s 
answer then? “Preventive Mainte- 
nance.” 

You helped Anaconda promote 
that idea across the nation—but 
did you know how successful you 
were? Well listen... . 

(1) Sixty Preventive Mainte- 
nance campaigns were sponsored by 
utility companies and the program 
“kits” provided by Anaconda were 
distributed among the utilities’ 
own power customers. 

(2) A number of equally sue- 
cessful campaigns were sponsored 
by contractors and distributors. 

(3) More than 13,000 48-page 
Preventive Maintenance manuals 
were distributed directly through 
the company after coupon, post- 
card, and letter requests for them. 

(4) More than 20,000 informa- 
tion DO’s and DON’T’s guides, out- 
lining the proper handling of wire 
and cable, also were sent out by 
Anaconda. 

Came the end of the war and a 
new major problem for industry. 
All plants, it seemed, had to con- 


tend with “limited power capacity.” 
Production equipment, and the 
power to drive it, simply was not 
equal to market demand. Anacon- 
da’s answer? — another national 
campaign: “Wire Ahead.” 

You got behind that one, too, and 
on a scale to make Wire Ahead ex- 
successful. Like its 
predecessors, it attacked a single 


travagantly 


problem: How could the electrical 
industry help industry itself, now 
no longer starved for copper, to 
plan for “full capacity-plus”? 

You remember the situation then. 
Plants had been running 24 hours 
a day, 7 days a week during the 
war period; machines and_ the 
power systems that ran them were 
in worse shape at the war’s end 
than during the war itself. What 
better counsel could the electrical 
industry give plant executives than 
“Wire 


trical systems now to meet the new 


Ahead: Up-date your elec- 


demands for expanded production; 
Wire Ahead now against all likely 
emergencies.” 
Well, more than 100,000 Wire 
Ahead planning booklets were dis- 
tributed before that national elec- 
trical campaign was rudely inter- 
rupted by the Korean “police ac- 
tion.”” But already, and in a man- 
ner to make us all uncomfortable 
prophets, Anaconda was anticipat- 
ing that event with a new national 
campaign intended to prevent the 
production crises of 1939-40 
“Power up and be Prepared.” 
Power up, you'll remember, dra- 
matically pointed up the penalties 
of overloaded wiring, of losses 
from interrupted or slow produc- 
tion, of lost-but-paid-for-man-hours 
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wiring market 


What 
to promote wining mode 


for FULL POWER 





The Full Power Ahead brochure promotes better wiring in all areas. The 
electrical contractor, the distributor, and the utility company have been pro- 
vided with a thorough basic program for “selling” adequate wiring on the 
farm, in the home, and in large and small business and industrial enterprises. 


“downtime” the electrical 
Power 


were directed 


excessive 
And 


50-odd pages 


que to on 


industry 


machines. while happened in the world to 


it? 


up's 
prima- 
rily to the shopman, the contractor, 
the 


it spoke equally 


on right here at home that 


the power salesman and con- make it worth our while to ec 


9 
operate. 


Headlines 


industrial magazines tell the 


engineer 
to 


sulting 


directly Management men, sug- in the electrical an 


gesting it never paid to be penny- story 
wise and power-foolish. 

° Full Powe) Ahead! 
No doubt, in the minds of many of 


you, there’s a big why? Why should 


Here are a few samples: 
And now 
Estimated $2 billions of business in 
rewiring older homes to meet mod- 
ern electrical demand. 


It's the 


homes 


we be asked to participate in this Electri he 
electric e—are 


it? 


' nine your 
new national campaign in behalf of wired to meet 
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Low voltage a major problem down 


on the farm. 


Store renovations to cost 85 billions 


boom seen in all fields. 
Big market in modernization. 


Room air conditioners need ade- 


quate wiring. 


Electrical contractors have estimated 
$5 billions of business in industrial 
and commercial modernization pros- 
pects. 


We could recall to you more of 





? What's 
warrant 
More important, what’s going 
would 


the same, in a list longer than your 


but we know know about 


You } 
been publishing stories and articles 
for 


arm, you 


them uublished them. You've 


attacking obsolescent wiring 
It 
who 

still 


contractors, 


several months now may have 


first 
untapped 


been you, in fact, indi- 


cated the potential 


by utilities, and dis- 
tributors 
Now 


Anaconda has come forward in the 


here comes Anaconda, as 
past, with the plan and the cam- 
that that 
ways that benefit 
ments of the 
Let’s have a look at the plan itself, 
the 
chure we've prepared. 
Full Power Ahead first 
states the problem, 
it): A 


lowered 


paign will potential 
all 


industry. 


tap 


in will seg- 


electrical 


as outlined in king-size bro- 


the 


as 


set Ss 
scene or 


vou might put coppei 
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tain has been prevent 


and mil- 
That 
raised until these 


electrical equipment by 
lions of American consumers. 
curtain won't be 
consumers know that their wiring 
that they 
themselves with 

Many of them 


’t afford the bill 
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penalizing 
dated 
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modernization 
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This Birmingham school is offering 


@ AT ONE MINUTE past eight at 
Rickwood Field in Birmingham, 
the batter connects with a fast ball. 
At the very same time, even though 
you. may be miles away, you can 
see the hit, hear the crack of the 
bat against the ball, and watch the 
ball go over the fence. That’s tele- 
vision! 

Such a down-to-earth word pic- 
ture of “whole” television is some- 
thing that anyone can understand. 


Practical training 


And that same theory of simplic- 
ity has been broken down into 
practical application at the Com- 
mercial Trades Institute in Bir- 
mingham. 

During his studies there, the 
individual student is led step by 
step through basic electricity and 
major appliances; from there into 
electronics and _ television; and 
from a short circuit in Mrs. Jones’ 
apartment-size electric range into 


Instructors supervise a class on television service in the shop in the top 

picture, and in the bottom one, students receive instruction in mobile or 

truck refrigeration. After the lecture, they will actually work on refrigera- 
tion problems in the lab. 
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a study of skyscraper air condi- 
tioning. 

The reason behind CTI’s success 
in training these students, accord- 
ing to J. Hill Foster, president of 
the trade school, has been found 
to lie in the individualized training 
given there. Lectures on the theory 
of a particular subject and black- 
board chalk-talks are liberally 
spaced throughout the courses. 
But as soon as a student has had 
enough time to absorb the words 
and pictures, he has a tool in his 
hands. Each phase of training 
complements the other each train- 
ing day. 

CTI has trained almost 3000 
Birmingham students during the 
past decade in the electrical-elec- 
tronics service field. Ed V. Oak- 
wood, a 35-year veteran of both 
working and instruction experience 
in the electrical field, is the director 
of training. He operates on the 
basis of at least one highly trained 
and experienced instructor for 
every 15 students. These instruc- 
tors are not only able to teach the 
subject, but also must have the 
ability to earn a living in the field 
in which they teach. 

Director Oakwood has added a 
requirement of his own. He in- 
sists that every instructor in re- 
frigeration hold an active member- 
ship in the Refrigeration Service 
Engineers Society and pass the 
rigid international examination of 
proficiency required by that group. 

CTI training courses are broken 
down in short, easy-to-absorb les- 
sons. Students get one lesson at a 
time, each lesson being divided into 
one-bite size problems. Each les- 
son is written to fit the shop work. 
A trainee never gets the book 
thrown at him at once until ex- 
amination time. Courses given by 
the school include basic electricity 
and major appliances (a prereq- 
uisite for electronics); electronics 
and television; and refrigeration 
and air conditioning service main- 
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im electronics and TV 


tenance and installation. The grad- 
uate can choose to enter any of 
these fields. 

The latest and most modern in- 
formation and trade journals are 
made available to students at all 
times. In this way they have the 
advantage of modern training be- 
yond their lab and classroom work. 

To assure themselves that they 
were offering the proper theoreti- 
cal as well as technical approach 
in their training methods, CTI 
officials submitted their 
series to a PhD in engineering at 
an engineering school. The _ pro- 
fessor, who was chosen for his 
reputation for simplicity in teach- 
ing, put his OK on the CTI series. 

Some authorities have stated 
that for every engineer, there is 
a need for 20 technically trained 
servicemen, and it is this need that 
the Birmingham school seeks to 
meet in preparing men to step out 
of training and begin earning a 
living in the electrical-electronics 
field, particularly in the South. 

The school draws its students 
South-wide. Every section of the 


lesson 


we 





At top, a class studies the use and maintenance of electrical instruments. 


and below. as part of their practical training in learning to use these instru- 


ments correctly, they use and experiment with electronic and television 


testing equipment, 


country, as well as Mexico, Puerto 
Rico, and the Panama Canal Zone 
are represented among its gradu- 
ates. 

CTI has long trained men in re- 
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frigeration for the Army during 
wartime Approved for training 
veterans and non-veterans by the 
State of Alabama, it also is unde 
Please turn to page 78) 





Lightning resistance 


of porcelain insulators 


The National Bureau of Standards has recently released @ INTEGRATED with the electrical 
standards program of the National 
this report of the results of a study of porcelain Bureau of Standards is an inves- 
tigation of techniques for deter- 
mining the performance of. elec- 
of the Rural Electrification Administration. a Seen =under extreme 
conditions. One phase of the inves- 
tigation, dealing with the action of 
pin-type porcelain distribution in- 


insulators conducted by the Bureau under the sponsorship 


sulators during high-intensity elec- 
trical storms, has resulted in the 
development of a method for mea- 
suring the ability of these insula- 
tors to withstand lightning strokes. 

The method involves the genera- 


\ 


\ 


tion of voltages similar in wave- 
form to those appearing on light- 
ning-struck power lines and the 
discharge of these potentials across 
an insulator at rates up to 11 mil- 
lion volts per microsecond. The 
study, sponsored by the Rural Elec- 
trification Administration, was con- 
ducted by J. H. Park and H. N. 
Cones of the NBS staff. 

In some rural areas it is not 
economically feasible to protect the 
high-voltage distribution lines 
against direct strokes of lightning. 
In most cases a lightning stroke 
flashes over the insulators, and 


Surge generator (left) voltage divid- 
ing network (right) used by the 
National Bureau of Standards to de- 
termine the ability of a porcelain 
distribution insulator to withstand 
lightning strokes. An insulator be- 
ing examined can be seen between 
the generator and the voltage di- 
vider. The generator consists of 
twenty 1/3-microfarad capacitor 
units, each rated at 100 kv. The 
capacitors are arranged in a parallel 
circuit composed of 10. series-con- 
nected units in each arm. A high 
rate of voltage rise is obtained and 
a maximum voltage output of 1000 
kv is maintained by reducing the 
effective internal impedance of the 
generator. 
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after the momentary ground has 
been cleared, the line operates nor- 
mally. 


Occasionally, however, an 


insulator is punctured during a 
lightning storm and will 
In other 
struck by 


has all outward appearances < 


shatter. 
after being 


lightning, the insulator 


instances, 


in- 


f 
actually has been 


tactness but 
punctured through the 
from a point under the tie wire or 
line conductor to the 
pin. 


porcelain 
supporting 


During a dry period the insula- 
funt- 
tion; but during a rain storm the 
water path 


wooden 


tor performs its designated 
electrical 
surface of the 
which the insulator 
is mounted, and the punctured in- 
sulator is unable to 


creates an 
over the 


cross-arm on 


prevent a 

ground. 

Standard test methed sought 
Field indicated 

that most of the failures occur on 


experience has 


certain insulator designs that have 
performed 
under the standard laboratory in- 

methods 
insulator 


previously favorably 


vestigating currently in 
use. One manufacturer, 
however, has been using a measure- 
ment technique which consists in 
subjecting the insulator to a very 
steeply rising voltage surge (rates 
of rise from 3,000 to 10,000 kv per 
microsecond). When exposed to the 
voltage surges, the insulators that 
will not withstand lightning strokes 
puncture and shatter. Because the 
methods for producing and 
such 


mea- 


suring steep-front voltage 
surges have not been standardized, 
the National Bureau of Standards 
has been requested to make an in- 
that 


lead to the adoption of some stand- 


vestigation would ultimately 
ard technique. 

The experimental program con 
the National Bureau of 


Standards was carried out in two 


ducted by 


phases: (1) a suitable measure- 


ments method or procedure was 


designed, and (2) the method was 


applied to various types of new 
insulators so that a comparison be- 
tween the NBS procedure and other 
existing techniques could be made. 
The voltages required to simulate 
the effects of 
were obtained from a surge gen- 
twenty 1/3- 
units, 


lightning strokes 


erator consistng of 


microfarad capacitor each 


rated at 100 kv. The major objec- 


Close-up of a voltage discharge across a porcelain distribution insulator, 
illustrating a method used by the National Bureau of Standards to deter- 
mine the ability of insulators to withstand lightning strokes. Voltages are 
discharged across a gap (upper right) at a high rate (11 million volts per 
micro-second) and are applied simultaneously to the insulator (left) and a 
voltage divider (right), to which the measuring circuit is connected. In this 
illustration the voltage is flashing over the surface of the insulator, indicating 
that the unit will withstand the generated potentials. The regular procedure 


for making such a determination consists of applying eight successive equal 
voltage surges to each insulator 


tive was to obtain a voltage wave 


rising abruptly from zero at a 


very high and constant rate until 
insulator flashover occurred 

The arrangement chosen was a 
parallel circuit with 10 series-cor 
nected capacitors forming each arm 
With this technique it is 


high rate of 


possible 
to obtain a voltage 
rise and maintain a maximum volt 
age output of 1,000 kv by reducing 


internal impedance of 


10,000-ohm_re- 


the effective 
the yvenerator. A 


sistor connected to ground and in 
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The 1953 Electrical Code 


a special report 


This is the first in a series of articles discussing the changes in the 
National Electrical Code that will be incorporated in the 1953 
edition of the Code that will be available to the electrical trade this 
fall. Mr. Segall, the author of this discussion, is a well-known 
consulting electrical engineer. He is the author also of the popular 
illustrated explanations of the National Electrical Code, called 
Electrical Code Diagrams. Other articles in this series will appear 
in following issues until all the changes have been discussed. 


® THE 1953 REVISIONS of the 1951 
National Electrical Code may be 
broadly characterized as a “catch- 
ing up” procedure. Many code re- 
quirements have been in need of 
complete study, some rules have 
been obsolescent for years, new 
material had to be added to keep 
the code in line with current prac- 
tice and the present state of the 
electrical art. 

In all, approximately, four hun- 
dred changes have been made. 
Many are just editorial revisions— 
corrections of misspelled words, 
etc. A large portion of these revi- 
sions clarify the intent of the pres- 
ent code rules. 

Three completely new Articles 
have been added. These are: Ar- 
ticle 330—Type MI Cables; Article 
339—Type UF Cables; and Article 
353—Multi-outlet Assemblies. An 
extensive addition has been made 
to Article 422 to cover the rules for 
Fixed Electrical Space Heating. 

Articles 500 and 510 have been 
extensively revised. Article 500 
while showing many revisions, ac- 
tually has been treated to include 
only several new basic principles, 
which when applied specifically to 
the present, 1951 Article 500 re- 
quired many individual revisions 
of the various sections of this Ar- 
tiele. Article 510 has been greatly 
amplified and includes much new 
material. 

Complete revisions have been 
made of the following: Article 530 
—Motion Picture Studios; Article 
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700—Emergency Systems; Article 
710—Circuits and Equipment Op- 
erating at More than 600 Volts be- 
tween Conductors. 

The above changes have been 
specifically pointed out since they 
represent major items of interest, 
controversy, and discussion in the 
1953 Code. Following is a general 
discussion of the revision article- 
by-article. 


Introduction 

The text of the “Purpose and 
Scope” has been changed to give a 
better definition to the purpose and 
scope of the Code. The deletion of 
the word “electrical” in the first 
sentence before the word “hazards” 
gives strength to the Code mean- 
ing. After all there are other haz- 
ards involved when use is made of 
electricity. 

The last paragraph has been 
completely revised. All reference to 
the “minimum standards” of the 
Code have been deleted. This ex- 
pression has been used as the basis 
for the enactment of special ordi- 
nances, rules, and requirements by 
some municipalities who maintain 
that since the Code is a minimum 
standard it does not provide full 
protection to their municipality. 
The new paragraph is stronger, 
more concise, and clearer in its 
intent. 


Article 100—Definitions 

Of major importance is the 
transfer of the definition for “Ex- 
plosion-proof” from Article 500 to 
this Article, where it belongs. It is 
the same definition as originally 
stated in this Article 500. 

A new definition covers “Ther- 
mal Cutout.” 

Definitions for “Enclosed” and 
“Vaportight” have been revised for 
clarification. 


Artiele 210—Branch Circuits 

Section 2103 will recognize the 
use of larger sized conductors ‘“‘for 
any reason” rather than specifically 
for “voltage drop.” Thus a 20-am- 
pere branch circuit may be re- 
quired to be wired with 
larger than No. 12 if say nine con- 
ductors for branch circuits are in- 
stalled in a single conduit. The 


wires 


70% reduction factor in current 
carrying capacity will require that 
larger conductors be installed. 

In Section 2112 a new paragraph 
will definitely set aside the use of 
the “green color” or the “green cov- 
ering” for grounding purposes 
only. 

Section 2113 liberalizes the use 
of the higher voltage fluorescent 
lighting fixtures. The installation 
of the 277-volt units on 480/277 
volt, 4-wire, 3-phase “Wye” sys- 
tems will be permitted for offices 
and large schools. The restrictions 
as set up originally for the indus- 
trial plants will apply equally as 
well to these installations. 
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The reference in 2115b to the 
use of No. 12 wire as the minimum 
size will be changed so that only 
“20 ampere” branch circuits may 
be used for these receptacle cir- 
cuits. In the 1951 Code the infer- 
ence was that either 15 or 20 am- 
pere branch circuits could be in- 
stalled but at least No. 12 wire had 
to be used for these circuits. 

A new provision in Section 2115b 
will require the use of grounding 
conductors if receptacles with 
grounding contacts are installed in 
these dwelling occupancy receptacle 
circuits. The metal armor or race- 
Way may serve as the grounding 
conductor. 

Section 2116al will definitely 
state that the “Demand Factors of 
Column B in Section 2203a do not 
apply to branch circuit calcula- 
tions.” 

Section 2116a3 has been revised 

to clarify its intent. Similarly 
2121c2 has been editorially revised. 
Neither of these revisions change 
the meaning or intent of the pres- 
ent text. 
_ Section 2123b has been reworded 
so that different receptacles and 
plugs will be required if these are 
connected to circuits having differ- 
ent voltages, different frequencies, 
or different types of current, for 
example, a-c or d-c. This section 
also will require that the grounding 
receptacle be approved for use only 
on potentials less than 150 volts 
when installed in circuits of less 
150 volts between conductors. 


Article 220—Feeders 

Section 2201 has been revised to 
assure feeder sizes which will al- 
ways be sufficient for the actual 
load to be served. 

Section 2202 will refer also to 
‘heating,” so that voltage drop may 
be a consideration when feeders are 
being designed for these heating 
loads. 

In the table of Section 2203a, the 
demand factor for schools has been 
changed to include the entire load 
at 100% for feeder calculations. 
Present day operations of schools 
justifies the full use of full load ca- 
pacity feeders. 

The increased use of lighting in 
offices justifies the new require- 
ment of 3 watts per square foot in 
place of the 2 watts unit load pre- 
viously required in the 1951 Code. 


Air conditioning units of the port- 
able type has changed the demand 
factor picture so that instead of 
taking the first 20,000 watts at 
100°%, this well be upped to 30,000 
watts at 100°. This will tend to 
increase the feeder size to take care 
of the addition of these air condi- 
tioning loads. 

Section 2208e has been clarified 
with respect to the use of the 75% 
demand factor as applied to electri- 
cal space heating. 

A new Section 2203h will apply 
specifically to the calculation of 
feeder loads supplying fixed electri- 
cal space heating. 

Article 230—Services 

Section 2303a will permit the in- 
stallation of a grounded service 
conductor without an_ insulating 
covering where the service conduc- 
tors have a nominal voltage to 
ground of not more than 300 volts. 
This will permit the use of the bare 
service neutral for circuits such as 
the corner grounded conductor of a 
240 volt “Delta” system. The 1951 
restriction of 208 volts would not 
permit this type of installation. 

Several editorial changes have 
been made, viz., Section 2303d, 
2311, 2322b, 2322¢ and 2324. Sec- 
tion 2321f is a new paragraph but 
actually is an editorial clarification. 

Section 2333 includes a new fine 
print note which will recognize the 
fact that quite often a three-foot 
clearance cannot be maintained on 
a horizontal run above a window. 

Section 235la will recognize, un- 
der certain conditions, the use of 
“handle ties, etc.,” which make it 
practical to disconnect all conduc- 
tors of a service with six or less op- 
erations of the hand, even though 
more than six single pole switches 
or breakers are installed. 

Section 2357 will have a new re- 
quirement which will provide for 
minimum size service equipment 
when multiple switches and break- 
ers are used. 

Section 2375 has been completely 
revised to clarify its intent. 

Article 240—Overcurrent 
Protection 

Section 2403a has been revised 
to clarify the intent as to just 
where plug fuses may be installed. 
A new paragraph gives a standard 
listing of the ampere ratings of 
fuses. 
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Similarly Section 2403b gives the 
standard listing for nonadjustable 
trip circuit breakers. 

Section 2403d has been rewritten 
to clear up an apparent contradic- 
tion. The two references to over- 
current protection of fixture wires 
in the 1951 Code would seem to in- 
dicate in one instance that 20 am- 
offered 
protection to No. 16 and No. 18 fix- 
ture conductors, whereas in the sec 


pere overcurrent devices 


ond reference it would seem that 
No. 14 fixture conductor must be 
used where the fixture or lamp- 
holder is tapped to a 20 ampere 
branch circuit. Actually the No. 
16 or No. 18 size may be used and 
the revision definitely states this. 

An editorial reference to Sec- 
tions 4348 and 4362 is now included 
in Section 2403e to call attention to 
the exceptions to the basic overcur- 
rent protection rules when applied 
to motor branch circuit overcurrent 
protection. 

The last two lines of Section 
2405 have been revised to permit 
the use of individual single-pole 
circuit breakers on lighting and ap- 
pliance circuits supplied from sys- 
tems having a grounded neutral 
and no conductor in the circuit op- 
erating at more than 150 volts to 
ground. 

Section 2437 has been changed 
to require only a %%4-inch air space 
instead of the ‘%-inch space re- 
quired in the 1951 Code. 

Article 250—Grouanding 

“Metal lath” and 
thermal insulation” have been added 


“conductive 


to Section 2533. This will prevent 
possible fire or shock hazards from 
these conductive materials. 

In the general paragraph of Sec- 
tion 2545 the word “equipment” is 
qualified by the phrase “which are 
liable to become energized.” This 
in effect does not require ground- 
ing of small metal parts such as 
metal screws for insulated toggle 
switch plates, etc. 

Section 2545c¢ has been rewritten 
to specifically refer to the ground- 
ing of portable tools likely to be 
used in wet and conductive loca- 
tions and which are not protected 
by insulated handles and enclo- 
sures. Grounding is not required 
if these are used in residential oc- 
cupancies. 


Section 2557a has been revised 
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so that the green color will be re- 
quired and used only for the insu- 
lated grounding conductor. 

Section 2559 has been rewritten 
so as to require in each case an ap- 
proved plug. This plug must have a 
fixed contacting member for the 
purpose of grounding the metal en- 
closure, or for the purpose of con- 
necting a grounding conductor to 
the grounded metal raceway or 
cable armor. The plug must be 
used and the “equivalent” permit- 
ted by the 1951 Code is now pro- 
hibited. The equivalent refers to 
such devices as the “pig tail” 
grounding connector. The use of 
the green color for identification of 
the grounding conductor is empha- 
sized in this revision of Section 
2559b. . 

Section 2559c has been revised to 
permit the use of separate flexible 
wires or straps for grounding the 
noncurrent-carrying metal parts 
of portable equipment by special 
permission only. 

Section 2560 has been revised to 
permit the grounding of electric 
clothes dryer frames directly to the 
grounded circuit conductors. To 
prohibit this practice in the case of 
the smaller wattage dryers which 
may be installed by unauthorized 
persons, this requirement has been 
changed to apply only to ranges 
and dryers supplied from 120/240 
volt, three-wire branch circuits and 
with a grounded circuit conductor 
of No. 10 or larger. Ranges, gen- 
erally, are never wired to receive 
supply circuits smaller than re- 
quired by these specifications. 
While this rule does not specifically 
say so, it is understood that four- 
wire 120/208 circuits would also be 
treated in a similar manner. 

The opening phrase of 2571 
“Where the supply is from an over- 
head distribution system” has been 
deleted since the electrical conti- 
nuity of the grounding circuit for 
the equipment and enclosures 
should be assured for all systems 
and circuits. 

Section 2382b considers conduit 
and metal pipe from underground 
supply to be sufficiently grounded if 
they contain lead sheathed cables 
bonded to continuous underground 
lead sheathed cable systems. The 
service raceway or servict cable 
armor or sheath therefore does not 
necessarily have to provide ground 
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continuity as required by Section 
2571a under these conditions of 
2382b. Similarly 2555 
this principle 


reiterates 
stated in Section 
2382b. Therefore, these two excep- 
tions are referred to in the revi- 
sion of 2571a. 

A new section 2574 has been 
added in an. attempt to definitely 
insure good conductivity over metal 
raceways. 

Section 2574 of the 1951 Code 
has been reworded to except ser- 
vice entrance conductors since 
ground continuity is required for 
all services regardless of voltage. 
The voltage has been changed from 
“150” to 250” so that it would ap- 
ply to the 4-wire, delta, 240-volt 
systems and to the “grounded cor- 
ner,” 3-wire, 240-volt delta systems. 

Section 2591b has been revised 
to recognize the armor of armored 
cable as a grounded conductor. 

Section 2592 has been revised to 
include two paragraphs. The pres- 
ent text of the 1951 Code will be 
known as paragraph “a” and will 
be captioned to apply only to the in- 
stallation of the “System or Com- 
mon Grounding Conductor.” A new 
paragraph “b” will apply to the in- 
stallation of the grounding conduc- 
tor for “Conductor Enclosures and 
Equipment Only.” 

Section 2615 has been somewhat 
rewritten in an effort to better de- 
scribe the acceptable or approved 
type of sheet metal strap ground 
clamp. The new wording intends to 
convey the fact that the rigid metal 
base is attached to the strap and 
when installed the metal base is 
seated on the water pipe. 

Section 2621 in the 1953 Code 
will not require the grounding of 
the secondaries of the current and 
potential transformers if these are 
accessible to qualified persons only. 
This will apply to all transformers 
having primaries connected to cir- 
cuits 750 volts or less. 

Section 2622 has been revised to 
require cases or frames of these in- 
strument transformers to be 
grounded if they are accessible to 
unqualified: persons. The exception 
has not been changed. 

Section 2625 has a new para- 
graph, which states that the cases 
of instrument transformers, in- 
struments, meters and relays that 
are mounted directly on ground 
metal surfaces of enclosures or 


grounded metal switchboard frames 
shall be considered to be grounded. 

(Another article in this series 
will follow in the October issue of 
ELECTRICAL SOUTH.) 


Contract change 
(Continued from page 36) 


W. 2d 728, decided May 29, 1953. 

Although it was not stated in so 
many words, it is clear from the 
decision that the court concluded 
that by signing the contract the 
first contractor was bound by its 
wording whether he knew what 
was in the agreement or not. (This 
is in line with what all courts say, 
that one who written 
contract, with full opportunity to 
know what he is signing, is bound 
by it, unless he can show either 
that through mutual mistake the 
contract was not worded as_ both 
parties intended it to be, or that 
he was defrauded into signing the 
agreement.) 

The Court of Appeals, taking a 
slightly different view of the law 
than a lower court had taken, de- 
clared that, even if work had been 
commenced before the new contract 
was signed, the first contractor was 
bound, because: “The change in the 
contract * * * was not for the pur- 
pose of requiring” him “to do some- 
thing beyond the scope of his bid, 
but was a clarifying specification 
to make definite the character of 
the fixtures which” he “was to in- 
stall.” If “he did not intend to meet 
this specification, it was his duty 
to notify” the owners. 


signs a 


Wiring a hotel 


(Continued from page 37) 


All work was done from the win- 
dows and no scaffolding had to be 
erected. From the T-condulets with 
reducing tops near each window, 
connections were made with plugs 
set on inside window sills. By util- 
izing elevator shafts, closets, crawl- 
ways, and remodeled wall space, 
three-inch conduits were brought 
up from panels in the basement to 
the outside wall. These fed into 
distribution panels on the outside 
walls, each handling 40 circuits for 
the risers which began at 13% 
inches and reduced to one-half inch 
at the eleventh floor. 
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showing new easy method of wiring 
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INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and their agents. 





Business booster 
offered contractors 

A COMPLETE sales kit, expressly 
designed for use by the electrical 
contractor, is now available from 
the National Adequate Wiring Bu- 
reau. 

The kit includes four types of 
materials: identification stickers 
and window cards, tying in the con- 
tractor as a source of adequate wir- 
ing information and assistance; a 
campaign plan book to help the con- 
tractor develop his own adequate 
wiring promotion; wiring layout 
helps and proposal forms; promo- 
tional material directed to the 
home owner, and promotional ma- 
terial directed to the merchant 
builder. 

The kit, which contains materials 
worth $13, when purchased as in- 
dividual units, is being offered to 
electrical contractors for $10. In- 
cluded are a large twill drop cloth, 
imprinted with an adequate wiring 





sales slogan, a window or counter 
card and two. decalcomanias for 
affixing on the contractor’s truck, 
plus sufficient quantities of promo- 
tional literature for a complete 
trial campaign. The counter card, 
truck sticker and drop cloth all 
were designed especially for this 
kit. The other materials were se- 
lected from the Bureau’s existing 
promotional materials. 

Indications are that the avail- 
ability of this ready-made campaign 
will inspire large numbers of elec- 
trical contractors to become active 
salesmen of adequate home wiring. 
Its use will enable the contractor 
to build up home wiring jobs from 
minimum installations to the point 
where they will provide for the 
customer’s present and future 
needs, and yield a better return to 
the contractor himself. As the bro- 
chure points out, the electrical con- 
tractor is the key man in this pic- 
ture of opportunity for profit and 


A feature of the promotional kit which is being made available to electrical 

contractors by the National Adequate Wiring Bureau is the drop cloth which 

carries the adequate wiring message right into the home where it is used to 

protect floors and furnishings while the wireman is at work. Contents of 
the kit are shown on the cloth. 


progress for the whole electrical in- 
dustry. Whether homes are ade- 
quately and properly wired to the 
customer’s satisfaction depends on 
him. But the home owner or the 
builder from whom he bought his 
home are customers. Like those in 
other businesses, they are not 
going to search out the electrical 
contractor. He must go hunting for 
them. The National Adequate Wir- 
ing Bureau now provides him with 
tools and weapons to help in this 
hunt for solid profit business. 

Details on this activity are con- 
tained in a four-page, 3-color de- 
scriptive brochure. Copies of the 
brochure are without 
charge to electrical industry organ- 
izations wishing to distribute them 
among local electrical contractors. 
Single copies will be sent to indi- 
vidual electrical contractors who 
ask for the folder entitled “This Is 
a Sign of Future Business.” 

Requests for copies of the bro- 
chure and orders for the “Electri- 
cal Contractor Sales Kit” at $10.00 
each, should be addressed to the 
National Adequate Wiring Bureau, 
155 East 44th Street, New York 
Ws Sat 


available 


Middle Eastern AIEE 
plans convention 

“VISIT the Magic Valley in 1953” 
is the theme of the Middle Eastern 
District Meeting of the American 
Institute of Electrical Engineers 
Sept. 29-Oct. 1 in the Boone Hotel, 
Charleston, West Virginia, it has 
been announced by R. H. Greame 
of Charleston, W. Va., 
chairman. 


general 
An outstanding technical pro- 
gram, dealing with aspects of elec- 
trical engineering pertaining to in- 
dustrial activities in West Virginia, 
including generation and 
transmission, chemicals, coal min- 
ing and being 
planned for engineers scheduled to 
attend from the states of West Vir- 
ginia, Ohio, Pennsylvania, Mary- 
land, New Jersey, Delaware and 
the District of Columbia, which 
comprise the Middle Eastern Dis- 
trict of the Institute. 

Assisting Mr. Greame, who is 
connected with Westinghouse Elec- 
tric Corp., Charleston, are John R. 
Fox, honorary chairman; W. L. 
Scott, West Virginia Section Chair- 


power 


management, is 
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ANDERSON ¢: 
\ SPLIT BOLT ~ 


> MORE NON-CORROSIVE . . . 50% STRONGER! 
> HIGHER CLAMPING PRESSURES! 

> LOWER RESISTANCE . . . BETTER CONDUCTIVITY! 
p> LONGER LIFE . . . REUSABLE! 

P DURABLE DURONZE . . . TROUBLE-FREE SERVICE! 


> UNDERWRITERS’ APPROVED 
from No. 12 AWG through 1,000 MCM! 


ANDERSON XXXTRA-DUTY Split Bolt Connectors 
have been engineered and designed to give the absolute 
maximum in performance. They are made of Duronze, 

an alloy over 50”, stronger than hard copper or commercial 
bronze commonly used in connector manufacture . . . and 1s 
more corrosion resistant than pure copper. You can depend 
on ANDERSON XXXTRA-DUTY Split Bolts to give 
longer trouble-free service under severest stress and 

load conditions. What’s more, they may be 

reused over and over again! 


Exhaustive tests, many times more rugged than conditions of 
actual use, show superior conductivity and durability over 
many simulated years . . . with no evidence of stress or cor- 
rosion cracking. 

Wherever DEPENDABILITY is a “must” — 


Wherever XXXTRA-DUTY counts— ~ 
SPECIFY ANDERSON QUALITY © 


Aluminum & Bronge POWER CONNECTORS * CLAMPS * FITTINGS * ACCESSORIES 
for SUBSTATION @ TRANSMISSION @ DISTRIBUTION 


NDERSON RASS — ORKS, inc. 


P.O. DRAWER 2151 e BIRMINGHAM 1, ALABAMA 








man; Harold K. Atkins, secretary; 
Fred Leinberger, treasurer; Ronald 
H. Hively, administration and co- 
ordination; George W. Unangst, 
Edward M. Hansford, John R. Mc- 
Ginnis, William R. Thorson, tech- 
nical program; Edward D. Knight, 
finance; B. W. Whittington, Wil- 
liam J. Hess, publicity; Harry 
Lindsey, advisory; Charles R. 
Stouch, arrangements; Paul Bar- 
low, meetings and inspection trips; 
C. B. Talley, entertainment. 


Sylvania plans 
contractor promotion 


FOR THE THIRD successive year, 
Sylvania Electric Products, Inc., is 
sponsoring a three-way promotion 
program designed to increase busi- 
ness volume for participating elec- 
trical contractors. 

The program includes a direct 
mail campaign incorporating the 
main features of the 1952 program 
which won the Direct Mail Adver- 
tising Association’s “Best of Indus- 
try” award. A second part of the 
campaign is national television and 
magazine advertising, and the third 
element consists of publicity, ad- 
vertising, and promotional material 
designed for local use by the con- 
tractor. 

As in past programs, the pur- 
chase of Sylvania lamps and fix- 
tures is not a requirement for 
contractor participation. A survey 
of the previous program showed 
that immediate new business devel- 
oped directly from participation in 
the campaign ran as high as $10,- 
000 with a cost to the contractor of 
only $18.00. The average cost to 
contractors was approximately 
eight-tenths of one per cent of the 
average volume of new business de- 
veloped by the program. 

The direct mail campaign con- 
sists of four letters mailed about 
one month apart. They call atten- 
tion to the dangers of inadequate 
lighting, the contractor’s offer to 
survey existing lighting systems 
and to make recommendations 
without obligation, and a booklet 
describing available types of mod- 
ern lighting fixtures. All returns 
from the direct mail campaign are 
addressed to the participating con- 
tractor to facilitate an immediate 
follow-up sales approach. 

Contractors are asked to furnish 
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A personal introduction to Sylvania’s “Business Building Program” is given 

to an electrical contractor by a Sylvania representative. The three-way pro- 

gram for electrical contractors consists of a direct mail campaign, national 

television and magazine advertisements, and sales helps for the local con- 

tractor. Part of the promotional material used in the program is displayed 
on the board above the desk. 


a mailing list of actual and prospec- 
tive clients. They supply their own 
letterheads and pay postage with 
all other materials supplied free-of- 
charge and without obligation by 
Sylvania. 

Network television commercials 
and national advertisements in 
trade and general publications are 
designed to build recognition of the 
qualified lighting contractor em- 
blem among specifiers and purchas- 
ers of electrical equipment. 

Sales helps to. build local recog- 
nition for the electrical contractor 
include prepared talks for clubs, ra- 
dio and television interview scripts, 
and sample releases to call atten- 
tion to such talks and television ap- 
pearances. Also included are mats 
for local newspaper and telephone 
directory advertising. 

The “Business Building Pro- 
gram” is under the supervision of 
Charles W. Reinhart, advertising 
manager for fixtures, Sylvania 
Electric Products, Inc. 


Moe adopts new 
lighting technique 

A NEW LIGHTING plan for homes 
has been introduced to Moe light 
salesmen at a recent sales confer- 


ence held in Burlington, Wis. The 
lighting innovation is called “In- 
spiration Lighting,” and is designed 
to bring the glamour of stage and 
screen to the home setting. 
Working in cooperation with Moe 
designers, Peggy Clark, creator of 
lighting effects for several Broad- 
way hits, has been engaged by Moe 
to adopt theatrical lighting effects 


for the home. 


The sales conference demon- 
strated the way Moe fixtures could 
be used to create the new tech- 
nique. 


Wiring committee 
names officers 

AT A MEETING held recently in 
Dallas, L. G. White of the L. G. 
White Electric Co., was named 
chairman of the Dallas Adequate 
Wiring Committee. R. M. Doug- 
lass, Dallas Power and Light Co., 
was named secretary-treasurer. Mr. 
White succeeds Jim McClure, Me- 
Clure Electric Co. 

Other members of the committee 
are: R. B. Allen, Town of Highland 
Park; M. C. Darrow, City of Dal- 
las; E. J. Dalton, Chapman-Dalton 


Construction Co.; W. J. Heslop, 
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voltage loss 
to a minimum 


with re-designed 
high efficiency 
feeder busduct 


IT’S THE LAST WORD in efficient, 
flexible and economical power distribu- 
tion from service entrance to distribution 
center, from generator to switchboard 
and from switchboard to distribution 
center. 

Re-designed, inside and out, to assure 
maximum efficiency, @ High Efficiency 
Feeder Busduct has proven, in actual 
tests, that it will -reduce voltage loss to 
less than 2 volts per 100 feet at 80 percent 
power factor. 

Made for either indoor or outdoor in- 
stallation, this new, more efficient method 
of power transmission has smaller size 
enclosures, less weight, and perforated 
sectional covers — top and bottom — for 
maximum heat dissipation. 

Conductors are insulated with var- 
nished cambric tape and plastic type 
tape for maximum protection. Joints are 
electrosilver plated (by immersion) for 


better low resistance contact and secured 
by either two or four brass jam bolts that 
fit into elongated fastening holes to allow 
for expansion, and phosphor bronze- 
cupped washers to maintain pressure. 

The fact that sections can be run either 
vertically or horizontally, up and around 
pipes and other difficult angles and 
through walls, floors and ceilings, makes 
this type @ Feeder Busduct even more 
desirable. 

@ High Efficiency Feeder Busduct is 
available in capacities, from 600 to 4,000 
amps., 600 volts single phase for welder 
service, three phase for power, three- 
phase, four wire service for light and 
power. 

For additional details, consult your 
nearest @ representative listed in Sweets. 
He'll gladly tell you more about this 
modern, more efficient system of power 
and light distribution. 


Frank el(dam Electric Co. 


P.O. BOX 357 ST. LOUIS 


Makers 


3, MISSOURI 
of BUSDUCT © PANELBOARDS © SWITCHBOARDS © SERVICE 


EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 
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The Good Housekeeping Shop; 
J. B. Kirven, City of University 
Park; W. J. McGraw Construction 
Co.; R. N. Ness, Grabar Electric 
Co.; C. B. Smith, Dallas Power and 
Light Co.; C. A. Vogler, General 
Electric; T. M. Schrock, Schrock 
Electric Co.; and A. B. Watson, 
Watson Electric Supply Co.; Hor- 
ace Park is field supervisor, and 
W. H. Goldsmith and S. C. Willis 
are field representatives. 

From the first of July, 1950, 
through July, 1953, 1,441 homes 
have been certified as meeting the 
standards of the National Adequate 
Wiring Committee. 


Florida IES chapter 
names new chairman 

THE FLORIDA Chapter of the Illu- 
minating Engineering Society re- 
cently elected A. D. “Al” Wallace to 
take the office of chairman of the 
chapter in October. Mr. Wallace is 
a commercial sales engineer in St. 
Petersburg. 


Solar fixtures 
to be certified 

A NEW CERTIFICATION seal will 
appear on all fixtures manufactured 
by the Solar Light Manufacturing 
Company of Chicago, Herman La- 
zerson, vice-president, has an- 
nounced. 

The new seal carries the identi- 
fication that the fixture is “a Her- 
man Lazerson approved design.” 

Mr. Lazerson has been cam- 
paigning within the industry for 
some time for adoption of a certi- 
fication program that would assure 
contractors as well as users that 


product performance is guaran- 
teed to meet minimum standards 
of operation. He called the “ap- 
proved design” program of Solar 
a step in that direction. 

Mr. Lazerson has pioneered in 
the modern utilization of fluores- 
cent lighting which combines good 
design with low brightness and in- 
creased lighting output. 


New building opened 
by Southern States 


RESIDENTS of the City of Hamp- 
ton and Henry County, Georgia, 
and dignitaries from all over the 
state met recently for the dedica- 
tion of Southern States Equipment 
Corp.’s new 
plant. 

Honor guest for the occasion was 
Governor Herman E. Talmadge. 

The new facilities dedicated in- 
cluded a large new building cover- 
ing approximately 25,000 square 
feet of floor space, a fireproof vault 


half-million dollar 


for the storage of important draw- 
ings and documents, a 50,000-gallon 
water tank, a complete substation 
for testing new equipment under 
field conditions, an employees’ 
cafeteria and numerous new ma- 
chine tools. In addition the offices 
were extensively enlarged and re- 
vised with installation of air condi- 
tioning and improved lighting. 

Careful planning of the new fa- 
cilities resulted in their effectively 
complementing the old facilities and 
improving the flow of material 
both to and from production ma- 
chines. 

Founded in 1916 in Birmingham, 


Alabama, Southern States soon 


The new half-million dollar plant of the Southern States Equipment Co., 
Hampton, Ga., was recently dedicated, and is now engaged in the manufac- 
ture of high voltage electrical transmission and distribution equipment. 
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won national recognition as a man- 
ufacturer of high-voltage electri- 
cal transmission and distribution 
equipment. In 1940 Southern States 
purchased the Hampton plant and 
devoted a major portion of it to the 
manufacture of ordnance material. 

In 1945 it was decided to dispose 
of the Birmingham plant and move 
to Hampton. 


Certified ballast group 
adopts new emblem 

THE CERTIFIED Ballast Manufac- 
turers have adopted a new emblem 
to identify Certified Ballasts. The 
new design is diamond-shaped and 


reads “CBM Certified by ETL.” 


CBM 
CERTIFIED 


by 


a 


New emblem of the Certified Ballast 
Manufacturers will be printed on 
labels, and stamped into the case. 


With more than half the fluorescent 
ballasts now produced meeting the 
exacting specifications designated 
by Certified Ballast Manufacturers, 
the nine companies making them 
decided stronger identification of 
these quality ballasts was needed. 
Certified Ballasts will carry the 
new emblem on printed labels and 
stamped into the ballast case. 


Ravbro Eleetrie 
to build warehouse 
$300,000 brick ware- 
house covering an entire city block, 
will serve as the future Tampa home 
office headquarters and warehous- 
ing center for Raybro Electric Sup- 
plies, Inc. 

The building will be located at 
Ellamae St. and Nebraska Ave., 


A new 
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» « « @ long-time lighting favorite that pays ana pays. 
Pays owners and users in distinctive beauty and in super- 
lative lighting characteristics. Pays contractors in excel- 
lent profits, in reputation ... and in increased lighting 
business that a few outstanding Director installations will 
generate. 

Where's the market for the Smithcraft Director. It's all 
around you! In stores, offices, schools, banks, public 
buildings ... wherever you go. Show a man the difference 
between the lighting investment offered by the Director 
and an ordinary lighting purchase. He'll never settle for 
less. Make the Smithcraft Director your lighting fixture as 
thousands of contractors the country over have done. 
You'll be glad you did! 
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Milton O. Hollis, secretary-trea- 
surer of the company, said. Plans 
call for 16,000 square feet of park- 
ing area, he added. 

Property presently occupied by 
Raybro, fronting on Twiggs and 
Zack Sts., in the 800-block, has been 
purchased by Naffco, Inc., a floor- 
covering firm, for a recorded price 
of $50,000. 

Mr. Hollis said the building will 
be steel-reinforced and will be ser- 
viced by a railroad siding. Truck 
height floors will expedite loading, 
and interiors will have a 20 foot 
clearance. Offices and display rooms 
will be air conditioned, he said. 


Motor repairmen 
to meet in Atlanta 

HENRY GRADY Hotel in Atlanta 
will be the scene of the 15th Annual 
Convention of the Southeastern 
Chapter of the National Industrial 
Service Association on October 22, 
23, and 24th. Plans for the sessions 
of the independent electric motor 
repair shops for co-operative im- 
provement, are being made and will 
include technical and administra- 
tive forums, discussions on subjects 
of interest to motor repair shop op- 
erators by recognized leaders in 
the industry, industrial tours, elec- 
tion of officers for the coming year, 
and other activities. 

Some 250 people, the largest at- 
tendance in the group’s history, 
are expected to attend, along with 
several national officers of the As- 
sociation and industry leaders. 
National officers will hold their 
semi-anual directors meeting in 
Atlanta during the convention. Wil- 
liam M. Hogue, Larsen-Hogue Elec- 
tric Co., Los Angeles, president, 
will address one of the business 
sessions of the meeting. 

The Southeastern Chapter is 
made up of shops in the states of 
Virginia, North and South Caro- 
lina, Georgia, Florida, Puerto Rice 
and Cuba. Officers of the chapter 
are: Louie W. Cleveland, Cleveland 
Electric Co., Atlanta, president; 
J. Arthur Turner, Jr., Tampa Ar- 
mature Works, vice-president; 
Michael E. Assalone, Florida Elec- 
tric Motor Co., Miami, secretary- 
treasurer; and directors for the 
several states are: T. T. Thomas, 
Electrical Equipment Co., Rich- 
mond, Va.; J. G. Hammond, Ham- 
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GIANT CAPACITOR FOR TVA—Line Material Company workers at South 

Milwaukee, Wisconsin, load a giant capacitor housing for shipment to TVA 

at Lewisburg, Tennessee. First of ten units for TVA, the housing contains 

216 capacitors and one oil circuit breaker, measures approximately five feet 

by 12 feet by 36 feet, and has an installed weight of 15 tons. The capacitors 
are designed to supply 5400 kvar at 12,500 volts. 


mond Electric Service, Inc., Rocky 
Mount, N. C.; William H. Smith, 
Jr., Southern Electric Service Co., 
Spartanburg, S. C.; T. L. Thomp- 
son, Thompson-Bearden Electric 
Co., Atlanta, Ga.; and Lewis S. 
Bain, Jack’s Electric Motor Repair, 
Fort Lauderdale, Fla. 


Code section given 
official interpretation 

SECRETARY of the Nation Fire 
Protection Association, Electrical 
Section, Charles L. Smith, has an- 
nounced the following official inter- 
pretation of the National Electrical 
Code. 


Interpretation No, 394 
(Issued August 12, 1953) 


Section 7143, Disconnect means 
for services exceeding 600 volts. 

STATEMENT: Paragraph a of 
Section 2351 of the Code permits 
not more than six switches or cir- 
cuit breakers as a disconnecting 
means for services of 600 volts or 
less. 

QUESTION: Is it the intent of 
paragraph a of Section 7143, to 
prohibit that arrangement for ser- 
vices of over 600 volts, by requir- 


ing a single circuit breaker ahead 
of the individual circuits? 
ANSWER: No. See Section 7152. 


National Code made 
American Standard 


THE AMERICAN Standards Asso- 
ciation, on August 7, 1953, an- 
nounced approval of the 1953 Edi- 
tion of the National Electrical Code 
as an American Standard. 

The National Fire Protection 
Association, sponsor of the Code, 
approved this 1953 Edition of the 
National Electrical Code following 
the orderly procedure established 
in its technical committee opera- 
tions. 

The 1953 Edition of the Code is 
to be published by the ‘National 
Fire Protection Association and, 
also, by the National Board of Fire 
Underwriters. Copies will be avail- 
able in the early fall of 1953 for 
those desiring copies. 

The address of the National Fire 
Protection Association is 60 Bat- 
terymarch St., Boston 10, Mass., 
and requests for National Board of 
Fire Underwriters copies should go 
to 85 John St., New York City. 
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Leading from a substation, Hazard self-supporting cable 
carries power to switchgear in foreground. Cable is 3/C, 
350,000CM, Watertite-Hazaprene cabled and bound to 
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Copperweld messenger with a copper binder tape. 
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AT ANCHOR ROME 
TEXTILE MILLS 


n a recent modernization at the Rome, _ prene sheath—the same used for Hazard min- 
Georgia plant of Anchor Rome Mills, Hazard ing cables—assures long-lived dependability. 
Watertite-Hazaprene Self-Supporting Aerial Of additional advantage to industrial in- 
Cable was used. Here, you can see the ex- stallations is the “three-in-one”’ 


construction 
treme flexibility of the installation .. . it can 


of Hazard self-supporting cable. Pre-assembled 
be strung close to buildings and existing struc- cable, messenger and binder provides safety, 
tures with complete safety. low cost, quick installation and neat appear- 
The excellent electrical and physical char- ance. Relocation, when needed, is a simple 
acteristics of Watertite-Hazaprene were im- operation. Get the complete story on depen- 
portant in the selection of power cable at able, money-saving industrial aerial power 
Anchor Rome Mills. Watertite insulation pro- circuits from your Hazard representative or 
vides the needed moisture ard heat resistance write today ... Hazard Insulated Wire Works, 
with toughness, resilience and high dielectric Division of The Okonite Company, W.lkes- 
strength. The rugged, weather-resistant Haza- Barre, Pennsylvania. 


ZA RD W insulated cords and cables 
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SEE president 
names committees 


THE PRESIDENT of the Southeast- 
ern Electric Exchange, Lee C. Mc- 
Clurkin, president, Savannah Elec- 
tric and Power Co., has recently 
announced Sectional and Commit- 
tee appointments for the year. 

In making the announcement, 
Mr. McClurkin said, “The outstand- 
ing reputation which the Exchange 
has built up within the industry in 
past years is due primarily to the 
willingness of top leadership in the 
various phases of its activities to 
give unsparingly of their time and 
effort in serving as chairmen, vice 
chairmen, and committee mem- 
bers.” 

He added, “Men of high calibre 
have been appointed which would 
insure the continued effective work 
of the Exchange for another year, 
many of whom have graciously ac- 
cepted the responsibility for a sec- 
ond year, and all of them have been 
active in their respective commit- 
tees.” 

The appointments are as fol- 
follows: 

Accounting Section, chairman, 
W. F. Keehne, system office man- 
ager, Appalachian Electric Power 
Co., Roanoke, Va.; Customers Ac- 
counting Committee, chairman, 
W. G. Foster, supervisor of cus- 
tomer accounting, Gulf Power Co., 
Pensacola, Fla.; Plant Accounting 
Committee, chairman, A. J. Brodt- 
mann, supervisor, plant accounting, 
New Orleans Public Service Inc. 

Public and Employee Informa- 
tion Section, chairman, J. K. Flan- 
agan, director of advertising and 
publicity, Florida Power Corp., St. 
Petersburg, Fla. 

Engineering and Operation Sec- 
tion, chairman, J. M. Oliver, vice- 
president and general manager, 
Georgia Power Co., Atlanta; Dis- 
tribution Committee, chairman, 
P. C. O’Shee, assistant superinten- 
dent of distribution, Alabama 
Power Co., Birmingham; Produc- 
tion Committee, chairman, H. W. 
‘Sterling, manager of production, 
Eastern Shore Public Service Co., 
Salisbury, Md.; Transmission and 
Large Substations Committee, 
chairman, H. L. Deloney, assistant 
chief engineer, Louisiana Power 
and Light Co., New Orleans. 
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Administration Sec- 
tion, chairman, E. A. Werner, sys- 
tem personnel manager, Gulf States 
Utilities Co., Baton Rouge, La. 

Power Coordination Committee, 
chairman, E. D. Early, pool man- 
ager, Southern Service, Inc., Bir- 
mingham, Ala. 

Sales Section, chairman, E. C. 
Easter, vice-president, Alabama 
Power Co., Birmingham; Agricul- 
tural Development Committee, 
chairman, J. R. Lester, manager, 
rural and towns division, Alabama 
Power Co., Birmingham; Commer- 
cial Load Building Committee, 
chairman, R. S. Musgrove, division 
commercial manager, Appalachian 
Power Co., Huntington, W. Va.; 
Industrial Power Committee, chair- 
man, B. M. Davis, general sales 
manager, Mississippi Power and 
Light Co., Jackson, Miss.; Residen- 
tial and Rural Sales Committee, 
chairman, Howard J. Wilson, man- 
ager, merchandise division, Georgia 
Power Co., Atlanta. 

Public Utility Executive Devel- 
opment Course, chairman, W. E. 
Wood, executive vice-president, 
Virginia Electric and Power Co. 

Accident Prevention Committee, 
chairman, H. E. Hatfield, general 
supervisor of safety, Georgia 
Power Co., Atlanta. 


Personnel 


Dreyfuss” Sons 
opens new branch 

ANNOUNCEMENT by Jules J. 
Dreyfuss’ Sons, manufacturers’ 
representatives, of the opening of 
a new branch office of their organi- 
zation in New Orleans, La., to be 
located at 703 Tchoupitoulas St., 
has just been made. D. O. “Buddy”’ 
Bowen, who has been associated 
withe the firm as a salesman, will 
manage the new warehouse and of- 
fice in New Orleans. 

The Dreyfuss organization has 
offices and warehouses located at 
324 Peters St., S. W., Atlanta, and 
1361 N. W. 23rd St., Miami 42, Fla. 

Among the manufacturers rep- 
resented by the firm whose prod- 
ucts will be warehoused in New 
Orleans are: Commercial Enclosed 
Fuse Co., Dura of Newark, N. J., 
Elliott Products Co., Merit Molded 
Plastics Corp., Newart Manufac- 
turing Co., and Star-A Electric 
Manufacturing Co., Ine. 


Mongerson expansion 
plans announced 
ACCORDING to an announcement 
made recently by Ray Mongerson, 
the founder of Mongerson’s Elec- 
trical 
plans are now in progress for the 
company’s Bakersfield plant, and 
the company, established in 1914, 


Machine Works, expansion 


is now incorporated. 
electrical 
safety switches and pumping plant 


The firm produces 
switchboards for irrigation and oil 
field use. Present plans call for ag- 
promotion of the 
Mongerson line of safety switches 


gressive sales 
and development of new products 
in related fields. 

Plants are located at 220-230 
East Nineteenth St., Bakersfield, 
Calif., and in the Los Angeles area 
at South Gate and Burbank. 


Show will feature 
produets of age 

NEW ELECTRICAL PRODUCTS that 
make living safer and easier in the 
U. S. today, and many electronics- 
age product developments, will be 
exhibited at the Second National 
Electrical Industries Show, at the 
69th Regiment Armory, New York 
City, September 29 through Octo- 
ber 2. 

More than 130 of the country’s 
leading electrical manufacturers 
will bring to the show, sponsored 
by the Eastern Electrical Whole- 
salers Association, new equipment 
and devices that make the Ameri- 
can people the greatest consumers 
in the world of harnessed electrical 
energy. 

The show will be built around 
the theme, “Safety Through Ade- 
quate Wiring” and will launch a 
nationwide drive to bring all phases 
of the electrical industry into a 
program aimed at promoting mod- 
ernization of wiring systems. 


Lighting bureau issues 
new teaching program 
“LIGHTING for Better Living,” a 
new program of educational mate- 
rials for teaching about light and 
sight in home economics classes, 
has just been released by the Bet- 
ter Light Better Sight Bureau. The 
program was prepared by the 
Home Lighting Education Commit- 


ELECTRICAL SOUTH for SEPTEMBER, 1953 





— Ce a eS od 








Cable Protection—plus Maximum Strength—with 
Penn-Union MULTIFIT Connectors 





The design of Penn-Union Multifit Connectors retains the full 

° a rr . ) " 
strength and rigidity of the silicon bronze bolt. The saddle which The Penn-Union Line also in 
‘ nae ; ludes numerous other types of 
provides a wide surface to grip and protect the cable is perman- Foe Buee ond Sealsie Coen 


ently fastened to the U-bolt; one piece. The strongest and most tors, as well as Service Connectors 
Ks : ; Bus Supports, Grounding Clamp 
satisfactory fitting of this type. High copper content alloy; silicon PI ene B ps 
|! ay Cable Taps, etc., etc. Experienced 
bronze Nuts and Lockwashers as well as Bolts... .® Each users have found that the Penn 
Multifit Connector takes a wide range of conductor sizes; only a Union mark on a fitting is the best 
; : : : ; ; guarantee of satisfactory perform 

small stock will provide for many needs. Made in a complete aaa 


range for cable up to 2,000,000 cm 
SOLD BY LEADING WHOLESALERS. WAREHOUSE STOCKS CARRIED BY 


BEN K. PATTON L. MORRIS LANDERS WALTER J. HUEMMER 
Gulf Sales Agency 624 Spring St., N.\W Dallas Transfer & 

3022 Metairie Road Atlanta, Ga Term. Warehouse Bldg 
New Orleans, La. Dallas, Texas 


WILLIAM ROB!NSON BECKER DRANE 
Gulf Sales Agency Gulf Sales Agency 
524 East 14th S: 731 Wingfield St 
Little Rock, Arkansas Jackson, Miss 


PENN-UNION ELECTRIC CORP., Erie, Penna 


The Complete Line of Conductor Fitting 


PENN-UNION 
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“XDUCT” CONDUITS 


ad Le) 4 = oO - |} = ee - oe on ©) es  -— 


- Actual fishing tests conducted with five other 
 feading brands of conduit prove “XDUCT” is 
66% easier to fish on constant pull— 
more than twice as easy to start 


Yessir, the new National Electric ““XDUCT” Con- 
duits fish easier than the five other leading brands 
of conduit on the market today. That’s BIG news 
and we’re mighty proud of it. 








““XDUCT’S” new baked-on inside coating of alumi- 
num enamel (patent applied for) was developed 
through intensive research in connection with vital 
government projects. It provides minimum friction 
between conduit wall and wires. The result: the 


easiest fishing ever offered to the electrical industry. 





im 


LA BORATORIES, : SOLD BY LEADING ELECTRICAL 
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“XDUCT” RIGID STEEL 
THREADED CONDUIT 


“XDUCT JR.” ELECTRICAL 
METALLIC TUBING 


But that’s not all! 
THE NEW ‘“XDUCT” CONDUITS PROVIDE: 


1. Better Corrosion Resistance. National Electric’s revolu- 
tionary new patented electrogalvanizing process deposits 
electrolytically pure zinc uniformly over the entire outside 
surface of ““XDUCT” conduit, including the threads. The 
result: a protective coating that adheres positively to the basic 
steel... possesses Superior corrosion resisting qualities. 


Thread Protection. Sharp, clean threads of “XDUCT” 
rigid steel conduit are machined before galvanizing to assure 
complete protection from end to end. The result: every hill 
and valley of threads are completely galvanized. 





3. SUPERIOR Bending. High-ductile steel is used to assure 
easy bending. 





4. Desirable Color. ““XDUCT’S” silvery color is highly accept- 
able for installation in exposed locations. 








FREE BOOKLET! sie iaieiiadaiiiiall 
ees Fee a ee National Electric Products 


for your copy of this 24 page booklet * 3 Plants © 7 Warehouses * 34 Soles Offices 
giving full information on the new Ww. 

“XDUCT” Conduits and the amaz- == -W— — — — — — — — — — — — — —— — — ——— —— 
Prove it to yourself! Use the coupon. NATIONAL ELECTRIC PRODUCTS CORPORATION 
140 Stanwix Street 

Gateway Center 

Pittsburgh 22, Pennsylvania 


[_] Please send me your FREE facts booklet on the new “XDUCT" Conduits. 


[_] Please have your representative call. 


Name 


Title 


Company 


Address 


WHOLESALERS EVERYWHERE 
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|< ERR TET. See ees sesesnece 


oe W about ketting 
Clap Trapd step 
dangerous short cinouly 
per yo! 


In Canada — Powerlite Devices, LTD. 


Othe Chase-Shawmut Co, 1953 *Trade Mark 


THE CHASE-SHAWMUT CO., NEWBURYPORT, MASSACHUSETTS 





tee of the Bureau with advice from 
top leadership in the home econom- 
ics field. 

Following in the footsteps of the 
Bureau’s elementary and junior 
high school programs on light and 
sight, “Lighting for Better Living” 
makes available the same type of 
authoritative information but on a 
higher level. It is expected that 
this program will find wide accep- 
tance in high school home econom- 
ics classes and also in extension 
classes in home economics. 

In addition to explaining the 
general principles of light and 
lighting, the program covers the 
lighting needs for many home eco- 
nomies tasks such as sewing, cook- 
ing, laundering, home studying, 
ete., from the points of view of 
both lighting efficiency and decora- 
tive beauty. 

Detailed information on these 
teaching materials may be had by 
writing Better Light Better Sight 
Bureau, 420 Lexington Ave., New 
xork If, N.Y. 


Aleoa releases 
movie for electricians 


“ELECTRICAL WIRING With Alcoa 
Aluminum,” the latest film in Alu- 
minum Company of America’s 
series of “How-To-Do-It” motion 
pictures for users of aluminum, 
has recently been released. 

Methods of installing aluminum 
conductor are basically the same 
as for other metals. There are, 
however, a few procedures which 
have proven to give best results in 
all cases. The new film explains and 
demonstrates these techniques. 

The film was prepared originally 
for electricians working on the 
erection of Alcoa’s ultra-modern 
Pittsburgh office building. Since it 
is designed for the man on the job, 
“Electrical Wiring With Alcoa 
Aluminum” deals almost entirely 
with techniques of handling and 
joining in installing aluminum con- 
duit, cable, and wire. 

The discussion of aluminum 
conduit covers cutting, reaming, 
threading, handling, and pulling 
cable. Compound use and prepara- 
tion methods for joining wire and 
cable are explained. The four most -° 
frequently used types of connec- 
tion for aluminum wire and cable 
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for the most in time switch value 
ChOoOSE A Sangamo! 


ONLY SANGAMO OFFERS 
AUTOMATIC CARRYOVER 
IN EVENT OF POWER FAILURE 


When you install a time switch in a remote or hard- 
to-reach location your best buy is a Sangamo Type 
W—the synchronous carryover time switch. Type W 
never requires re-setting after a power failure, unless 
the power is off for 10 hours or more. You don’t even 
have to rewind the mainspring of the carryover 
mechanism— it’s entirely automatic. 





Think of the unnecessary service calls that you’ve 
been making after power outages—-and choose a 
Sangamo Type W Time Switch for your next “hard 
to get to” installation. It will save you time and 
money. 








here’s Double f Toleclion against trouble 


There’s inherent protection against trouble in all Sangamo 
Time Switches. The slow speed motor .. . The heavy-silver 
contacts . . . The overall built-in values of Sangamo Switches 
provide protection against ordinary trouble. When you add 
the protection against outages that the Type W affords 
you've got a sure winner. 





1. Sangamo synchronous 450 RPM motor with secondary coil— 
always ready to “‘carry over’ to mainspring operation. 


2. Electrically wound main spring—ready to provide 10 hours 
reserve power. 





3. Bimetallic spring that blocks escapement when switch is 
operating synchronously. 


Back view of Type W operating 4. Jeweled escapement to keep accurate time during current 


‘ R interruptions. 
mechanism, with dust cover removed. P 


5. Bronze bearings at points of greatest wear for longer service life. 





* Your electrical wholesaler can furnish all types 
of dependable Sangamo Time Switches. See them before 


you specify the time control for your next installation. 
4 A Sab G A See fe) Bulletin 1010 tells the full story—write today. 
ELECTRIC COMPANY 


H— SPRINGFIELD, ILLINOIS — for your most exacting installations 
io _S 
Ye 
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mechanical, loop joint, compres- 
sion, and welded joints—are de- 
scribed, full details on making 
these are given, and suggestions 
as to the proper situations for their 


] € use are made. 
s The film serves not only as an 


instruction medium for electricians 
‘. and technical trainees, but is an 

introduction for all persons in the 
FAN iS the electrical field into the use of alu- 
minum conductor for industrial 
and house wiring. 


. Accompanying the film is a book- 
asies let, also titled “Electrical Wiring 
With Alcoa Aluminum.” A brief, 
pocket-sized folder, it is both a 
checklist for points explained in 
0 ns a the film and a source of informa- 
tion on characteristics of alumi- 
num cable, wire, and conduit. The 
booklet is made available to all per- 
sons who view the film. 
“Electrical Wiring With Alumi- 
num” is available -through Alcoa 





Sales Offices or upon direct request 
to: Motion Picture Division, Alu- 
minum Company of America, 818 
Alcoa Building, Pittsburgh 19, Pa. 


FANS ; ¢ An estimate of potential audience 
h should accompany film requests. 
LIVE UP TO THEIR 
Performance 








—— — S and M enlarges 
Promise, Too! sales staff 








© Compact, ruggedly IN LINE with a program of ex- 


baile — accurately ented pansion, Jim Shirreffs, president 
capacities. of the S & M Lamp Co., Los An- 
geles, announces the addition of 
© Wide range— 24” to 
84” sizes (up to 90,000 
cfm) in “Buffalo” Pack- 
aged Fan Units! For sys- 
tem resistances up to 1”! 


two new representatives. Joe H. 
Akerman now represents S & M’s 
Flood-Lite Division in Florida from 
his home office in Coral Gables. 
Mr. Akerman, who has been in the 
© 24”, 30” and 36” Fans mw ay”. lighting field for many years, was 
can be operated at any an appointed upon the request of many 
angle from vertical to hor- i S & M wholesalers in the Florida 


izontal, discharge up. territory. 


© WRITE FOR DETAILS d Lawrence M. Hirsig & Co. will 
ON THESE PROFIT. | , a represent S & M’s Automotive 


Division in the states of North and 


ABLE, EASY-TO- 
HANDLE FAN UNITS. 


South Carolina, Georgia, Alabama, 
“Buffalo” 72" Belt-Air Fan Virginia, West Virginia, Missis- 
: sippi, Tennessee, Kentucky and 
. Florida. Their home office is in 
First For Jacksonville, Florida. Well-known 


FO Fons for their extensive coverage in the 

BUFFALO Y om eap any automotive industry, Hirsig & Co. 

210 MORTIMER ST. ; BUFFALO, NEW YORK have represented manufacturers 

PUBLISHERS OF “FAN ENGINEERING” HANDBOOK 

Canadian Blower & Forge Co., Ltd., Kitchener, Ont. ak = . 

Sales Representatives in all Principal Cities S & M Lamp Co.’s 44 years of man- 

PANEL BREEZO FANS BELTED VENT SETS _BELT-AIR FANS ufacture of Automotive Lites and 
BREEZ-AIR ATTIC FANS “L” BREEZO FANS ‘NV’ BREEZO FANS Safety Equipment. 


for 40 years, a close parallel to the 
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2m Poareas 


OUTDOOR LANTERNS 


worthy additions to the distinguished Progress line 





of Indoor and Outdoor Lanterns—unequalled for 


Eye Appeal, Quality and Value! 


No. 974—MODERN LANTERN 


Rust-proof metal construction in choice of satin-black or satin- 
aluminum finish. French Crystal Glass. Overall height 6%"; width 
4Y,"; extension from wall 4%", 

















No. 968—NUMERAL LANTERN 


Rust-proof metal construction (satin. black finish with polished brass 
trim) and sctin-frosted glass panels. Overall height 9°’, width 72", 
extension from wall 54°’. Will accommodate up to 5 easy-to-read, 


easy-to-insert plastic numerals 


WRITE FOR BULLETIN No. LOC-53 


da \ 


—e ow: ‘ 
i 
fo 


~ fae Py 


f PROGRESS MANUFACTURING CO., INC. 


CASTOR AVENUE 2 ), : He ) PHILADELPHIA 34 
AND TULIP STREET Loeaders (17 Lighting for X alf a Century PENNSYLVANIA 





go ahead and be a brute! 


you don't have to baby 
GRON Gy Cope portable cords and cables 


WA Don’t worry about oil, acids, alkalies... 
YA fs BRONCO 60 Certified has a jacket rich in oil 
<a’ 4, and chemical-resistant Neoprene. 
— It is certified to contain not less than 
60% Neoprene by weight. 





Sunlight? Ultra-violet rays? Ozone? 
They can’t break down the 60% Neoprene 
protecting jacket on BRONCO 60 Certified. 


As for heat... Flexibility and life are in 
no way impaired by temperatures as 
high as 167° F. BRONCO 60 Certified 

will not support combustion and 
bears the symbol P116BM to prove it. 


Crushing holds no terrors. 
BRONCO 60 Certified is extra- 
resilient as well as extra- 

flexible because it is vulcanized 
by a unique method exclusively 
Bronco's. It gives’ under impact 
like a super-balloon tire. 





Rough edges and sharp corners 

aren't much of a threat. 

> In any inhabitable 
factory the edges aren't 

rough enough or the 

yo corners sharp enough 
to damage tough 

BRONCO 60 Certified. 


A temporary overload 
is not likely to harm 
BRONCO 60 Certified 
because this cable is 
built with a generous 
extra margin of safety 
— electrical as well 


ad ‘ 
“nH as mechanical. 


QONe) : WESTERN INSULATED 
g WIRE CO. 
> Los Angeles 58, 

ie California 
er hee BRS Sold nationally by 
coro J Electrical Wholesale 
> = Distributors 





Georgia firm 
named by Williams 

APPOINTMENT of the Vetter- 
Mims Agency, Savannah, Ga., 
manufacturers’ representatives, as 
agents for the H. E. Williams Prod- 
ucts Co., has recently been an- 
nounced. 

The Savannah firm will handle 
the Williams line of switch boxes, 
other boxes and wiring devices in 
North and South Carolina, Georgia 
and Florida. 

Vetter-Mims also represents Hy- 
Plane Manufacturing Co., of Phila- 
delphia, whose line includes lighted 
cabinets and other similar equip- 
ment. 


Garey representative 
appointment made 

Garey Lighting, Chicago, has 
appointed W. A. Fulton, Jr., as its 
representative in Florida and 
southern Georgia. Mr. Fulton for- 
merly represented Garcy in Atlanta 
with the Marshall Whitman Asso- 
ciates. 


Helwig Company 
office moves 

THE OKLAHOMA City office of the 
Helwig Co. has recently moved to 
1825 West Main St., Oklahoma City 
4, Okla. John H. Cole is the repre- 
sentative. 


Graybar begins building 
New Brunswick branch 

NEW BRUNSWICK’S Mayor, the 
Hon. F. J. Hermann, turned the 
first spadeload of dirt for Graybar 
Electric Company’s 113th location 
on August 12 at the site of the 
company’s proposed 20,000-square- 
foot office and warehouse building. 
Ground-breaking ceremonies were 
attended by officials of the Cham- 
ber of Commerce and representa- 
tives of local businesses. 

William G. Trometter, who will 
be manager of the new branch, has 
announced that Graybar’s repre- 
sentatives at the new branch will 
be Lew Padgett, a resident of 
Eatontown, and Dave Caughlan, 
both recent graduates of Rutgérs 
University. Operating manager will 
be Bob Schade. 
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STILL GROWING WITH THE 
GROWING SOUTHEAST 


Leese oa. ars cmt 
SERVING THE GREAT oe 











JULES J. DREYFUSS' SONS 
IS PLEASED TO ANNOUNCE THE OPENING OF ANOTHER 


BRANCH OFFICE AND WAREHOUSE 
AT 703 TCHOUPITOULAS ST., NEW ORLEANS, LA. 


TO STILL BETTER SERVE OUR TRADE FOR: 


ccxn, | ELLIOTT ELECTRIC 
eNOS COMPANY co Meum | PRODUCTS C0. 


and proven. More , a FINER QUALITY. 
NON-RENEWABLE FUSES DURA STARTERS 
RENEWABLE FUSES—LINKS are ETL approved 








STAR-A ELECTRIC MFG. CO., INC. 
than any other line. .. Sane" een nena 
M E R IT CORD SETS, SPECIALTIES 
r 6, N. Y. 
MOLDED PLASTIC Corp. NEWART MFG. COMPANY a 
PROVIDENCE, R. I. Complete Line of Switch Boxes, Out- 


The reliable design | let Boxes and Covers. 
for wall plates. | 

Ask your whole- 

saler about the - 
premium offer. 


FOR MORE VOLUME, GREATER PROFITS AND 
TOP QUALITY INSIST ON THE BEST—BUY 

















JULES J. DREYFUSS’ SONS 


ietR 


ELECTRICAL FACTORY AGENTS aT 


1361 N. W oy Ss! rg f / 
LEA Ass ADDRES MA! oO 
4 O. BOX 187 AlLAP. Sta 
\ VI 83 MIAMI, 42, FLORIDA 


‘ / 
' ai 
WE MAINTAIN STOCKS OF ELECTRICAL DEVICES IN OUR WAREHOUSES 
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Dates Ahead 


International Association of 
Electrical Inspectors, [AEI Sil- 
ver Jubilee Meeting, joint meet- 
ing of Eastern, Southern, West- 
ern, Northwestern, and South- 
western Sections, Edgewater 
Beach Hotel, Chicago, Ill., Sept. 
21-26, 1953. 

American Institute of Elec- 
trical Engineers, Middle East- 
ern District Meeting, Daniel 
Boone Hotel, Charleston, W. 
Va., Sept. 29-Oct. 1, 1953. 

Second National Electrical In- 
dustries Show, 69th Regiment 
Armory, New York City, Sept. 
29-Oct. 2, 1953. 

Southeastern Electric Ex- 
change, Engineering and Oper- 
ation Section, Fall Conference, 
Carolina Inn, Pinehurst, N. C., 
Oct. 1-2, 1953. 


American Institute of Electri- 
cal Engineers, Conference on 
the Application of Motors to 
Air Moving Equipment and 
Symposium on Induction Motors, 
Hotel Van Orman, Ft. Wayne, 
Ind., Oct. 6-8, 1953. 


National Association of Cor- 
rosion Engineers, South Central 
Region Annual Meeting, Mayo 
Hotel, Tulsa, Okla., (tentative 
dates) October 7-9, 1953. 


Southeastern Electric Ex- 
change, Accounting Conference, 
Battery Park Hotel, Asheville, 
N. C., Oct. 15-16, 1953. 


American Institute of Elec- 
trical Engineers, Fall General 
Meeting Muehlebach Hotel, 
Kansas City, Mo., Nov. 2-6, 
1953. 


National Electrical Contrac- 
tors’ Association, Annual con- 
vention, Saxony Hotel, Miami 
Beach, Nov. 17-19, 1953. 


Southeastern Electric Ex- 
change, Public and Employee 
Information, Fall Conference, 
Atlanta Biltmore Hotel, Atlanta, 
Ga., Nov. 19, 1953. 


Southeastern Electric Ex- 
change, General Sales Confer- 
ence, Atlanta Biltmore Hotel, 
Atlanta, Ga., Nov. 19, 20, and 
21, 1953. 


Southeastern Electrical Whole- 
salers Association “Industry 
Day” Meeting, Atlanta Biltmore 
Hotel, Atlanta, Ga., Jan. 14-15, 
1954. M. L. Tice, Managing Di- 
rector, 421 Rhodes Bldg., Atlan- 
ta 3, Ga. 


The 1954 Plant Maintenance 
and Engineering Show, Interna- 
tional Amphitheatre, Chicago, 
Tll., Jan. 25-28, 1954. 











NAMES IN THE NEWS 


C. L. Redd, southeastern district 
manager of General Electric Com- 
pany’s Apparatus Sales Division, re- 
centiy announced the appointment of 
R. H. Jackson of Atlanta to the 
newly created position of district 
sales manager. Mr. Jackson’s district 
sales staff will be as follows: J. H. 
Persons, manager of agency and dis- 
tributor sales; M. O. Troy, Jr., man- 
ager of apparatus product sales; 
B. D. Casey, Jr., manager of com- 
ponent product sales; J. F. Baker, 
manager of industry sales; J. L. 
Townsend, manager of advertising 
and sales promotion and acting man- 
ager of marketing research; E. A. 
Jones, manager of order service. 

All will be located at the district 
headquarters at 1860 Peachtree Road, 
N. W., Atlanta. 

Mr. Jackson, a native of New Bern, 
N. C., and a 1925 graduate of the 
University of North Carolina where 
he received a degree in electrical 
engineering, joined G-E that year 


in Schenectady, N. Y. as a student 


engineer on the test course. He was 
transferred to the southeastern dis- 
trict in 1928 in the capacity of control 
specialist. In 1945 Mr. Jackson was 
appointed manager of the Industrial 
Division and in 1950 he also assumed 
the duties of manager of the Atlanta 
local office. 


J. HW. Persons 


J. F. Baker 


J. L. Townsend 


R. HM. Jackson 


Mr. Persons is a native of Tal- 
botton, Ga. He is a 1926 engineering 
graduate of Georgia Tech and joined 
G-E in Schenectady that year. Mr. 
Persons transferred to the southeast 
in 1929 as a sales engineer in the 
Atlanta office, after various positions 
in the southeast and a tour of duty 
in the Navy, he returned to G-E 
in 1945 and served as manager of 
the Greenville, S. C., office for a 
short time, returning to the Atlanta 
office as district motor specialist. 

Mr. Troy, a native of Schenectady, 
N. Y., and a 1938 graduate of Lehigh 
University where he received a de- 
gree in electrical engineering, joined 
G-E in 1939 on the Test Course. 
After various test assignments, Mr. 
Troy served in the turbine engineer- 
ing and sales sections in Schenectady, 
transferring to the southeast district 


E. A. Jones 
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? 
in 1946 as turbine specialist in the 


Central Station sales group. 


Mr. Casey was graduated from : is e a 
Alabama Polytechnic Institute in ‘ 4 

1933 in electrical engineering and ude OW h e 
joined the G-E test course in 1935 “ 

at Schenectady. In 1936 he was as * , 
signed to the Central Station en : tim to Os Cf’ Ob bd 
gineering group and in 1937 moved ee \ eS Y . 
to Pittsfield, Mass. in the transforme ; ) 

and allied products division. He ) 


aa ¢ (®) ‘ 
transferred to the southeastern dis : rs 
trict in 1940 in the capacity of sales 4 . 
engineer in the Nashville office, with / ‘ PORTABLE 
\ , 
j 


successive assignments in Chatta- —, 
nooga and Birmingham prior to his ' av ELECTRIC ROOM HEATERS 
entry in the Navy for a two yea 
period. In 1946 Mr. Casey returned 
to G-E and was assigned to the New 
Orleans office serving utility accounts 
there until his recent appointment 
as Manager component product sales. 
Mr. Baker, a 1924 graduate of 
Virginia Polytechnic Institute, where , 
he received a degree in electrical en- 
gineering, joined G-E that year in 
Schenectady. After various engin- . 
eering assignments he transferred Needed in the 
to the southeastern district as a 
sales engineer in the Birmingham cool Fall days before 
office handling industrial customers, . 
in which capacity he served until the central heating 
1942. From 1942 to 1945 he served 
as a Lt. Commander in the Navy. system goes on. 
Returning to G-E in 1945 he was 
assigned to the Mobile, Ala., office 
as manager. In 1952 Mr. Baker came 
to Atlanta as assistant manager. With Individual Automatic 
Mr. Townsend is a native of Syra- 
cuse, N. Y., and was graduated from 
Syracuse University in 1925 with a 
degree in electrical engineering. He 
joined G-E’s test course that same 


a coe - ae | BIG SALES FEATURES YOUR 
year in Ft. Wayne, Ind., and was ; / 
assigned to motor sales in 1926. 3 a . CUSTOMERS SEE AT A GLANCE! 


During the succeeding years Mr. 
Townsend held sales positions in the 
company’s offices in Chicago, Detroit 
and Grand Rapids, returning to Ft. 
Wayne in 1937 in the capacity of Easiest to clean of any heat- 
assistant sales manager of the Frac ¢ | Be 

tional Horsepower Motor Division, a es — er on the market. Complete 
and in 1945 was named sales man- So cleaning in FIVE minutes. 
ager of that division. Mr. Townsend x 2 

joined the southeastern district ap- : i , , 
nexatiin anbie wien ta 2040, accving ¥ > Circulates air through tapered 
in the capacity of sales engineer in ~ te . oa cones ... there is no need 
Miami and agency and distributor 4 : -e for a fan. 

representative in Jacksonville, Fla., 
until his appointment as manager 


ae 
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Heavy Duty Heater 


Thermostat Control 


of advertising and sales promotion in These are only two of the many features that 
November, 1952. 

Mr. Jones joined G-E in* Scher 
ectady in 1923 as a student enginee 
on the test course. A native of Shel- 
by, N. C., he is a graduate of North 
Carolina State, where he received a CLEAN HEAT CP—2—A 2000 Watts, 230/240 Volts 
degree in electrical engineering. After FROM CLEAN HEATERS! CP—3-—A 3000 Watts, 230/240 Volts 
test he spent a year in the carrier 
current development laboratory and CP—4—A 4000 Watts, 230/240 Volts 
in 1925 transferred to the south 
eastern district engineering depart- 
ment. In 1930 Mr. Jones transferred Portable, Wall Insert, Surface Mounted, Bathroom, and Floor Furnaces. 


eee Service departmen’ 2" | CAVALIER CORPORATION, Electric Heater Division 


manager of this 


department, which has now been CHATTANOOGA 2 TENNESSEE 


made a division of Mr. Jackson's 
management staff organization. MANUFACTURERS OF CAVALIER CEDAR CHESTS AND CAVALIER BEDROOM FURNITURE 


help you make sales faster, easier with Cavalier. 


Distributors being appointed. Write for details. 


Write for catalog showing full line .. . 
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A. H. McDowell, Jr. has been ap- 
pointed manager of the Richmond 
District of the Virginia Electric and 
Power Company, it has been an- 
nounced. 

He succeeds George E. Kidd who 
was elected a vice-president of the 
company last week. 

A native Richmonder, Mr. McDowell 
attended John Marshall High School 
and V.M.I. where he received his 
bachelor of science degree in 1928. 
Following his graduation, he joined 
Vepco in Richmond and since that 
time has been estimator for lines 
in the Engineering Department, dis- 
tribution superintendent in Williams- 
burg, assistant to the general man- 
ager of the Electric Department, and 
executive assistant. He was appointed 
assistant manager of the Richmond 
district in April. 

Formerly manager of the Rich- 
mond district of Vepco, Mr. Kidd’s 
new title will be vice-president— 
personnel. In his new capacity he 
succeeds T. Norman Jones, Jr., who 
retired on August 1 after completing 
more than 47 years of service with 
the company. 

Mr. Kidd will have supervision of 
all personnel matters for Vepco’s 
five thousand employees, including 
the administration of the company’s 
group life insurance, hospitalization, 
and retirement programs. 

Following two years with the Gen- 


eral Electric Company, he entered 
the public utility field with a pred- 
ecessor company of Vepco in New- 
port News as an electrician. In 1918 
he was appointed assistant super- 
intendent of power, a position which 
he held until being named assistant 
division manager there in 1930. Be- 
tween 1940 and 1946 he was suc- 
cessively district manager of the 
company at Charlottesville, Newport 
News, Alexandria, and Richmond. 


8 
The board of directors of Florida 


Power Corp. recently has announced 
the election of Walter C. Schoeppe 


W. C. Schoeppe 





NEW 
LOW COST 


SERVICE ENTRANCE 
HEAD 


THIS is the slickest fitting yet devised for 
economy use in entrance cable wiring. 
It's quick — slotted top cover lifts off by 
merely loosening one screw. It's rugged 
— made of non-rusting cast aluminum 
with bakelite insulators. Finished, too — 
with two screw clamps to secure cable in 
neat, dependable installation. Here is 
quality priced to today's market. Write 
for full details. 


Neo. 253 Entrance Head 
fits cable sizes 10/3 
to 6/3 S$.E.C. 


Non-Watertight Connectors — Ground Clamps — Service Entrance 
Kits — Service Entrance Caps, Straps and Sill Plates — BX and 


Romex Connectors. 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST 


PALESTINE, 


OHIO 





Hugh McKear 


and Hugh McKean as vice-presidents 
of the corporation. 

Mr. Schoeppe, FPC comptroller, 
is a veteran of 33 years in the utility 
business. Mr. McKean joined the 
company in 1946 after 18 years’ ex- 
perience in Indiana utilities. He is 
experienced in all phases of FPC 
operations, having been’ general 
superintendent of the operating de- 
partments. 


Donald H. Gardner has resigned 
from the United States Bureau of 
Standards, Washington, D. C., to be- 
come chief incandescent engineer for 
the Duro-Test Corp., it was announced 
recently by Walter H. Simson. presi- 
aent. 

After graduation from M. I. T., Mr. 
Gardner attended the Westinghouse 
training school for engineers at 
Bloomfield, N. J., was engineer at 
Champion Works, Inc., on special 
lamps for 14 years and later factory 
engineer for Sylvania. 

Mr. Gardner succeeds Herbert A. 
Anderson, recently named commercial 
engineer for Duro-Test. 


John C. Ager of Atlanta has been 
named manager of the Apparatus 
Sales Division of General Electric 
for the State of Georgia with head- 
quarters in Atlanta it was announced 
today by Carter L. Redd, South- 
eastern District manager. 

Mr. Ager joined General Electric 


J. €. Ager 
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BUSINESS EXECUTIVES 
ones Se 


If you can answer “‘yes’’ to most of them, you—and your company— 
are doing a needed job for the National Blood Program. 


HAVE YOU GIVEN YOUR EM 
PLOYEES TIME OFF TO MAKE 
BLOOD DONATIONS? 

HAS YOUR COMPANY GIVEN 
ANY RECOGNITION TO 
DONORS? 

DO YOU HAVE A BLOOD 
DONOR HONOR ROLLIN YOUR 
COMPANY? 

HAVE YOU ARRANGED TO HAVE 
A BLOODMOBILE MAKE REGU 
LAR VISITS? 


HAS YOUR MANAGEMENT EN 
DORSED THE LOCAL BLOOD 
DONOR PROGRAM 


HAVE YOU INFORMED EM 
PLOYEES OF YOURCOMPANY’S 
PLAN OF CO-OPERATION 


WAS THIS INFORMATION 
GIVEN THROUGH PLANT BUL 
LETIN OR HOUSE MAGAZINE? 


HAVE YOU CONDUCTED A 
DONOR PLEDGE CAMPAIGN IN 
YOUR COMPANY? 


O 
O 
O 


his veins | 


Of course he’d never volunteer to give blood, 
anyway. But any resemblance of this old duffer 
to the average, red-blooded American is a 
mistake. 

For instance, several million healthy Ameri- 
cans have given blood. But it’s not enough. 


So this is to tell several million more Americans 
that their blood is needed 

We’ve never let anyone down who was in 
trouble. When a GI gets wounded and suffers 
shock—he’s in bad trouble. He’s got to have 
blood and lots of it! Folks here at home need 
blood too—to save their lives. 


now! 


So make a date with your Red Cross, Armed 
Forces or Community Blood Donor Center. 
One hour and you’re on your way. 


CIENT PLANS CAN BE MADE 


HAVE YGU SET UP A LIST OF 
Oa SO THAT EFFI 
FOR SCHEDULING DONORS? 


Remember, as long as a Single pint of blood may mean the difference 
between life and death for any American . . the need for blood is urgent! 








es 


e°e0880 


GIvV 
BLOOD 


.. give it again and again 


6 
NATIONAL BLOOD PROGRAM 
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in Schenectady in 1946 as a student 
engineer on the Test Course. After 
spending some time in the General 
Engineering Laboratory and Utility 
Sales Sections he transferred to the 
Southeastern District in 1947 as Sales 
Engineer in the Atlanta Office. He 
has served in this capacity until his 
recent appointment as Manager of 
Apparatus Sales for Georgia. 

In addition to the Atlanta Sales 
Office, the Georgia area is served 
by offices in Augusta, Macon and 
Savannah. 


Robert Harrington has joined 
Orangeburg Manufacturing Co., Inc., 
as director, New Products Develop- 
ment, Hugh J. Robertson, president, 
has announced. 

Mr. Harrington was associated with 
General Electric for the past seven 
years. 


Charles I. Finigan, long-time cir- 
culation manager of the W. R. C. 
Smith Publishing Co., died in an 
Atlanta hospital on August 18. He 
was 68 years of age. 

A native of Montgomery, Ala., 
Mr. Finigan was circulation manager 
of the Montgomery Advertiser for 
several years. He became connected 
with the W. R. C. Smith Publishing 


Co. in 1919 and continued as circula- 
tion manager until his retirement, 
because of illness, in 1951. 


Joseph E. Cordell has been ap- 
pointed assistant sales manager for 
the Electrical Division, Southern 
States Equipment Corp., Hampton, 
Ga. 

The appointee has just completed 
a tour of duty with the United States 


Joseph E. Cordell 


Navy where he was assigned as ex- 
ecutive secretary for the Southeast- 
ern Armed Forces Regional Council. 





the Emblem of Cua bly Mice lE7S 


SIGNALS and SYSTEMS 


app SPEED... SAFETY 


Properly designed and installed signals and systems are 
real time-savers that smooth out many a plant problem— 
help stop wasted motion. And solving individual signal- 
ing problems has been Faraday’s business for seventy- 


eight years. 


These years of experience assure correct 


lans, correct installation. To be sure that your signal- 
ing system is operating at top efficiency, check with 
Faraday. No obligation. 








Consuit your electrical wholesaler for 
details on the complete Faraday line. 





OLTZER-CABOT FARADAY STANLEY & PATTERSON 


CONSOLIDATED BY 


SPERTI FARADAY 


| c. ADRIAN, MICH. 


BELLS  BUZZERS - HORNS - CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 





For a period of four years before 
this term of duty he was associated 
with Ebasco Services, Inc. as proj- 
ect coordinator, a supervisory and 
administrative responsibility for pub- 
lic utility construction projects. 


Jack Kushner, formerly national 
sales manager of the Rodale Manu- 
facturing Co., Inc., Emmaus, Pa., 
manufacturers of electrical wiring 
devices and industrial connectors, has 
been appointed to the newly-created 


Jack Kushner 


post of assistant to the president, it 
was announced recently by J. I. 
Rodale, president of the firm. Mr. 
Kushner joined Rodale in 1950 in 
the capacity of export manager be- 
fore moving up to his recent position 
of national sales manager. 


Robert W. Dittus has been ap- 
pointed to the post of sales manager 
of Electrical Engineers Equipment 
Co., Melrose Park, Ill. The appoint- 
ment was made known in an an- 
nouncement by R. T. Calloway, sales 
promotion manager. 

Mr. Dittus joined the company in 
1940. For a number of years, he 
has been in charge of the substation 
design department. In this capacity, 
he has supervised the design and 
acted in a consulting capacity on 
the erection of many of the com- 
pany’s outdoor substations for util- 
ities and industrials. 


A. P. Terres has been appointed 
manager of the Tampa branch of 
the Graybar Electric Co., Peninsular 
District manager D. L. Harper has 
announced. He replaces R. S. Robin- 
son, who has been manager at Tampa 
since 1940. Mr. Robinson has given 
up active management of the branch 
because of ill health, but will con- 
tinue in an advisory capacity. 

Mr. Torres has been with Graybar 
since January, 1937. He was oper- 
ating manager at Tampa from Feb- 
ruary, 1940 to January, 1946, at 
which time he became a salesman. 
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NEW PRODUCT NEWS 


Quiet switches 


A QUIET mechanical light switch 
has been introduced by Arrow-Hart 
& Hegeman Electric Co., of Hartford, 
Conn. Known as the “Lifetime 
Quiette Switch,” the new switch em- 
bodies several distinct advantages: it 
can be installed in any position, and 
is safe for use with both incandescent 
and fluorescent lights. 

The manufacturers point out that 
other desirable features of the new 


No. 2 


0-6 
)  , 


Nozzles « 


FULWI 


Tate! A 
) VV 


LER 


o> 


\4 


switch include its compact size, fully 
enclosed. mechanism, heavy Bakelite 
body, and the silver alloy contact tips 
that provide electrical efficiency and 
resistance to wear. 

The Quiette switch offers optional 
back or side wiring with a handy wire 
strip gage clearly marked on the back 
plate. This is said to make possible 
faster, safer wiring on both old and 
new jobs. The Quiette switch is sup- 
plied with Ivorylité or brown Bakelite 
operating handles, or lock type with 
key for institutional and commercial 
applications. The switches are avail- 
able for 15 amperes, 120 volts and 277 
‘volts, a-c only; and 20 amperes, 120 
volts and volts, a-c only 


ae | 
oe 


eles 


Iastantaneous light 

AN AUTOMATIC instantaneous light 
rechargeable battery unit called the 
“Sentry-Lite,” is now being manufac- 
tured by Hobby and Brown Electronic 
Corp., Rockville Centre, N. Y. 

The unit when strategically placed 
around any industrial site, has been 
engineered to provide instant auto- 
light in the event of power 
It illuminates 10,000 
approximately nine 
and shuts off automatically 
power restored. The unit is de- 
signed to recharge automatically when 
the power is restored. It is self-con- 
tained and portable and can be used 
as an auxiliary light. 

A gong or siren may plugged 
into the unit, which will operate auto- 
matically with lights to signal power 
failure in remote portions of the 
plant. 


matic 
failure. 
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Adjustable Floor Box 


Floor Boxes 


Gatrobe provpucts 


FLOOR BOXES + WIRING SPECIALTIES 


For long, smooth service “Latrobe” Floor Boxes 
and Wiring Specialties are tops. Years of per- 
have that. And Latrobe 
Boxes are designed in a way that permits fast 
easy 


formance proved 


installation— 


Adjustable Watertight 
Floor Boxes 
Adjustable Watertight 
equipped with 
which 
singles 


“Latrobe 
are 


Floor Boxes 
positive’ electrical 
them fire-proof 


and aang 


now 
bonding 
Come 


a 
make 
three 


52-R Two Gang 


wire 


in two four 


e Cover Plates « 


Fish Wire 
Supports 


Pipe or Conduit Hangers * Gang Boxes * 
Cable Supports Junction Boxes Insulator 


Staples and Cable Clips 


Represented in the South by 


& CHAPMAN, INC. 


LEIGH A. DOXSEE CO 


A+ 


FRED H. SIMMER CO. 


FULLMAN MANUFACTURING CO. 


LATROBE . . . PENNSYLVANIA 


the ventilator 
with the high 


1. 


A lot of electric exhaust 
fans look like this, 





BUT... 


BLO-FAN alone has THE 
blade which combines the 
power of a blower with 
the volume of a fan. 





*K 


INSIDE QUALITIES 


Ppryume 


rhymes with FINE 
BOX S-93, POMONA, CALIFORNIA 
EASTERN FACTORY: KEYSER, WEST VIRGINIA 





PYLE-NATIONAL 
SERVICE | 
ENTRANCE 


PYLETS 


HEADS 

CAPS 

ELBOWS 
CONNECTORS = ‘icc 


FORMERLY MANUFACTURED BY 
THE M. B. AUSTIN COMPANY 


Another important addition to an 
extensive and continuously ex- 
panding line of high quality, heavy 
duty wiring and lighting products. 


PYLE-NATIONAL'S COMPLETE 
LINE INCLUDES: 


Pylet conduit fittings 
for hazardous and 
non-hazardous locations. 


Safety switches. 


Circuit breakers. 
Cable Clamp 
Caps Plugs and receptacles, 
Triploc, Midget Triploc, 


Quelarc and Strate-Line. 


Push-button and 
pilot light Pylets. 


Lighting fixtures, 
explosion-proof, 
dust-tight, 
vopor-tight. 


Junction Pylets. 


Cord and cable 
sealing grips— 
conduit unions. 


Floodlights and 
pit lights. 


Entrance 


Elbows Loading lights. 


Gyralite visual 
warning signals. 


Refer to Bulletin 
No. 1135... or call 
your Pyle-National 
Electrical distributor. 


THE PYLE-NATIONAL CO. 
1354 North Kostner Avenue 


Chicago 51, Illinois 





The unit is installed by simply plug- 
ging it into any 110-volt a-c outlet 
and moving the switch to “on” posi- 
tion. 


BullDog bulletins 


BuLLDoG Electric Products Com- 
pany, Detroit 32, Mich. has an- 
nounced publication of two new bulle- 
tins on its Vac-Break Master Safety 
Switches and Plug-In BUStribution 
Duct. 

Bulletin BD-755 is a 16-page illus- 
trated bulletin containing complete in- 
formation on the features and uses of 
Plug-In BUStribution Duct. The bul- 


PLUG-IN 
BUSraisution 
bucT 


letin also contains samples of layouts 
illustrating the way in which Plug-In 
fittings are used to simplify installa- 
tion. 

Bulletin No. SS-250 deals with Bull- 
Dog’s line of Vacu-Break Master 
Safety Switches. 

This four-page bulletin printed in 
orange and black, contains a complete 
description of the features of the 
Vacu-Break Master line, including the 
operation of the arc-snuffing and posi- 
tive contact principles of the Vacu- 
Break heads in BullDog’s Vacu-Break 
Safety Switches. 


New circuit breaker 


XO BULLETIN of Square D Co., 6060 
Rivard St., Detroit 11, Mich., describes 
and illustrates in detail the new cir- 
cuit breaker, the XO, designed for 
lighting and general purpose loads. 

Operating features, provided at no 
cost premium, include: quick-make, 
quick-break operating mechanism to 
eliminate “teasing” of contacts; posi- 
tive operation assured by direct action 
of the handle on the blade with no in- 
termediate links or couplings; auto- 
matic relatching which eliminates 
complicated restoration of service; 
ambient compensation to prevent nuis- 
ance tripping due to increased tem- 
peratures; plug-in mounting for 
speedy installation and _ flexibility; 
shock resistance which reduces need- 
less tripping due to vibration; and 
thermal-magnetic protection for both 
moderate and extremely heavy over- 
loads. 

An entirely new approach has been 
used to prevent dangerous tampering. 


Fifteen and 20 ampere single pole 
breakers are %” wide while large 
capacity 30, 40 and 50 ampere ratings 
are %” wide per pole and are only 
available in double pole construction. 
Thus, it is impossible to interchange 
larger capacity breakers with smaller 
rated units. 

The complete XO load center line, 
covering a range of from one to 382 
circuits, is made up of only six basic 
boxes. Single phase—3 wire, three 
phase—4 wire, main lugs and main 
breakers, and general purpose or rain- 
tight enclosures are available. 


Wadswerth cireuit breakers 


WELL-KNOWN for their complete 
line of safety switches, service equip- 
ment, and distribution panels, The 
Wadsworth Electric Manufacturing 
Co., Inc., of Covington, Ky., has an- 
nounced the addition of a line of 
thermal-magnetic circuit breakers of 
the quick make and quick break, trip 
free type. 

The circuit breakers are rated 120 
volt a-c, and 120/240 volt a-c two- 
wire, single pole. 
able covering the range from 15 am- 
peres to 50 amperes. 

Also available is a complete line of 
enclosures for two or three wire ser- 
vice, S/N 120—120/240 volts a-c; and 
three-wire, S/N, 120/240 volt a-c. The 
enclosures are available for both sur- 
face and flush mounting. 

A special feature of the Wadsworth 
circuit breaker is the trip indicator 
consisting of a small red flag plainly 
visible below face of handle when the 
breaker is tripped and the circuit 
opened. 

Other features of the Wadsworth 
circuit breaker are: housing of molded 
plastic composition in a tamper re- 
sistant design; silvered current carry- 
ing parts; an identification card which 
also includes ampere rating clearly 
stamped; and _ solderless-type wire 
connectors for load end of breaker. 
The new circuit breaker line is de- 
scribed in Bulletin W.C.B. 53-1, copies 
of which are available upon request. 


Five sizes are avail- 


Residential lighting 


A NEW CATALOG for residential 
lighting entitled, “Decorative Lighting 
for the Home,” has just been released 
by the Halcolite Co., 68 34th St., 
Brooklyn 32, N. Y., manufacturers 
and importers of lighting fixtures. 
This 72-page book is illustrated in 
full color and filled with latest trends 
and current styles of lighting for every 
room in the home. 

Included among the styles repre- 
sented are modern, early American, 
imported crystal and crystal trim 
chandeliers, rustic lighting, and many 
others. Copies of this catalog are now 
available at local distributors in all 
areas. 
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Liquid-tight connector 





NEW LIQUID-TIGHT connectors have 


bs] 
recently been placed in production by KU a LMAN S$ SOUTHERN DIVISIO N 


Appleton Electric Company, 1701-59 
Wellington Avenue, Chicago. They — always ready to serve your transformer needs 
are UL-approved for protection of 
electrical conductors on machinery Rapidly growing industry throughout the South can depend on the new modern plant 
where liquid-tight flexible conduit .. of Kuhiman Electric Company at Crystal Springs, Mississippi, to supply them with the 
used, and they are especially recom- sturdy, dependable transformers they need to keep production humming. Nearly 60 
mended where « liquid-tight flexible years of experience in building safe, efficient transformers, and a consistent record of 
leadership in the improvement of modern transformer design is Southern industry's 
assurance that Kuhiman will serve them well. Specify Kuhlman transformers for your 
next installation. Write us today for complete details and the name of your nearest 
Kuhiman representative. 


raceway is required. 

The unique design of these connec- 
tors provides for an all-metal flaring 
ferrule which, under the compressing 
action of the tightening nut, is joined 
securely with the flexible conduit into 
a liquid-tight connection. 

Designated as “ST” series, these 
connectors assure a positive means of 
excluding oil, water, acid fumes, 
chemicals, grease and dirt from the 
wiring system, and provide a_ posi- 
tive ground between flexible conduit 
and connectors. The electrical resis- 
tance between the “ST” connectors 
and the liquid-tight flexible conduit is 
extremely low. Tests show voltage 
drop to be less than 10 millivolts. 

The new cennectors are furnished 
complete with all accessories—no . 
other parts required. Available in % Denotes Sales Offices. 


straight, 45° and 90° connectors— Kt 

conduit sizes %”, %”, 4%”, 1”, and ky = 

1%”. The connectors are avail- “bl msn 

able through Appleton distributors ELECTRIC COMPANY 


throughout America. BAY CITY, MICHIGAN © CRYSTAL SPRINGS, MISSISSIPPI 
e 























Contemporary lighting 


A COLORFUL new 4-page fixture cat- QUALITY MULTI LIGHTING 


alog presenting a new line of ranch 
style lighting fixtures is now ready for 


distribution, Joseph Markel, presi- EQUIPMENT 
dent of Markel Electric Products, Inc., FOR 


Buffalo 3, N. Y., announced recently. INDOOR & 1! 
Illustrated in this catalog are fix- 
tures designed in the contemporary LIMITED LITE 
7 OUTDOOR 











manner for ranch style homes. These 
new fixtures feature new textures, 
new shades, new sizes and new ideas FOR 
—including the new Glo-Mark plastic 

fixtures (first introduced this Pi by WEATHERPROOF OUTDOOR 
Markel), translucent and functionally 
shaped, designed to be decorative by 
day and give correct light at night. 

In addition, Glo-Mark fixtures are 
non-breakable, washable and are es- 
pecially treated to repel dust. \ 

This new catalog (Form M-3294) ad eae a 
can be obtained from any Markel rep- : 
resentative or by writing direct to 
the factory in Buffalo. 


THOROUGHLY PLATED ONE 

PIECE DRAWN STEEL HOUS- 
SEND FOR ING. FURNISHED WITH 6 
® WEW. ISSUE FEET RUBBER COVERED WIRE 
Satie thine undies Leal BULLETIN "6" & ATTACHMENT PLUG SOCKET 


. . ’ SEALED FROM WATER BY 
NEW SWITCH box series No. 8000 
FIXED HEAT RESISTING 





OF 
COMPLETE 
has been announced by Union Insulat- CAST ALUMINUM HOLDER & ARM LINE 
ing Co., Inc., P. O. Box 351, Parkers- COMPLETELY WIRED GASKET. 
burg, West Va., and is described in 
a catalog sheet recently issued by the pene 


‘ae eee for new work fea- 4 MOOR : E L E bE R I ¥ M F G . I N § ° 
tures extra line spacing for box depth ; 











& 4223 W. LAKE ST. CHICAGO 24 


adjustment, a deep skirt around the ae 
device screw holes which protects 
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@ EXTRA SALES 
@ ADDED PROFITS 


Ah down | Ait ymatic 


heating ob iff finest. “ 


@ Offer your dealers these out- 
standing products ... outstanding 
because their consumer accep- 
tance has been rapid and sales 
have jumped by leaps-and- 
bounds. 


thermostatic-con- 
trolled automatic 
wall furnaces in 
sizes to meet every 
requirement. 


thermostatic-con- 
trolled automatic 
portable floor fur- 
naces permit you to \ 
direct heot where it 

is needed. 


Monufactured by 


MEIER ELECTRIC & MACHINE CO., INC. 


. rT 
polis 7, | 


Famed for Dependability Throughout the World 





: Meier Electric & Machine Co., inc. 
3527 EAST WASHINGTON STREET 
INDIANAPOLIS 7, INDIANA 


Please send me additional information 
on the Meier Nu-Air portable and wall- 
type automatic wall furnaces, and the 
availability of franchises in my trading 
area. * 








against plaster interference with de- 
vice mounting screws, no external 
projections, and greater wiring space 
in ends of box to accommodate over- 
size devices and provide extra wiring 
room for wires where it is most 
needed. 


Small lightning arrester 

A NEW “Magne-valve” lightning 
arrester, featuring small size and 
light weight, has been announced by 
the General Electric Company’s Dis- 
tribution Transformer Department. 

The new arrester, to be used for 
the present only on 7200-and 7620-volt 
unit-type distribution transformers, 


has impulse characteristics similar to 
those of the company’s pellet arrest- 
ers, 

For 7200-volt transformers, the 9- 
kv arrester is only 14%” long and 
weighs only 10 pounds. The 10-kv 
arrester, for 7620-volt transformers, 
is only 15%” long and weighs only 
11 pounds. 

Gapped to the bushing in the same 
manner as modern pellet arresters on 
2400- and 4800-volt unit-type trans- 
formers, the new Magne-valve ar- 
rester features Thyrite valve action 
augmented by magnetic action of in- 
ternal series gaps. This permits ap- 
plication anywhere on the system 
without regard to 60-cycle short-cir- 
cuit currents, G-E engineers said. The 
arrester also features an external 
gap; there is no 60-cycle voltage ap- 
plied to the arrester under normal 
operation conditions and there is vir- 
tually no’ chance for grounding the 
cicuit even if the arrester is damaged. 

The new arrester is now being in- 
stalled on all 7200- and 7620-volt G-E 
pole-type distribution transformers. 


New Trumbull products 


A NEW LINE of standard duty safety 
switches and a new type of wireway 
have been developed and placed on 
the market by the Trumbull Electric 
Department of the General Electric 
Co., Plainville, Conn. 


According to a recent announce- 
ment, the new wireway introduces 
features which are designed to speed 
and simplify installation, and the new 
switch line is engineered to meet all 
but the most severe operating de- 
mands. 

The switch line is available in 
ratings of 30, 60, 100 and 200 amperes, 
240 and 600 volts, two, three, and four 
poles. It is known as the Standard 
Duty HCI, and incorporates a pole 
unit which is, in effect, a self-con- 
tained switch. This pole unit, it is 
said, features a unique arc-quenching 
action which is similar in principle to 
the arc-extinction features of modern 
circuit breakers. 

On the cover of the new wireway, 
only two screws are required to fasten 
to any one section. All other cover 
fasteners are of the lock type. Sec- 
tions are joined by connectors, tees 
and elbows, all of which require only 
one screw, which locks a hook and slot 
arrangement. Connectors and other 
fittings have a removable face plate 
which permits wires to be laid in after 
completion of the wireway installa- 
tion, 

Straight sections of the wireway 
are available in lengths of one, two, 
three, four, five and eight feet, all in 
four cross-sectional sizes—4 by 4, 
1 by 6, 6 by 6, and 8 by 8 inches. 


Adequate wiring folder 


THE NATIONAL Adequate Wiring 
Bureau has recently added a folder 
containing “Facts about electric wir- 
ing for the home” to the material for 
its educational program, and _ has 
made the folder available to teachers 
for distribution to students. Twenty- 
five copies of the folder may be re- 
ceived free of charge from National 
Adequate Wiring Bureau Headquar- 
ters, 155 East 44th St., New York 17, 
Mm. E. 

Because it was designed primarily 
for educational use, this new six- 
page folder is not a promotion piece. 
However, it contains a lot of basic 
information which will help to con- 
vince anyone that a home needs ade- 
quate wiring. 

First 1,000 copies are available for 
$2.50 per hundred. Excess over 1,000 
are available for $2.00 per hundred, 
and the catalog number is EC-3. 


a 
Catouts bulletin 


SOUTHERN STATES Equipment Corp., 
Hampton, Ga., has just released a 
sixteen-page bulletin, No. 530C, de- 
scribing in detail its complete line of 
open type dropout cutouts. 

The bulletin discusses operating 
features, applications, hook-stick op- 
eration, gives fuse data and specifi- 
cations of the company’s complete line 
of all-purpose cutouts. It is complete 
with catalog numbers. 
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Signal guide book 


A NEW COMBINATION manual, data 
book and catalog of sound signals has 
just been issued by Kenjamin Electric 
Manufacturing Co., Des Plaines, ill. 

Some of the subjects covered in 
the new Benjamin Signal Book include 
a simplinead explanation of Funda- 
mentals of Sound, a Glossary of 
Signal and Sound Terms, A Quick- 
Comparison Guide for Selecting Sig- 
nal Equipment, Nine Suggested Steps 
in Choosing a Signal Installation and 
Hints for Comping a Coding Signal 
Call System 

Central section of the book is de- 
voted to specifications and listings of 
Benjamin Signal Equipment. This 
section offers technical data on Ben- 
jamin products, including construc- 
tion features, typical applications, 
dimensional diagrams, and_ decibel 
output at various distances. Equip- 
ment shown includes special equipment 
for industrial, mine, outdoor and haz- 
ardous locations. 


© 
Hykon price sheet 


HykON Manufacturing Co., manu- 
facturers of wiring reels, extension 
cord reels, store room reels, wire 
meters, joist boring machine, cable 
reels, and reelift, has recently issued 
a trade net price sheet, which is avail- 
able from the company, P. O. Box 
923, Alliance, Ohio. 

The eight-page booklet contains 
prices and specifications, as well as 
descriptions of the products being 
marketed by Hykon. It is completely 
illustrated. 


Amprobe Junior 


THE MANUFACTURERS of the Am- 
probe snap-around volt-amp tester, 
Pyramid Instrument Corp., Lynbrook, 
N. Y., have announced production of 
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a pocket-size tester, called the Am 
probe Junior. 

The Amprobe Junior is operated by 
snapping the trigger-operated jaws 
around one conductor and taking the 
reading. To measure voltage, the test 
leads are plugged into the instrument 
and the load is clipped. 

The Junior Amprobe may be secured 
in a variety of models for regula 
voltage and amps, and custom ranges 
to fit special requirements can be 
made up on quantity order. The tester 
is of special significance because it 
provides an instrument which may be 
obtained by practically everyone who 
works with electricity. 


Control centers 


FEDERAL Electric Products Com- 
pany, 50 Paris Street, Newark 5, 
N. J., has issued a new booklet de- 
scribing the company’s Noark Con- 
trol Centers. Besides listing specifi- 
cations and enclosure sizes, the leaflet 
discusses the advantages of central- 
ized control in a plant, describes ex- 
clusive features of the Federal Noark 
Control Centers, and shows photo- 
graphic examples of typical control 
center installations. 

The Federal Noark Control assem- 
bly consists of a standardized, prefab- 
ricated steel enclosure, 20 inches wide 


by 20 inches deep by 94 inches high, 
in which are mounted rederal Noark 
Moto Starters of any 
NEMA size, 
disconnect. All 


required 
together with circuit 
breake1 starters 
through Size 4 across-the-line are pro- 
to the 
vertical main busses in the enclosure 


vided with plug-in connections 


Complete engineering and layout in 
structions are also included in the 


new booklet. 


\ NEW ACSR Pre-Splice Cutting 
fool which cuts the aluminum strand 
without damaging the supporting steel 
core, has been announced by Inter 
state Drop Forge Co., 4051 N. 27th 
St., Milwaukee, Wis. Pole line con 
tractors using this tool claim the 
single cut which leaves the wire round 
and clean for easy splice insertion, 
saves from 15 to 30 minutes per splice 

Tools are made with select hickory 
handles for cutting hot lines in ACSR 
sizes from #6 to 4/0. Larger cutters 
for cables from 266,800 C.M. to 900,000 
C.M. are forged steel 
handles. The tools are being sold 
nationally through line tool distrib- 
utors, and the A. B. Chance Company 
and its distributors are also furnish 
ing the hot line models with dielec 
trically rated handles 


made with 
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Controlled quality 
in every 
operation makes 


(ee FITTINGS 


best! 


All EFCOR Electrical Fittings 
undergo a series of rigor- 
ous gauging tests to insure 
trouble-free performance 
under all conditions. 

EFCOR manufactures a com- 
plete line of quality fittings, 
made of malleable iron or 
steel, for every type of 
installation. 








ELBOW 


"SOLD THROUGH ELECTRICAL 

WHOLESALERS ONLY 
ELECTRICAL 
FITTINGS 
CORP. 








Dept. $-14 
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New rheostats 


A NEW LINE of Vitrohm Pressed 
Steel Rheostats incorporating many 
advanced design features is announced 
by Ward Leonard Electric Co., Mount 
Vernon, N. Y. Built for a wide variety 
of industrial control applications, 
these new rheostats furnish smoother 
operation, lower operating torque and 
more control steps than previous de 
signs. They are described in the com- 
pany’s Bulletin 60A. 

Outstanding design features _in- 
clude: (1) A balanced contact arm 
keyed directly to drive shaft reduces 
creep from vibration or shock, (2) Ex- 
ceptionally smooth control and low 
operating torque is obtained by means 
of a_ self-lubricating bushing and 
graphitized movable contact shoe, (3) 
Solid rectangular stationary contacts 
provide more steps of control for a 
given plate diameter, (4) A reflexed 
collector ring supplies a self-cleaning 
surface, (5) Vitrohm enamel perma- 
nently seals the resistance element, 
stationary contacts and collector ring 
in position, thereby affording excellent 
protection against mechanical shock 
and vibration. 

Two distinct types, S (standard) 
and M (multi-step) rheostats, are 
available in 6, 8 and 13-in. diameters. 
Maximum summation watt ratings are 
330, 450 and 1000 respectively. Con- 
trol steps per plate range from 41 to 
161. Both types are obtainable with 
a wide range of resistance values and 
current tapers. 


Testing insulators 
(Continued from page 43) 


be investigated. 

When the current in the capacitor 
bank rises to a sufficiently high 
value, the air in the gap breaks 
down and the steeply rising volt- 
age is applied across the insulator 
and the divider. The average rate 
of voltage rise on the front of 
these waves is 7,000 kv per micro- 
second, but by shorting out the 
internal resistance of the genera- 
tor and by removing the external 
resistance, rates of voltage rise 
up to 11,000 kv per microsecond 
have been obtained. 

During the preliminary investi- 
gations, no punctures were obtained 
on the first application of a surge 
voltage to an insulator, even when 
the steepest rates of voltage rise 
were used. However, several in- 
sulators punctured after repeated 
applications, some with rates of 
voltage rise as low as 3,000 kv per 
microsecond. Consequently, in the 
method finally selected eight equal 
voltage surges are applied at 20- 


second intervals to each insulator. 

Further studies of measurement 
techniques and procedures utilizing 
steep-front voltage waves are now 
in progress at the National Bureau 
of Standards. 


can be adopted by the industry, 


Before standards 
however, the various laboratories 
of the country must agree on ex- 
perimental procedures for generat- 
ing and measuring the necessary 
voltage surges. 


Pre-job layouts 


(Continued from page 34 


ning boards is a new job order 
form for small jobs. This new form 
will contain a blank space on which 
a sketch of the job will be made. 
For example when the job is figured 
and instructions completed, a 
sketch will be made along with en- 
tering the details. On most small 
jobs the electrician can see at a 
glance what is to be done and what 
he needs to take along. 

Already in use and making a 
name for itself in good customer 
relations is a rubber stamp which 
is used on all invoices to owners 
who have had small residential jobs 
done and are not too familiar with 
the practice of invoicing right 
after completion. Many of them 
think the invoice is a statement 
and that they are being “dunned” 
the day after the job is completed. 

The stamp “PLEASE 
NOTE—tThis is not a statement re- 
questing payment. You will receive 
a statement later. This is merely 
an itemized breakdown for showing 
the work we have done for you. 


reads: 


Look it over. If there are any ques- 
tions please call us for clarifica- 
tion.” 

They use another stamp on new 
and old jobs. It asks the owner to 
call a telephone number and re- 
quest electrical inspection if the 
job is not inspected three days af- 
ter the invoice. The phone number 
is that of the Director of Municipal 
Utilities. 

Such a request to the inspector 
who is short of help would not help 
much but if the director calls the 
inspector he can then complain 
about not having enough men to 
make all the inspections. It also 
shows the customer that the Roper 
company is an advocate of in- 
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Y-ER Eas 


Wire Pulling Lubricant 


“Only Y-ER EAS has all these features 


@ Creamy, non-corrosive lubricant. Never greasy or 
messy. 
Write for 
descriptive 
booklet 


Prevents sticking or setting. Specially helpful on 
saddles and turns. 


Does not run back on cables. 
Never harmful to hands or clothing. 
Permanently non-harmful to cables or conduit. 


Improved Y-ER EAS tested and approved by the 
Underwriters’ Laboratories, Inc 


AT ALL a preeoncnages SUPPLY HOUSES 


ELECTRO COMPOUND CO. 


ig 3820 W. 150th Street * Cleveland 11, Ohie 





ONE OF THE SOUTH’S LARGEST FACILITIES 


HOT-DIP GALVANIZING 


CASTINGS e FABRICATED PARTS 
EXPANDED METAL e PIPE e TANKS 
STRIP e BARS e PLATES « RODS 


Your parts or products can have the 
same high-quality hot-dip galvanizing 


NEW TANK SIZE: 
4 ft. Wide 
6 ft. Deep 
25 ft. Long* 


*Items up to 45 feet long 
accommodated by double 
dipping 


used on our own Dixisteel products. 
Small, tight spangles . . . smooth, uni- 
formly-heavy coats of zine ... no fins! 


A tough, lasting armor that stands 


guard against rust and corrosion. 
Write or phone for quotations on 
this superior service. Please give full 
a details about materials, including all 
7 
= 





dimensions. 


It it’s exposed to rust... Galvanize it! 





FABRICATING DIVISION 


Atlantic AY | Company 
savers or DIMASTEEL, 


ATLANTA, GEORGIA + EMERSON 3441 
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MODEL WA 
Wall-type Down-flo Heater 


ELECTROMODE 


dl -Euu®iic HEATERS 


For HOME - OFFICE - we ram 


Capacities 1320 to 45,000 watts, in Wall, 
Portable and Suspension types. 


Pm QUICK, EASY TO INSTALL 
MINIMUM of MAINTENANCE 
SATISFIED USERS 
MODERN DESIGNS 
100% EFFICIENT 
COMPLETELY SAFE 


Sealed-in cast-aluminum heating element elim- 
inates any danger of fire, shock or burn. Power 
cut-off safety switch prevents overheating 


AUTOMATIC CONTROL 


Built-in thermostat with adjustable range of 
55° to 85° provides automatic room temper- 
ature control and economy of operation 


MODEL PA 
Automatic 
Portable Heater 


MODEL WJA 
Wall-type 
Bathroom Heater 





Flectromode Unit Heaters in Suspension and 
Combination Portable and Suspension types 
solve hard-to-heat areas in the plant and iso- 
lated locations. Require no plumbing. 


MODEL 14-10 
Suspension type 
Unit Heater 


ELECTROMODE CORPORATION 
45 CROUCH STREET, ROCHESTER 3, N. Y. 











silat tata aaa arten 


Dept. ES-93. Please send free literature on: 
Electromode Heaters Domestic Industrial 
Nome .. 

Address 


City.. seaeee beens , .. Zone . State 
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There’s Money To be Made 
By Selling 
ATLANTIC to the Trade 


¢901 
Non Metallic 
Connector 


#523 
Entrance Cap 


ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 











spected code wiring which is safe 
and not only welcomes inspection of 
its regular work but insists on it. 

Telephone courtesy is another 
part of their program to improve 
customer relations. A phone caller 
asks, for instance, the price of con- 
necting an electric range. Since so 
many factors are involved, no elec- 
trical contractor could give a fair 
price over the phone and much too 
often the customer hears a gruff 
voice say, “‘We don’t give estimates 
over the telephone.” 

When such a call comes in at 
Roper’s, the intercom will get one 
of the Ropers on the line. The cus- 
tomer is engaged in a conversation 
about the job, and details as sup- 
plied by the customer are jotted 
down on a pad and then the cus- 
tomer is told that a Roper electri- 
cian will be out to check over the 
details and give a firm price. If the 
customer demurs, he is informed 
that there is no charge whatever 
for the estimate and that the objec- 
tive is to get at a fair and reason- 
able price. With such an introduc- 
tion the customer seldom fails to 
permit the man to call to make the 
free estimate. This system applies 
to even the smallest job and experi- 
ence has proved that small jobs do 
lead to large jobs and that satisfied 
customers do tell their friends. 

Roper Electric Company takes 
pride in pointing to its record of 
operating at the same _ location 
since 1919 where O. M. (Pat) 
Roper started the business. His 
son now does most of the drafting 
and is developing new projects in 
the better customer relations pro- 
gram. 

Phillip, who was with the Armed 
Forces during World War MII, 
studied engineering at UCLA and 
was a tool designer and engineer 
with Lockheed before returning to 
the Roper Electric Company in 
1948. 

While most of the company’s 
work is done in Springfield, they 
have some substantial jobs to their 
credit in other places. They have 
wired the REA building at Linn, 
Mo., for the Three Rivers Coopera- 
tive, a radar station at Olathe, 
Kansas, for the U. S. Navy, a dor- 
mitory at Marshall, Mo., to name a 
few. 

Some of the larger Springfield 


jobs besides the Kraft job now un- 
derway, were Heer’s Department 
Store, largest in the city; AGA 
grocery warehouse, one of the larg- 
est single floor buildings in the 
country ; student union building for 
Drury College and a new building 
and office for the MFA. 


Practical training 
(Continued from page 41) 


contract to the Veterans Admini- 
stration to train disabled veterans. 
School officials make no effort to 
sell a youth or a man on the value 
of its training as a substitute for 
higher education. 

CTI has no direct tie-up with in- 
dustry, but it welcomes representa- 
tives of business and industry who 
call on its students frequently with 
job offers. Frequently, Alabama 
businesses send their employees to 
sit in on CTI classes. Many of 
these men are engineering gradu- 
ates who want an opportunity to 
“work with their hands,” and to 
apply theories in actual practice. 

Both the school and its students 











DEPENDABLE 
AUXILIARY 


(75KW) YOUNG 
ENGINE GENERATING SET 


Young Engine generating sets are de- 
signed for the job, not adapted to it. 
Available in 10 to 300kw capacities and 
powered by gas, gasoline or Diesel en- 
gines, Young generating sets provide 
emergency standby or continuous power. 
In use today in hospitals, schools and 
Air Force bases. Your choice of manual 
or automatic controls. For details, re- 
quest Bulletin 41, EJ. 


YOUNG ENGINE CORPORATION 


Canton, Ohio 
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work exclusively with equipment 
belonging to the school. No work 
is taken in from the outside, and 
students are never 
for work. 

Especially in the field of elec- 
tronics, CTI trains its students to 
respect the implements in that field. 
Just as the Army teaches its foot 
soldiers to respect their rifles, CTI 
trains its students to respect and 
tell their future clients to respect 
the potential dangers of mishan- 
dled electrical equipment and tele- 
vision sets. 

Commercial Trades Institute 
doesn’t consider its responsibility 
to a student ended when it hands 
him a certificate. Any time he has 
a problem, whether he is in busi- 
ness for himself or is working for 
someone else, he can come back in 
person, call, or write, and CTI will 
help him solve his problem and give 
him an answer “on the house.” 


“farmed out” 


Wiring market 


(Continued from page 39) 


property improvement loans in- 
sured under “Title I” of the Na- 
tional Housing Act. 

Next the Plan lists a three-step 
method aimed at “closing ranks” 
among utility companies, electrical 
contractors and electrical distribu- 
tors to secure closer cooperation 
and united action by all. And agai 
it details what each must do, and 
how. 

Then Anaconda says what if will 
do to promote wiring moderniza- 
tion. What it will do when working 
with the contractor, with the dis- 
tributor, and with the utility. 


chance, Anaconda presents 


“tool kit” 
everything 


each of i 
that con 
needs to 
Full 
The kit 
includes three separate direct mail 
sample 
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other to build farm rewiring busi viting their help as 
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INDUSTRY S 
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INSIST ON 
AMERICAN 


Bonded 
RESPECTED ARMORED 
NAME! CABLE 


AMERICAN BONDED Armored Cable has built a reputation for 
providing battieship-durability and consistently good perform- 
ance on the roughest, toughest jobs. Here is cable at its best 

. longer lasting, durable and perfection engineered by the 
leading manufacturer of armored cable . . . Ask for and insist 
upon AMERICAN BONDED for all your installation needs. 


AMERICAN METAL MOULDING CO. 


146 Coit St. Irvington 11, New Jersey 


Atianta Warehouse 


Cc. C. MYRICK 


516 ELM N. W. 








And finally, leaving nothing 
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MULTIFLEX Brushes q 
with NEOPRENE pads} 


Speed Installation: 


iS 4 
Slash Motor mene, ? 


Increase Brush Life 
Cut Motor Down Time 


HELWIG CO. ,c2R8oN. 
2536 N. 30th Street, 
Milwaukee, Wisconsin 








WANTED 
—SALES ENGINEER 


Manufacturer of nationally advertised line 
of heavy duty electric heaters has excellent 
opportunity for young man with electrical 
Must 
be abletotravel. Write full details to Melvin 
Wessel. Heater 


Corporation. Chattanooga, Tennessee. 


or mechanical engineering education. 


Klectric Division. Cavalier 
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SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Ports 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 


85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 
Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


SPERO ‘Guaranteed 


PORCELAIN ENAMEL 
REFLECTORS 


*Guaranteed equal to any 
standard specification 


OB LINE 
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VARD LITES 


SPERO also makes: 
La celel+) Sic) bse Ma's Ve) medic) bmtl. ibe) 
®@ INSULATORS e@ SWITCH PLATES 


tHE SPERO 


ELECTRIC CORPORATION. 


CLEVELAND , OHIO 





when ordering campaign material, 
or when reordering a fresh supply. 
The form requires little effort to fill 
out and return, it’s that simple and 
direct. 

The brochure remembers, at the 
close, to review the benefits to be 
won from the campaign. 


For the utility: (a) A substantial: 


increase in domestic, commercial 
and power sales, and (b) a sharp 
decrease in service calls. 

For the distributor: (a) In- 
creased sales of all materials and 
devices used in electrical wiring, 
and (b) expanding markets for 
other types of electrical equipment. 

For the contractor: (a) A sub- 
stantial increase in wiring and 
other business which, in addition 
to being profitable in itself, will 
provide jobs to keep installation 
crews busy in-between bigger jobs. 

All in all, Full Power Ahead is a 
compact, tidy wrap-up of the sales 
tools and the major sales points 
utility-men, contractors and dis- 
tributors must have in order to 
realize their fair share of the bil- 
lions of dollars to be won by con- 
version of obsolescent wiring to 
modern, advanced, more-than-ade- 
quate electrical systems. We hope 
you will agree. 

Let’s be frank, we hope for much 
more than mere agreement. For 
without you, this national cam- 
paign in behalf of the electrical in- 
dustry can’t possibly succeed—as 
none of Anaconda’s previous cam- 
paigns would have succeeded had 
you chosen to “sit on your hands,” 
editorially speaking. But you didn’t 
do so then, and we believe you 
won’t do so now, at this important 
turn in the business atmosphere of 
the industry. 

In short, we like to believe we’re 
all in this together. 

That about tells it. 
cerely, 


Yours sin- 


JOHN FARLEY 
For Anaconda 


Economie comment 
(Continued from page 5) 


corporate executives are going back 
to school. 

Some programs try to give 
highly specialized course work in 
business management and stick to 
this type of program. Here the ex- 


ecutive may review the best in 
management policy so that the eco- 
nomic life of his business may be 
supercharged with new techniques 
and new methods. Such programs 
do much to bolster sagging opera- 
tion practices and are therefore of 
real value. 

On the other hand, there is a new 
technique in management educa- 
tional programs that should do 
much for the improvement of ex- 
ecutive practice. This is the type 
of program that endeavors to stim- 
ulate the business executives non- 
business thinking to the end that 
he will be able to escape the mo- 
notonous routine that frequently 
becomes his lot. 

Such courses as literature, phi- 
losophy, government, music, art, 
and others of a similar nature do 
nothing to increase his business 
skills. But because they do provide 
an opportunity for relaxation and 
escape from business boredom, they 
offer a fresher and more vigorous 
mind for business affairs. 

It is a true fact that one of the 
biggest enemies to the good con- 
duct of business affairs is the bore- 
dom and monotony found in all lev- 
els of routine corporate work. Since 
it is the responsibility of manage- 
ment to administer economically 
the operations of the business, then 
it is their job to remove any trace 
of routiine boredom at their own 
personal level. 








IMMEDIATE DELIVERY FROM LARGE 
STOCKS OF ELECTRIC WIRE & CABLE 
* All Sizes ® Any Quantity 
® Every Construction 


UNIVERSAL WIRE & CABLE CO. 








STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


If it’s fluorescent 
MAKE IT SLIMLINE 


STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lane, Miami, Fla. 














Quality Residential 
Lighting Fixtures 
The Packaged Line 


Ace Lighting Products Ce. 
914 Piedmont Ave., W.E. 
Atlante, Georgie 
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WINDOW FAN, 


Tops Turnover: 


That's the news from Woody Faison, 


ae ge ; = 6 Viking representative of Cincinnati, Ohio. 
This scene, typical in a growing number of American 
homes, means thousands of fan sales for Viking dealers. 


“VOLUME SALES ARE THE SECRET” “Tve got no room in my store tor tans that don’t move 


says Herbert Colker of West Virginia Electric Supply Co., 
Huntington, W. Va. “This Viking “944” fits right into that 
pattern. Volume sales continue even this late in the 
season, There’s good reason for it, though. Viking’s 
come up with the largest size fan practical for windows. 
One model fills the demands of most customers reduc- 
ing usual inventory requirements. Saves dealers money 
and valuable space. The “944” sells for me because it 
sells for my dealers.” 


“Every time I see a customer come into our store, I 
feel mighty good Viking he Ips me get them in her 
with co-op advertising supported by Vadnit coupons ig 
(Viking Advertising Units — one packed with each 
fan — worth $3.00 each on up to 1/2 the cost of any 
Viking advertising done by the dealer.) “Also traffic 
producing newspaper ads, radio and television com- 
mercials. Once I get “em in here it’s an easy job to sell 
‘em on this Viking Fan. That's the kind of co-operation 
I want and it’s just what I get from Viking.” That re- 
port from Harold lL. Frankel, Frankel’s Appliances, 
Huntington, W. Va. 


5601 Walworth, Cleveland 2, O. 


I've got ple ntv of room for the fast-selling Viking “944” 
though It'd sell on stvle alone. But when you add it: 
sturdy construction, safety grill two speed witch and 
large « ipacity, I know I have a sale. A lot of our cus 
tomers like that optional automatic timer, too. That 
gives us What wnount to two model with one 
model inventor And it’s easy to install as vou told me 
when I first stocked it.” That’s the story from Leon Levy of 
Capitol Furniture Co., Huntington, W. Va 


This new Viking “944” fits all dou 
ble hung windows from 24 to 42 
inches wide. Cabinet, blades and 
motor are finished in seafoam blue 
Exhausts 3100 cubic feet of air per 
minute. Installation so simple that even the 


,, 
@ 


customer can easily do it Optional automat 
timer can be set to turn the fan off in from 
one to twelve hours. That, briefly, is why 


the “944” sells 


ORDER THESE VIKING “944” FANS FROM YOUR JOBBER TODAY! 
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TABLE TOPS 
Cad inte in 


THE USUAL TIME 





Glasslike, vitreous porcelain 
enamel top resists stains, heat. 
Jackets electrostatically sprayed, 
infrared baked, smooth and dur- 
able. Standard kitchen counter 
dimensions on all models; all fit 
completely flush to wall, line up 
with other appliances. 

















GAS: Draft diverter inside. Cut 
away back—plenty of pipe and 
wrench room. Robertshaw-Grayson 
Unitrol for dial set water tempera- 
ture. 100% Safety Shut-off. 
A.G.A. approved for natural, man- 
ufactured and LP gases. 30-gallon 
capacity. 
ELECTRIC: Has all the convenience 
features of the gas models, includ- 
Hedges Line table tops in one- _ing ease of installation and service. 
_ fifth the usual time, makes all service = Made in single or double units, in 
r ints ond controls easily accessible. 35- and 45-gallon capacities. 


SAF-T-HOT ACTANE 
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M. M. HEDGES MANUFACTURING CO., INC., Chattanooga, Tennessee 
WATER HEATER SPECIALISTS 
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AUTOMATIC 
ELECTRIC 
STORAGE 
WATER HEATER \_ _/ 





EASY TO SELL 
FOR THESE 10 REASONS ! 


@ In style and size—in safety, economy and 
efficiency—in dependability, durability and 
extraordinarily high quality— Rex Auto- 
matic Electric Water Heaters meet every 
water heating need. 

In the Rex Round line there are four mod- 
els, in a range of eight sizes, from 10 to 120 
gallons in capacity. They're easy to sell— 
for ten good reasons: 





1. SAFETY RELIEF VALVE: Correctly located 
“Patrol” Temperature and Pressure Relief 
Valve as standard equipment. 

2. ELNO ANODIC ROD: Magic anti-rust rod 
checks tank corrosion and lengthens tank 
life. Standard on Rex Heaters. 

3. AUTOMATIC THERMOSTATS: Rugged snap 
action type provides sensitive automatic 
water temperature control. 

4. HEATING ELEMENTS: Quick acting, low 
wattage, immersion type. transmitting heat 
directly to the water. 


5. INSULATION: 3 to 4 inch thickness of 
Fiberglas surrounds tank. 


6. STORAGE TANK: Extra heavy copper- 
bearing steel galvanized inside and out 


7. HEATER DRUM: Made of heavy sheet metal, 
finished in gleaming, easy-to-clean baked 
white enamel. 

8. COLD WATER BAFFLE: Minimizes the 
mixing of incoming cold water with heated 
water already in the tank. 


9. HEAT TRAP: Built-in trap prevents re- 
circulation in hot water line. 


10. Made to NEMA standards and approv- 


ed by Underwriters’ Laboratories 











Send For Your Complete Catalog Today! 
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ELECTRIC DIVISION 
2310 Superior Ave. + Cleveland 14, Ohio 





Twin Celebrati 


_ Westinghouse Introduces New 
Low-Priced Laundry Twins... 


DOUBLES YOUR MARKET! 
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A DOUBLE “Blessed Event’! A DOUBLE Selling Opportunity! 


Great new Westinghouse Laundry Twins open the 
‘vast low-priced market . . . which means more new 
sales, more dollars profit! Because now, Westing- 
house dealers cover the full price range in the laundry 
equipment market with—the famous De luxe Twins 
with exclusive features that demonstrate-to-sell: The 


new low-priced Twins that are completely automatic, 
full sized, identically styled! 

So, cash in now with this full line of America’s 
Favorite Laundry Twins, backed by an all-out, color- 
ful drive of national advertising. Tie in with this 
biggest “Blessed Fvent” of all time! 


you CAN BE SURE... 1F ITS ge 


WESTINGHOUSE ELECTRIC CORPORATION « ELECTRIC APPLIANCE DIVISION * MANSFIELD, OHIO 
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“Commercial Credit Plan 


eliminates the risk of unforeseen misfortune 


says Mr. Ricuarp H. \IENSING (left) Credit Manager « 


f Midwest-Timmermann 


Company, distributors of Davenport, lowa, shown here with Mr. R. S. Motto 


Secretary-Treasurer, and Mr. W. R. Gold, Comptroller. 


N IDWEST-TIMMERMANN COM- 

PANY, distributor, serves parts 
of five states out of its Davenport and 
Des Moines offices. The company has 
been in business 38 years, and knows 
from long experience how sudden 
unexpected emergencies can and do 
arise. As Mr. Mensing points out: 
“The automatic insurance coverage 
and also the life insurance provision 
included in the COMMERCIAL CREDIT 
PLAN is excellent for all parties con- 


cerned, as it eliminates the risk of 


unforeseen misfortune. Both we, as 
distributors, and many of our dealers 
approve the bene fits offered by the 


More appliance dealers use Commercial Credit 


CommerciAL Crepit Pian. This plan 
has been of great help to those dealers 
who have the capacity to profitably do 
a large volume of business, but lack 


ready working capital.” 


Offering complete wholesale and 
retail plans, automatic insurance 
coverage and speedy credit facilities, 
ComMMERCIAL CREDIT PLAN service is 
flexible and dependable. Ask your 
distributor for details of this program, 
along with a copy of our booklet, 
“Buy and Sell with Sound Financing.” 
Or get in touch with your nearest 
COMMERCIAL CREDIT PLAN office today. 


financing than any other national plan 








COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore 
.-. Capital and Surplus over $135,000,000 

. offices in principal cities of the United 
States and Canada. 
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“Look . . . Casco fills from the tap! 
No more distilled water to buy... 
I save up to $15 a year on that alone!” 


mann -_ ed “> 
* Guaranteed by @ 
Good Housekeeping 
. Hop * 


AY 
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Just flip up the top... fill from the tap, without messy 
funnels, or measuring cups. Casco’s expensive stainless steel 
construction means you can use plain tap water... any- 
where... without fear of corrosion! 


Casco steams up fo an hour or more on a single filling! You breeze through all ironing and 
pressing jobs without constant refilling, as with ordinary drip type irons. Casco steams more 
generously, smooths out wrinkles, brings out texture ... thanks to its larger, more efficient 
steam-making chamber, its strategically placed steam vents. And imagine—Casco has 5 settings 
for steam ironing rayon, silk, cotton, wool, linen— and 5 more for dry ironing, too! 


$ UPRIGHT..TOO! 
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Put the finishing touches on your woolen ric! weighs Ie than 
hangers. Roll-press sleeves without a n i i many dry iron does more than other steam irons! Your wrist doesn't get 
shoulder seams this easy way, without d or ( For unl rdinary tired, your bach n't ’ perfectly balanced! Ask to see 
drip type steam irons, CASCO s Lpright as well as flat on the ironing t It ve featur 

enables you to to d ndles 


| eature f ew ! ASCE pphance, department 
€ ess “fresn-uf ih ver the | } iwar ene } 


See your local dealer today... 
Just ask him for your work-saving Casco! 


Casco PRODUCTS CORP., BRIOGEPORT 

















Local utility, 


appliance dealers, 


and newspapers 
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Crowds like this were attracted to each of four performances of the Carnival. 
This photo only shows a portion of the large audience. 


® ELECTRIC appliance dealers in 
Temple, Texas, (population 30,000) 
joined hands recently with the elec- 
tric power company and their daily 
newspaper to stage a promotion 
that resulted in more business for 
all. 

Backbone of the campaign was a 
cooking school, but instead of static 
selling through displays, which is 
the usual method in such schools, 
everybody pitched in to do a hard 
selling job. 

At least one appliance dealer sold 
a deep freeze and a refrigerator to 
two women immediately after the 


88 


first performance of the school. Be- 
sides immediate results, the effects 
of the campaign will no doubt be 
felt for a long time to come. 

Actually, the campaign was ar- 
ranged and sponsored by the news- 
paper, but it won the enthusiastic 
response of appliance dealers. Out 
of 16 appliance dealers in the com- 
munity, 15 participated in the pro- 
motion. 

By actual count, there were more 
than 5,000 women who attended the 
four performances of the Kitchen 
Carnival. But more important, the 
women had to enter one of the deal- 


by Wilbourn McNutt 


Join forces to stage promotion 


er stores to register in order to at- 
tend. That gave the stores an op- 
portunity to at least get acquainted 
whether they made any sales or 
not. In addition, each woman filled 
in registration blanks that called 
for her name, address, telephone 
number, age and make of her pres- 
ert refrigerator and range, whether 
she owned a TV set, and next ap- 
pliance desire. This tabenmetion, of 
course, meant valuable lead lists for 
the stores. 


Ads only dealer expense 


Although thousands of dollars 
worth of free merchandise was 
handed out during the three after- 
noon and one night performances, 
only expense to the appliance men 
was for advertising. 
Each appliance firm agreed to a 
minimum of a page advertisement 
In a special section published by 


newspaper 


the newspaper to advertise the cam- 
paign. The power company paid 50 
per cent of the newspaper’s produc- 
tion cost. 

In return the newspaper persuad- 
ed manufacturers to donate mer- 
chandise to be given away without 
The big 
offerings which attracted the wo- 


obligating local dealers. 


men were a Bendix ‘washer and 
dryer, Philco electric range, 
Youngstown dishwasher and Co- 
lumbia TV console. 

But there were other prizes. By 
tving in with three grocery stores, 
each woman who attended the Kit- 
chen Carnival received a gift cer- 
tificate which she could take to one 
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View of the complete stage with two of the “actors” in the Kitchen Carnival. 


of the stores for a free loaf of 
bread, butter, cheese or many other 
items. National food advertisers 
were glad to contribute the food- 
stuffs because it increased floor 
traffic in the grocery stores and 
gave them an opportunity to adver- 
tise their products. 

Still other gifts were used in a 
novel way to make sure that the 
women were attentive during per- 
formances. ‘‘We were trying to 
make them dissatisfied with their 
present appliances by showing off 
the best features of the 1953 mod- 
els,” said a spokesman for the news- 
' paper. 

At intervals during each per- 
formance of the Kitchen Carnival, 
proceedings were interrupted and 





4 home economist shows an inter- 

ested spectator how to use the Bendix 

Duomatie on the stage following a 
performance. 


two women selected from the audi- 
ence to come up on the stage of the 
municipal auditorium where the 
show was held. 

If they could repeat what signifi- 
cant features had just been pointed 
out about the appliances, they were 
awarded prizes such as waffle irons 
and toasters. Naturally, this made 
the ladies highly receptive to good 
sales messages. 


Appliance story in play 

The activities on the stage took 
the form of a play with home econ- 
omists from the Texas Power and 
Light Co., Bendix, Philco and West- 
inghouse as the stars. 

Plot for the play went like this: 
One of the home economists was a 
war bride who had just been pre- 
sented with an all-electric kitchen. 
Meanwhile, she learns that her aunt 
from the old country is coming for 
a visit, and the war bride gets in 
a tizzy trying to learn how to oper- 
ate her new electric wonders. Her 
neighbors come to her rescue to 
demonstrate and show her how to 
operate all the appliances. 

The play made an easy-to-swallow 
sales capsule for the audience, and 
gave the home economists oppor- 
tunity to present minutest details 
without appearing to talk down to 
the audience. 

This is the second year the spon- 
sors have staged the Kitchen Car- 
nival in this fashion. Support this 
year was double last vear’s indi- 
cating what the appliance dealers 
believe—that it is a good thing. 
The sponsors feel that they made 
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Fifteen appliance dealers participated. 


one mistake. Tickets were collected 
before each performance with the 
result that a few women grew im- 
patient and left before the end be- 
cause they knew their name was 
already in the pot for the big prizes. 
The plan next year is to wait until 
the close of the performance to col- 
lect the tickets. 

Teaser advertisements and the 
newspaper’s 16- page supplement 
put out the day before the Kitchen 
Carnival started helped to build in- 
terest. 

Participating firms included J&B 
Appliance Co., Modern Hardware 
and Appliance, TV Mart, Temple 
Electric Supply, City Lumber Co., 
Messer Plumbing Co., Sears, Dixie 
Furniture, Hardware 
Store, Western Auto, Home Furni- 
ture, Montgomery Ward, Goodyear 
Service Store, White’s Auto Store, 
and Mid-Tex Equipment Co. 

The carnival was held May 20, 21 


and 22, with performances at 2 p.m. 


Avenue G 


each day and a bonus show at 7:30 
p.m. on the final day. The news- 
naper printed 5000 registration 
blanks, but before the first show 
was underway the appliance dealers 
vere asking for more to meet the 
demand 

It is expected that the Kitchen 
Carnival generated enough momen- 
tum to aid sales for several weeks 
to come. Texas Power and Light 
Co. operates in 54 Texas counties 
This is believed to be the biggest 
selling job ever done in connectior 
with one of the cooking schools 
which the power company sponsors 


regularly, 
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Little Rock's electrical 
hospitality house 


@ IN LESS THAN three years over 
50,000 people have visited the Elec- 
trical Hospitality House operated 
by the Arkansas Power & Light 
Co., at 117 West Fourth St., Little 
Rock. To be more specific, since its 
opening on September 13, 1950, un- 
til May 1, 1953, the downtown 
lounge has been visited by 51,112 
prospective appliance customers. 

The Electrical Hospitality House 
is a co-operative arrangement be- 
tween the power company, which 
provides the building, and various 
appliance distributors of the state 
of Arkansas, who furnish the dis- 
plays. 

Months of planning preceded the 
opening of this conveniently lo- 
cated, downtown lounge where peo- 
ple can meet friends, rest between 
shopping trips, and inspect the lat- 
est electrical appliances at their 
leisure in air-conditioned comfort. 

Purpose of the displays, which 
are changed each month, is to give 
visitors a chance to inspect many 
brands of the same electrical appli- 
ance. There is no sales talk and 
no sales are made in the combina- 
tion lounge and appliance display 
room. It is open from 9:30 to 4:30 
each day except Sundays. 

On opening day hundreds of peo- 
ple. crowded into the hospitality 
house to examine the large assort- 
ment of the newest model refriger- 
ators. During the day some 3,200 
persons registered for the door 
prize, which was their choice of 
any refrigerator. Since then there 
has been a steady stream of visi- 
tors, and usually there are several 
on hand each morning at opening 
time. 

The idea has proved very suc- 
cessful. The Electrical Hospitality 
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House is well lighted, and comfort- 
ably furnished with plenty of soft 
chairs for visitors. It is summer 
and winter air-conditioned. Lo- 
cated next to AP&L’s Little Rock 
office, the lounge contains a water 
cooler, soft drink machine, tele- 
phone, rest rooms for men and 
women, clock, and magazines and 
daily newspapers. 

A hostess, employed by the power 
company, greets the guests and 
sees that they are comfortable. She 
gives information about appliances 
on display only when asked ques- 
tions by visitors. 

Each appliance on display bears 
the price and name of the dealer 
or dealers in the Little Rock area 
where it is sold. At their leisure 


visitors may examine all trade 
name brands on display and decide 
upon the particular brand and: 
model in which they are interested. 
The prospective buyer can then go 
to the dealer’s place of business to 
make his or her purchase or to ob- 
tain additional information. 

The Electrical Hospitality House 
also contains a complete model 
electric kitchen. This is not just 
for display but is used in the train- 
ing of AP&L home service advisers. 

Operation of the display room is 
through an eight-man committee 
made up of appliance distributors 
and representatives of the utility 
company. This committee meets at 
regular intervals to formulate the 
plans and policies which regulate 
the lounge. The committee is re- 
sponsible for drawings of space and 
determines which appliances will be 
displayed. 

The committee also draws for 
space and for make of refrigerator 
and range in the all - electric 
kitchen, which are also changed 
every month. The same make of 
both appliances are not displayed 
in the kitchen at the same time. 

With the display room’s rotation 
policy, eventually all types of elec- 
trical appliances will have been or 
display for a month. 

The committee has decided there 

(Please turn to page 115) 


Some fifty models of television receivers, representing twenty-five different 
brand names, are shown on display at the Arkansas Power and Light 
Company’s Electrical Hospitality House, in Little Rock. 
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Quite often customers who visit Jasper Hardware Co. to buy light bulbs or 
other electrical supplies, will purchase an appliance from the adjacent de- 


partment if the suggestion is made to them. The store’s lay-away plan helps 
to increase the number of these sales made, too. 


Displays sell small appliances 


® WITH JuUsT A little effort, the 
average appliance dealer can in- 
crease his small appliance volume 
by at least one-third, according to 
M. M. DuRard, owner of Jasper 
Hardware Store, Jasper, Texas. He 
need do no more than display his 
small appliances next to his elec- 
trical supplies and recommend them 
to every customer visiting that de- 
partment, he pointed out. 

Located at the rear of the store, 
the electrical] supplies display table 
may be seen the moment a cus- 
tomer enters the door. Different 
colored light bulbs burn through- 
out each day and direct customers 
to this display. A_ six-foot long 
wall display of small appliances is 
located next to the electrical dis- 
play and gets its share of attention 
from everyone visiting the store. 

“There are many people who are 
small appliance prospects but who 


by Theron Garvin fee and invited to view the small 


Active 


other promotion used by the store 


demonstrations are an- 


do not advertise the fact,” ex- Sales clerks are thoroughly school- 
plained Mr. DuRard. “In fact, they ed in the proper use of each appli 
may not even realize it themselves, 
but when they visit the store for a 


ppil- 
attractive. 
Demonstrations may last as long a 
light bulb and you show them an half an hour and often attract more 
appliance and tell them what it car cts to the department 
do for them, they will buy. Thoss “It is very important to carry 
omplete stock of 


before they’d come to the store and ulbs,” said Mr. DuRard. “We find 


look at our stock.” that most every 


same people might wait a long time large and 


supermarket to- 
One of the store’s best promo- lay carries light bulbs and many 
tions to get customers to inspect them there un- 
the small appliances is their offer our stock i gyer and bette 
of free coffee. A coffee maker ful] oO} is ‘rs coming to the 


of hot coffee is available in the to check our 
pliances department next to 


When a 
tomer comes to the store for 


Kneep oul 
electrical supplies. for the 

a sales in tead 
iron cord or other similar merchan 


dise, he is offered a cup of hot cof 
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Guarantees of TV volume— 


promotion, service, sales strategy 


® How Do you build a $150,000 an- 
nual gross television volume in a 
20x60-foot sidestreet, location? 
Record’s Refrigeration, Independ- 
ence, Missouri, chalked up that vol- 
ume last year—expects to up it in 
1953. 

Storefront? Record’s facade is 
as plain as an old shoe. Fancy 
showroom? No frills in the 20x25- 
foot, not especially well-lighted, 
sales area. Display? The firm 
shows only about thirty TV models. 

Wide array of brands? Only 
two leading lines, Philco and 
Crosley. Warehousing? Nothing. 
Everything under one roof. “My 
distributor handles my warehous- 
ing probiems,” says Walter Record. 
“T have none of the problems that 
accrue from handling the mer- 
chandise twice, such as insurance, 
extra personnel, and other ex- 
penses.” 

Then how was. the 
achieved? 

Walter Record does it with 
timely, well-planned newspaper and 
direct mail promotions, a_ well- 
geared service setup, and with well- 
grooved sales pitches and closing 
strategy. 

“Our operation is sheared to the 


volume 


bare essentials,” he admits, “and 
we like it that way. Some of our 
competitors with well-lighted, well- 
stocked showrooms, and nice, big 
warehouses, even outshine us in 
volume of sales. Net profits? 
That’s where we shine!” 

There is only one sphere of ac- 
tion in which the dealer, who has 
earned the sobriquet, “Biggest 
Little Dealer in Independence,” 
would like more elbow room—that’s 
in service. 

Since establishing the business 
back in 1938, Mr. Record has hub- 
bed everything around service. He 
started out as a refrigeration spe- 
cialty repair shop. When tele- 
vision made its entree, the switch 
was made to selling, installing, and 
servicing this product with en- 
viable results. Chief sales and ser- 
vice emphasis continues to be on 
television because, as the dealer 
points out, “Saturation on refrig- 
eration in this area is 95 per cent; 
on television, less than 50 per cent.” 

Fast, unfailing service, and the 
policy of handling a service call on 
the day on which it arrives, is a 
cardinal principle of the Record 
scheme of things. It is the key fac- 
tor that has built a backlog of 6,000 


satisfied service customers whose 
repeat business and referrals of 
names of friends have played a mea- 
surable part in the operation’s 
growth. Most really successful 
dealerships, the Missouri retailer 
believes, start out with service and 
naturally drift to selling. 

The average TV shopper is fully 
as interested in service as the brand 
name and features of a set, the 
dealer believes. 

“It gives us a big wedge with a 
buyer,” he says, “to be able to re- 
late the length of time we’ve been 
repairing all types of appliances, to 
point to our specially-designed, com- 
pletely-equipped trucks, to state that 
personnel is trained to the hilt, to 
stress free installations, and to 
point out that a $6,000 stock of 
television parts speeds up service. 

“‘We have an edge on stores that 
farm out work,” he asserts, ‘“‘be- 
cause the customer who calls on the 
firm from whom he bought a piece 
of merchandise and discovers he has 
to call someone else is apt to regard 


In order to provide speedy service, the 

Record company’s TV service depart- 

ment maintains a $6,000 stock of 

parts. Ralph Shippy is in charge of 
the department. 
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by Grier Lowry 


the missing link as an indication of 
weakness and stability, and next 
time buy from a service-equipped 
firm.” 

Net revenue on the service de- 
partment, which does a $40,000 
yearly gross, is only a couple of 
thousand dollars, but this figure is 
more impressive when it is con- 
sidered that the firm does all its 
own installation and service on sets 
sold. 

Outside service runs about five or 
six calls daily, with about the same 
volume on carry-ins. The four-unit 
fleet of trucks, which also is geared 
to service other appliances, contains 
a $600 stock of TV parts, mostly in 
tubes. 

Personnel includes four service- 
men, four salesmen, and a_book- 
keeper. Salesmen work outside five 
days a week, spend only one evening “4 , 


on the floor. Servicemen, working iit ’ — 


on a salary plus commission ar- ; | ttn. 
rangement, earn average incomes eine REFRIGERATION SFRY (leet REFRIGcaarion : 


of $6,000. Salesmen, on a straight WASHER 


commission basis, have average in- + a REY ' oe 

comes of $7,000 a year. ray 
In building a rock-solid reputa- 

tion for television repair, Walter 

Record firmly believes that a shop 

should be spark-plugged by one man 

who is a walking encyclopedia of in- 

formation and know-how on this 

particular type of servicing. The re- 

pair virtuoso at Record’s is Ralph 

Shippy, television service foreman, 

a product of a Kansas City train- 

ing school, well-versed in all phases 

of television circuity, design and 

electronics. 
“Our outside television crew con- 


‘2s 


sists of men who are experts at 
(Please turn to page 113) 


Record salesmen emphasize product 
features in dealing with the different 
types of prospects for TV sales. (Top) 
Sales demonstrations in the office and 
(bottom) in the home are geared to 
handle sales-resistant and enthusiastic 
buyers. Repairmen who make their 
calls in a specially-designed truck, are 
trained to “fix” the customer and then 
“fix” the set. 
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Thor automatic washer—Every feature every woman wants 
is built into this finest of all Thor Automatic Washers! Fills— 
washes—rinses and spins dry—automatically. Sensational new 
Thor Hot Water and Soap Saver included at no extra cost! 
Famous Thor Super-Agitator Washing Action that really gets 


clothes cleaner! 
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Thor automatic clothes dryer—A perfect match-mate for 
the new Thor Automatic Washer—"The Dryer Your Clothes 
Turn Off.” Features amazing new Selecto-Dry Control—the dry- 
ness you set is the dryness you get! Note King-Size Loading 
Door for effortless loading and unloading and perfect visibility 
inside the drum. Gas and electric models. 


New Thor Completely Matching Home Appliance Line 
Sweeping the Nation in Consumer Popularity 


You’re looking at just a few of the 
good reasons why you’re bound to 
make more with Thor! First and 
foremost are the products them- 
selves—the brilliant new matching 
designs, the common-sense features 
that appeal to the modern woman 
—plus the kind of national advertis- 
ing and promotion that really makes 
customers sit up and take notice! 
Before you decide on any new 


franchise—check over what Thor 
has to offer you. Call in your Thor 
distributor salesman. In just 5 min- 
utes he can show you a brand new 
way to measure the worth of a fran- 
chise. See the proof that Thor has 


what it takes to fit the demands of 


every customer who walks into your 
store—an appliance to fit the needs 
of every income level. 

See what’s behind the sweeping 


new consumer popularity that one of 
the oldest names in the appliance 
business is now enjoying! Make us 
show you that the striking new 
beauty of the new Thor matching 
appliances plus famous old Thor 
reliability are a combination that’s 
hard to beat when it comes to pack- 
ing traffic into your store—and sell- 
ing it before it leaves your sales floor! 
See why you'll make more with Thor! 


*Reg. U.S. Pat. Off. 
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Thor Spinner Washer 

Perfect match for Thor Automatic Clothes Dryer. 
W ashes—rinses—spins dry in a single tub! 
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New Thor built-in electric range too, can be located just where needed 
—A smash-hit with women every- to save steps and work. A beautiful 
where! Features the largest built-in | match-mate for the other great new 
electric oven of them all. Oven can be Thor home appliances. Here's value 
located at wife-saving eye-level— that women know and trust. Ask for 
anywhere in the kitchen. Top units, details! 


Thor Wringer Washer 
Featuring the famous Thor-built “Magic Action” 


Wringer ca demonstration sensation! 


Think of value... 
Think of Thor! 





a 


Thor Gladiron—tets the lady iron sitting down! 


Prd, --»-A GREAT NAME IN QUALITY HOME APPLIANCES SINCE 1906 e Chicas 
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For an entire month Monitor washing machines were featured in the ap- 
pliance department and the Purcell’s appliance store. At the end of the 
month a drawing from all the names of registered persons who had seen 
a demonstration of the washer was held. The winner was awarded a washer. 


® Dramatic! That is the adjective 
that best describes the way they 
treat appliances at Purcell’s, Lex- 
ington, Kentucky’s oldest depart- 
ment store. Both on the fourth floor 
of the main building at 322-330 
West Main Street and in the new 
appliance store a few doors west, 
something exciting and entertain- 
ing is going on always. Other stores 
may be content to advertise appli- 
ances in groups, but here every ap- 
pliance is allowed to hold the spot- 
light of public attention on its own 
at least once a year. 

Take 1952 for example. At house- 
cleaning time in the spring when 
home-makers were dreading the 
chore of washing blankets and 
curtains, washing machines were 
given the center of the stage. A 
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contest was run to find the oldest 
Maytag washer in good working 
order in the whole Bluegrass area. 
Only one prize was offered, a new 
$200 washer. Contestants were 
asked merely to send in the serial 
number of the old machine with the 
name and address of its owner. 

Interest was greater than had 
been anticipated. Entries came in 
from every county in central Ken- 
tucky. The contest served to point 
up the long life of these washers 
and to stimulate a desire for more 
modern models. 

Purcell’s was pleased that the 
prize winner, a woman who had 
owner her machine thirty years, 
lived in one of the smaller towns. 
One of the objects of the contest 
was to introduce Purcell’s as an ap- 


by B. G. Newhoff 


pliance center to an out-of-town 
audience to whom the name Pur- 
cell’s meant wearing apparel almost 
exclusively. The store considered 
the entrants who did not win as 
prospects for follow-up letters and 
sales later. 

In the spring, too, the introduc- 
tion of the new General Electric 
models was considered a _ good 
reason for a re-opening of the ap- 
pliance store which had hitherto 
been overshadowed by the parent 
store. In fact, though opened in 
1950, the store at the busy inter- 
section of Main and Broadway had 
all along been less important as a 
selling center than the fourth floor 
appliance department up the street. 

To give the new store the im- 
portance it deserved, three days of 
open house were held. There were 
flowers for the ladies on these days 
and every fifty-second person who 
came through the door was given a 
special prize. All children accom- 
panied by adults were given a 65 
piece cardboard Wildwest Rodeo 
set. A factory representative was 
present to show how simple his 
company’s appliances are to op- 
erate and how to get maximum re- 
sults with the least cost. 

The appliance store came into its 
own with this re-opening event. 
Customers who liked to deal at the 
original Purcell’s, one of whose slo- 
gans is “Where You Can Send Your 
Children To Shop With Confidence,” 
began to realize that here was an- 
other store with the same reliabil- 
ity. 

Why, some asked, does Purcell’s 
have an appliance department on 
its fourth floor and another store 
that sells nothing but appliances? 
Lee C. Redmon, manager of the 
Main and Broadway store explains 
there are several reasons. One is 
that the new building offers a first 
floor location that is easy to reach. 
Here, too, is off the street parking 

(Please turn to page 112) 
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(Left) People nad to wait to get up front to see what was going on—«eeeing 
no salesmen around they waited for a front line position. (Right) Crowd 
begins to gather around factory demonstrator, Mrs. Laura Hoke. 


We made a mass demonstration pay 


by Carl *“‘Ole’’ Olson 


Manager, The Corral, Austin, Texas 


® EVERY YEAR, following a mass 
demcenstration at a trade show, or 
at a county fair, the old question 
arises: Was it worthwhile? 

We have felt that it wasn’t. We 
have had exhibits and felt it was 
just an opportunity to pass out fa- 
vors ... small, inexpensive gifts 
upon which our name had been im- 
printed. Add this cost to the cost 
of the booth, and we felt the whole 
thing was a needless expense. 

Yet, an appliance dealer is in the 
position where it is to his advan- 
tage to show some civic pride by 
taking part in such activities, help- 
ing to support them. After all, few 
appliance dealers can afford to be 
conspicuous by their absence. 

Every year our Jaycees sponsor 
a trade show. We always partici- 
pate. But every year, we promise 
ourselves this will be our last one. 
But when one of our Jaycee friends 
comes around to sell us a booth, we 
just can’t turn him down. 

Maybe, we think, we do derive 
some intangible results from our 


booth. Last year, instead of threat- 
ening myself that I’d better get a 
firm “no” prepared, | tried to figure 
out what was wrong why we 
were not getting the results we 
thought we should have from oui 
booth. 

Up until this year, we had tried, 
at our booth, to do two things si- 
multaneously . demonstrate and 
sell. The demonstrating, upon anal- 
ysis, was a side issue, the bally- 
hoo, to attract a crowd in order to 
make a sales pitch. This is nothing 
more than a twist on the old medi- 
cine show routine. A sad twist, for 
the medicine pitchman did employ 
professional entertainers to attract 
the tip. 

Where the medicine show man 
hired a man to thump the bass 
drum, we had a salesman present 
to thump his chest. Chest thump- 
ing is nothing new. It’s old hat 
The customers, knowing what it 
was all about, took a quick glance 
at the demonstration—which was 
stopped while the salesmen went to 
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work on the few who will stop to lis- 
ten to anyone beating his gums. 
Result was that the salesmen gath- 
ered leads from people with low 
resistance, and no intention of buy- 
ing. This made them very unhappy 
for days after the trade show had 
closed. 

This vear, we 
differently 
to display. An item that lends it- 


acted somewhat 
We took only one item 
self to demonstration . a sewing 
machine which we feature 

Far enough in advance we made 
arrangements with the factory to 
send us down a demonstrator for 
the occasion, and her visit is what 
we advertised 

In setting up our booth, we had 
a limited number of machines on 
display. We had both cabinet and 
table models, along with some 
clothes that had been made with 
one of the type machines we were 
featuring. Thus, setting up our 
booth was a simple and inexpen- 
sive matter 

Along with the factory demon- 
strator—who was given a spot ona 
built- ip platform we also had one 
of our store demonstrators at an- 
other machine. We had one sales- 


Please turn to page 112) 
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® FOUR YEARS AGO a Southern ap- 
pliance dealer who must remain 
anonymous found himself with too 
many used appliances on hand. 

Electric boxes constituted a ma- 
jority of these second-hand units 
and, although the dealer was not 
“worried” in the strict sense of the 
word, it disturbed his merchandis- 
ing conscience to have so much 
goods sitting around, bringing in 
nothing. 

He determined to devise some 
means of making that merchandise 
produce revenue while in his pos- 
session and his answer was a 
rental procedure, so well estab- 
lished by the end of 1952 that for 
this calendar year his gross reve- 
nue from appliance rentals, mostly 
boxes, was $10,000. 

It was the dealer’s original in- 
tent to rent an appliance with the 
purpose of locating, among renters, 
eventual buyers. This theory did 
sell used boxes and other appli- 
ances, but—it became obvious that 
a good rental business was better 
than a sell-out, for so many of the 
dealer’s rental boxes have amor- 
tized themselves and beyond that 
have earned him a gross profit of 
approximately $100 each. 
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by Baron Creager 


The dealer pulled down a thick 
book, thumbed through the pages 
and stopped. 

“Here’s one that gives a good il- 
lustration of what rental boxes can 
do in production of revenue,” he 
announced. 

“This is a 1950 model, seven cu- 
bic feet. We had $136.72 cents in 
it before it went on rental. It has 
been on rental in one spot for al- 
most two years now and we have 
back our $136.72 plus $93 in velvet. 

“It is obvious, of ‘course, that 
this used box could have been 
bought for less than it has cost the 
customer in rentals, but the situa- 
tion is somewhat peculiar. 

“This box is rented to a big cor- 
poration that operates in every big 
and little town in America. In one 
particular office there are a number 
of girls who carry lunch and they 
wanted refrigeration for milk and 
other food and drink. They were 
prepared to rent it on their own 
and then, I suppose, some executive 
intervened and the corporation as- 
sumed responsibility for the rental 
fee of $10 a month. In the mean- 
time, the girls have tried repeat- 





y not rent those 
ust-sathering trade-ins? 


edly to prevail upon the corpora- 
tion to buy the box outright, but 
they always get turned down. How- 
ever, the corporation goes on pay- 
ing rent, which is all right with 
me.” 

The dealer thumbed through his 
book again and stopped at another 
illustration. 

“This one is a 1941 model,” he 
said, “and we had $35. in it when 
we first rented it in January of 
1951. The fee was $5 a month then 
and still is. 

“In 27 months the box has been 
idle just one month. It has been 
out to different rental customers 
only four times altogether and the 
last time it came in was in the 
morning, but it went back out that 
afternoon. 

“Renting at $5 a month it has re- 
turned our investment, plus $95.” 

From his intimate knowledge of 
his records the dealer estimates 
that in his four years of experience 
his total rental business has 
amounted to 1,000 separate trans- 
actions. On every such transaction 
there is a $2.50 charge to cover 
delivery and pick-up. 

In all these transactions there 
has been no loss from theft, but 
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each renter signs a form, drawn up 
by the company’s attorney and, to 
use language of the dealer, this 
form is “loaded.” 

In the beginning, a deposit was 
required when an appliance was 
rented. Early in his experience the 
dealer also used coin meters, in- 
serted in the circuit between box 
and receptacle. Theoretically, the 
coin meters induced customers to 
accumulate money for either the 
rental fee or outright purchase. 
The coin meter has been with- 
drawn from the rental transaction 
and is being considered as a means 
for stimulating room air condi- 
tioner sales. The deposit require- 
ment has long since been dropped 
from rental transactions since the 
rental form gives the company 
ample protection. 

The dealer now has 150 used re- 
frigerators, but at one time his 
stock of second-hand boxes was up 
to 400. It was then he decided to 
do something about this condition. 

He sold out all his “junk” at 
wholesale in one transaction and 
thereby created a competitor, set- 
ting up the purchaser in business 
that eventually failed. After that 
the dealer and his salesmen worked 
seriously on the theory of renting 
boxes for the purpose of getting 
buyer prospects. Although they ac- 
complished that, the cream came to 
the top faster on the rental angle. 
Now, if it is advisable to sell a box 
after its last trip out, the disposal 
sale is easy at a deep-cut price. 

“Yes, the rental angle has been a 
good angle for me,” mused the 
dealer, “but it is necessary, from 
my point of view, that I remain 
anonymous. 

“When I meet my competitors | 
put on the same long face they 
wear and cry just as loud about 
business. I want to guard against 
their getting too much information 
on my operation. If a second dealer 
here, or two more, went into the 
rental field, it would be ruined for 
all of us. There just isn’t enough 
rental business to support more 
than one, at least in a community 
this size, which is about 150,000. 

“And it should be emphasized 
that I am not recommending that 
any dealer, regardless of commu- 
nity, barge into the rental field. 


For it just can’t be made to go in 
every community. 

“Kirst, our location is right. We 
are on the fringe, you might say, 
appropriate for rental 
Outside we have a lot of used stuff 
on display that is almost junk, but 
it brings in a certain class of cus- 
tomers, many of whom we sell up 
to new, brand-name merchandise 
At the same time, it is a good loca- 
tion for rental business. 

“Then, for renting appliances, 
you have to have just the right 
town, the right size, with a good 
class of itinerant people who are 
prospects for rental appliances. 

“This is the state capital. The 
legislature meets here. The state 
university—and it’s a big one—is 
here. When the regular term is 
ended at the university, the sum- 
mer term starts. 

“As a result of all this I have 
regular customers, who know me 
by name and who, when they come 
back, call us and rent a box. 


business. 


Speaking from experience 
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“But these annual and periodic 
activities draw to this town 


tremely high class 


an eX 
itinerants, 
the type you can take a chance on 
Any dealer who 
going into the rental 
should remember that 
to a poor class of itinerant popula 


might consider 
business 


For renting 


tion will produce losses.” 

The appliance dealer's place of 
business is next door to the opera 
tion of a used-car dealer. There is 
mutual admiration between the 
two, and the appliance dealer 
thinks the man next door is the 
best automobile merchandiser in 
the world. 

However, in conversation, the 
appliance dealer told his friend 
with great conviction there must be 
some way to make those used cars, 
sitting there idle on the lot, bring 
in revenue while they wait to be 
sold. The used-car dealer grinned. 

“If you can find the answer to 
that one,” he grumbled, “ 
both got it made.” 


we've 


Selling electric blankets 


@ ON THE THEORY that the most 
impressive sales records are piled 
up by well-informed and enthusi- 
astic sales personnel, the S. H. 


Cochran Furniture Company of 
Prichard, Alabama, has gone all out 
to “warm up” their employees on 
the subject of electric blankets. The 
results have been gratifying. 

Paul A. Everett, store manager, 
was first to try out the electric 
blanket when the store decided to 
stock them. He liked it so well that 
one cold night be got up out of bed, 
walked down and opened up the 
store to get another one when some 
little thing went wrong with it. 

He says: “That trip in the mid- 
dle of the night made me think. 
If I was willing to go to that in- 
convenience, why not get my em- 
ployees into the same mood? The 
manufacturer was offering an em- 
ployee purchase deal at less than I 
could buy the blankets myself. I 
talked it over with my sales people, 
one by one. They weren’t too en- 
thusiastic, but first one, then an- 


other, carried a blanket home. 
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After all, with a deal like that, how 
could they go wrong?” 

The common decision was “Bet- 
ter than a glass of warm milk to 
make one drowsy. Why, I slept like 
a baby, free and comfortable, no 
heavy covering to weight me down.” 

Now all salespeople can discuss 
electric blankets with authority. 
They use them; they like them; 
they understand their advantages 
and they talk with intelligence and 
enthusiasm about them. 

“Until the time the sales force 
became electric blanket conscious 
by reason of ownership and use, 
we'd done little advertising on the 
subject,” Mr. Everett continued. 

“It’s different now, though. We 
believe that this appliance is strong 
enough to rate its own pitch. We 
run a special ad in season; not too 
big an ad, but just to inform peo- 
ple that we have them. We know 
now from experience that when 
customers come in contact with 
that ‘warmed up’ bunch of electric 
blanket enthusiasts on our floor, we 
can count on sales.” 
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Dealer's TV parties 
bring public to showroom 


by Wilbourn McNutt 


@ By INVITING the public to his 
showrooms to witness _ special 
events on television, Dan Talasek 
believes he is paving the way for 
greater sales for his Television 
Mart in Temple, Texas. 

Mr. Talasek, who opened his busi- 
ness about mid-December, issues 
the “invitations” to his “television 
parties” through newspaper adver- 
tisements. He believes that the in- 
vitations are also valuable as ad- 
vertising, feeling that self-pre- 
pared ads always attract more at- 
tention than the regular newspaper 
mats prepared by manufacturers. 

The latest special events which 
Mr. Talasek turned to his advan- 
tage were the bowl games on New 
Year’s Day. 

“We attracted about 300 people 
into the showroom that day,” he 
said. “It was wonderful! It defi- 
nitely helped us to sell television 
sets.” 

However, Mr. Talasek explained 
that no attempt was made to sell a 
visitor on a set at the time. “All we 
did was to keep a salesman on the 
floor to answer questions, and a 
serviceman to make sure that the 
sets were at peak performance at 
all times.” 

The new store handles most of 
the makes of television receivers on 
the market today, and models of 
these were arranged in a semi- 
circle on the showroom floor, which 
the dealer shares with his brother 
who has a Hudson automobile 
agency. Comfortable lounge chairs 
were arranged rather informally 
in front of the sets. 

“About 50 spectators were in the 
store all during the afternoon, with 
others drifting in and out.” The 
plate glass front of the automobile 
showroom was another advantage 
because passers-by noticed the 
crowd and came in to see what was 
going on. 
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Although football season, which 
was a “natural” for the television 
invitations, has passed, Mr. Ta- 
lasek expects to capitalize on simi- 
lar events which appeal to a wide 
public all year long. “It’s good pub- 
lic relations,” he says. “It brings 
them in to see our sets, and it 
brings them back to buy.” 

In contrast to the plan of asking 
prospective buyers to come to the 
store, is the plan of installing trial 
sets in the home. This practice in- 
volves the use of portable antennas. 
Mr. Talasek is of the opinion that 
this is a very poor practice. 

He believes that it takes about 
three times as long to sell a set by 
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Last fall it was football that brought 
prospects to the Television Mart’s 
showroom. 


using a portable antenna, because 
of the extra time involved in install- 
ing the set in the prospect’s home. 
Generally, he feels, when the per- 
son who is considering a purchase 
has an enjoyable afternoon and 
sees how well the set operates, the 
deal can be closed immediately. 


Home trial demonstrations 


for room coolers 


by Robert Latimer 


@ AIR CONDITIONING its showroom 
and convincing people they can af- 
ford air conditioning are two of the 
ways used by Ott Appliance Com- 
pany, Schertz, Texas, to ring up 
plenty of room unit sales. But, let- 
ting householders try out units in 
their homes, has been the all-impor- 
tant sales “clincher,” according to 
J. J. Biediger, manager. 

Although Ott’s is located in a 
tiny community of less than 300 
population, its actual trading area 
consists of some 35,000 people, most 
of them attached to the huge Ran- 
dolph Air Force Base only a mile 
away. 

What were formerly crossroad 
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communities in this section east of 
San Angelo have built up into com- 
plete cities populated for the most 
part with military personnel. 

The company’s building was ex- 
panded last March into a modern 
40x60 ft. ‘all-glass-front structure. 
It is conditioned by one unit in the 
office, another in the shop, two in 
the appliance showroom, and a 
fourth in the “customer’s room.” 

“Every family is an air condi- 
tioning prospect nowadays,” Mr. 
Biediger indicated. “By carrying 
several lines of nationally-adver- 
tised coolers, and offering a variety 
of time-payment plans, we can usu- 
ally provide a package cooler at 
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prices reasonable enough for any 
family.” 
Ott’s offers Ye, 34, 1 and 2 ton 


big business 
from little ads 


units and will put in 5-ton installa- 
tions for small commercial users or 
owners of large homes. 

The firm devotes around five per 
cent of its annual gross volume to 
package air conditioning advertis- 
ing. For the most part, it uses 
manufacturer mats, which Biediger 2 ein aan eee 
feels are extremely effective. TV 487 Colles 





est terms at 
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Many prospects, he noted, still 
consider the initial investment re- 
quired for room units too high. “By 
asking them to look upon packaged 
air conditioning in the same way 
as they do their winter heating 
plants—on the basis of so much 
comfort delivered over a period of 
years, at a low price per month 
we are getting excellent results,” 
he said. “If the homeowner, for 
example, can be shown that he is 
cooling his living room and one 
bedroom at a cost of less than $20 
per month during the hot summer 
months, comparable with heating 
costs during the winter, we have 
him well on the road toward buy- 
ing.” 

But the big clincher, Mr. Biedi- 
ger has found, has been a “loan- 
out demonstration.” Provided the 
prospect is the owner of his own 
home and has a good credit rating, 
Ott’s will install any size cooler 
and allow the family to enjoy its 
benefits for as long as a week. The 
most important point, he observed, 
is to make certain that the cooler 
is in use over the weekend—when 
the head of the family is home. He 
is the one who usually must be sold 
personally before the purchase will 
be okayed. 

Mr. Biediger and two installation 
men will install the unit and tell 
the housewife how to operate it. 
But no further attempt at closing 
the sale is made through the pre- 
agreed length of time. 

Ott’s has found the results out- 
standing with this type of demon- 
stration. Few homeowners who can 
afford package air conditioning call 
for the crew to pick up the unit. 

“In the few cases where we have 
removed a demonstrator, the dis- 
comfort in the house during the 
next few days is so marked that 
the family will usually want it 
back,” Biediger said. 
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@ TELEVISION DEALERS with small 
advertising budgets might take a 
tip from Darrell Snider, owner of 
Snider’s, in Beaumont, Texas, and 
carefully consider the advantages 
to be found in small newspaper ad- 
vertisements. 

Operating a radio and television 
store at the edge of Beaumont’s 
business district, Mr. Snider has 
seen his business grow many times 
past its original size in the past 
Small ads, of course, 
have not accounted for all of the 
growth, but results show that they 
are contributing more and more to 


two years. 


the business that comes into the 
store. 

“We estimate that fully 75 per 
cent of our television business is 
obtained from_ small 


ads,” says Mr. Snider. “Consistent 


newspaper 


day in and day out advertising has 
made us one of the best known 
dealers in this area. Here is how 
we got started with the small ads. 

“Our first advertising venture 
started with large newspaper ads 
telling customers the merits of dif- 
ferent sets. Results from this were 
good, but most customers who saw 
the ads explained to us that they 
preferred to get information of 
this nature in person, and that a 
small ad would have come much 
nearer to bringing them into the 
store. We checked the ad costs 
and found we could run a smal] 
daily ad for the same price as one 
large monthly ad was costing us 
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easies 
SNIDER RADIO and 
4-7483 
1483. _ 


by Theron Garvin 


Since our advertising budget is 
limited, we had to convert to the 
type of advertising that would give 


us the best coverage and results 


Two themes stressed 
The Snider ads stress two 
themes—‘‘Easiest terms in town” 
and “We service what we sell.” A 
regular one-inch block ad is run 
in each of the daily newspaper's 
small 
three-line classified ad is carried 


amusement pages, and a 
under Radio and Television on the 
classified page. 

“We have good reason for run- 
said Mr 
“Many customers tell us 


ning each of the two ads,” 
Snide. 
that when something goes wrong 
with their sets, they often turn 
to the classified 
newspaper to select someone for 


section of the 


services. Since many people buy 
their sets from furniture stores, or 
hardware and department stores. 
they have to call regular television 
stores for service and these small 
classified ads do a big selling job 
in helping them make thei selec- 
tion 

“The block ad on the amuseinent 
page has another purpose for its 
selling job is concerned with sell- 
ing a new set instead of service. A 
complete television program is car- 
ried on the amusement page daily 
and we find that most people who 
don’t own sets read this program 
and become interested in owning 
one. Our ads reminding them dailv 
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that we offer easy terms and good 
service prompt them to call the 
store.” 

The block ad costs the Snider 
store about $80 per month and the 
classified ads, $20. Rates are much 
cheaper when they are run daily on 
a contract basis than when they 
are run several timés each week. 

“The reason we stress easy 
terms, low interest and good ser- 
vice in our ads,” explained Mr. 
Snider, “is because that is what 99 
per cent of the public wants to 
know about television buying. You 
can crowd your ads with details 
about the different sets you handle, 
but the prospective customer wants 
you to tell him that in person and 
show him before he buys. There- 
fore our ads are designed to bring 
them to the store and then it’s up 
to us to sell them. Believe me 
nothing will bring them into the 
store and sell them more quickly 
than these three items.” 

The only time the Snider store 
varies from the small ads is during 
its annual clearance sale or when 
a manufacturer is introducing a 
new model. These ads are run for 
two or three days and then the 
small ads are once again featured. 

The Snider store employs three 
technicians and two outside service 
crews. They have two. service 
trucks and one service car busy ten 
or 12 hours daily making service 
calls and installations. One-day 
service is featured wherever pos- 
sible. 

“We are more than pleased with 
the results the small ads are bring- 
ing us,” concludes Mr. Snider. “We 
don’t employ any outside sales- 
men. It is the steady, constant use 
of small ads that is effective in 
keeping our shops filled with ser- 
vice work and our sales volume 
high. To accomplish this on a $100 
monthly advertising budget is good 
in anybody’s book. So I say, for 
more TV sales, try small ads.” 


Small-home washer 


THE NEW WASHING machine de- 
signed for the small-home market and 
being manufactured by the Hoover 
Co., North Canton, Ohio, is a radical 
departure from the company’s regular 
line of vacuum cleaners. 

The small washer is of the wringer 
type, and is unusually low in height. 
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News K 


Timely items relating to dealers, light and 
power company sales departments, electrical 


wholesalers, manufacturers and their agents. 








Norge features washer, 
dryer versatility 


NORGE’s all-fabric Time - Line 
automatic washer and dryer is the 
focal point of the company’s show- 
ing at the Chicago summer mar- 
ket, which began on June 22, H. L. 
Clary, vice-president in charge of 
sales has announced. 

The firm is emphasizing the 
ability of the washer and dryer, 
called the Laundry Maids, to handle 
all washable fabrics, natural or 
synthetic. 

Norge has announced that they 
expect orders for gas and electric 
models of the new dryer, now going 


into national distribution, to match 
or exceed initial production of the 
appliance. The company’s dryer 
dries with heat or air, with or 
without tumbling. 

Also on display at the Furniture 
Mart is Norge’s complete line of 
washers, freezers, refrigerators, 
gas and electric ranges, and water 
heaters. 


Southern Agencies extends 
representation area 
SOUTHERN AGENCIES, Inc., 404 
Orchard St., Niles, Ohio, now rep- 
resenting Trade-Wind Motorfans, 


EXAMINE NEW BROCHURE—W. R. Jontz and C. S. Smale. both of the 

Jontz Manufacturing Co., look over their new brochure describing the com- 

pany’s line of TV installation accessories, at the Electronic Parts Show held 

at the Conrad Hilton Hotel in Chicago recently, The Jontz display for the 
show is in the background. 
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Inc., of Los Angeles, in the 16 coun- Mr. Dealer— 


ties of Western Tennessee, includ- 
ing the city of Memphis, will extend e 

its representation, according to a meg CW Cf) IS and 
recent company announcement. 


The new enlarged territory will & i * 
include Southern Ohio, Southern In- Ul ery/ce TO, / 


diana and the state of Kentucky. 


CBS-Columbia appoints 
Little Rock distributor 


ROLAND D. PAYNE, manager of 
sales of CBS-Columbia Inc., TV set 
manufacturing subsidiary of the 
Columbia Broadcasting System, has 
announced the appointment of Cren- 
shaw-Baine Co., 714 East 4th St., 
Little Rock, Ark., as distributor for 
CBS-Columbia television and radio ss 


receivers in the Little Rock market- cal « = \\) 


ing area. 
CGS =-h 


Rig 


Bendix and Crosley 
distribution consolidated 


VicTOR EMANUEL, chairman and 
president of Avco Manufacturing 
Corporation, has announced that 
effective immediately the distribu- 
tion of appliances and television 
and radio sets of the Crosley Divi- 
sion and laundry and kitchen ap- 
pliances of the Bendix Home Ap- 
pliances Division, will be consoli- 
dated under the supervision of a 
single distributor organization. 


To implement thie new sales | NOW AVAILABLE FOR SERVICE & MODERNIZATION 


policy, the Crosley and the Bendix Watch customers come flocking when they super high-speed unit and pick up some 
Home Appliances Divisions will be find out you stock the Super High-Speed easy business servicing and modernizing 
. Chromalox Rockets! With all the emphasis electric ranges. Units install in minutes 
consolidated under one manage- on high speed cooking, homemakers . . . &@ screw driver and pliers are the 
ment with headquarters at Cincin- have wanted a High-Speed Unit! Now for only tools you need to make a fast and 
nati, Ohio. the first time—you can offer them a really easy profit! 


James D. Shouse, one of Avco’s 
senior vice-presidents, who pres- “a a 
ently heads all Crosley operations 2D) , ~ 
in both manufacturing and broad- y, } ’ 
casting and is a director and mem- Ai | =f See 
ber of the executive committee of f — =~ 

. (FRR 
Aveo, will be general manager of A Tt Joke) 

s F A 
the combined operations. ?) \ 

William A. Blees, vice-president ; 

} 
HEAT SAVER TIME-SAVING SERVICE 
of Aveo and general sales manager 








STOP-WATCH SPEED 
sf a ‘ ‘ Time it and see! The Super 
of Crosley for the past four years, High-Speed Chromalox 
will join the top executive staff of Rocket beats ordinary units 
all the time, every time in 
cooking speed. 


Chromalox "2-Units-in-1" | Only a few adaptor rings 
fits heat to small utensils, | are necessary to fit the com- 
saves up to 45% of elec- | pletely assembled Chrom- 
tricity cost, keeps kitchen | alox elements to all range 
degrees cooler. | tops. 


J ee 


Aveo in New York, concentrating 
on distribution and merchandising 


problems for the corporation. e “ 

Hector J. Dowd, vice-president The only super high-speed range unt L poh 
and director of Aveo, who has been . 
general manager of Bendix Home for All electric ranges DISTRIBUTORS 
Appliances Division in South Bend WRITE FOR ROCKET DATA SHEET AND SALES HELPS 


will return to the executive staff 
in the New York office. ’/ EDWIN L. WIEGAND COMPANY 
Parker H. Ericksen, formerly ClAlROM MALOXK 7600 THOMAS BLVD. PITTSBURGH 8, PA. 


( I : I Atlanta 5. Ga.; 711 «6 mer St 
Dallas 1, Texas; Houston 3, Texas; Fulsa 14, Okla.; 
r fe « f I I Charlotte 2, N. ¢ 








= 














general sales manager of Bendix 
Home Appliances, will become di- 
rector of sales for products of both 
Crosley and Bendix Home Appli- 
ances, and will make his headquar- 
ters in Cincinnati. He has just 
been elected a vice-president of the 
corporation. 


Crosley features 
remote control 


A NEW LINE of 30 television re- 
ceivers equipped with a new engi- 
neering feature designated the 
“Picture Sentry,” was unveiled re- 
cently by the Crosley Division of 
Avco Manufacturing Corp. The 
new “Picture Sentry” is designed 
to eliminate outside interference 
and reduce the need for manual 
tuning. 

Crosley also introduced a commer- 
cially-produced electronic remote- 
control television-radio-phonograph 
combination, which will be avail- 
able for fall delivery. This new de- 
vice provides complete chairside 
control over VHF and UHF tele- 
vision reception, AM and FM radio 
tuning and phonograph operation. 

The 1954 line ranges in screen 
size from 17 to 27 inches. Four 
models have 27-inch screens and six 
have 24-inch screens, including cus- 
tom TV-radio-phonograph combina- 
tions and deluxe consoles. A total 
of six combinations is available in 
27, 24, and 21-inch screen sizes. The 
complete line includes four 17-inch 
table models and two consoles; four 


GOOD USE FOR OLD TRADE-IN’S—Old and discardable trade-in’s, even in 


automatic washers, are worth a lot more than junk, when they are so far 


gone they cannot be resold. One 


way is to salvage still usable parts 


for the repair department and to repaint or re-finish the shell itself and 

use it for roadside advertising as Denton Appliances, at Stillwater, Oklahoma, 

has done in the above sign. The old shell provides a three dimensional 

effect for front and back of the sign as well as a more forceful advertising 
presentation. 


21-inch table models and ten con- 
soles; six 24-inch consoles; and four 
27-inch consoles. 

The 20 custom and 10 deluxe 
models are available with complete 
all-channel tuning, and in addition 
VHF models can be easily converted 
to UHF in the home. The Crosley 
line features wood cabinets for all 
models, and improved circuit design 
pays particular attention to both 
audio tone and video brightness and 
fidelity. 


Complete home entertainment is afforded with the 21-inch Crosley television, 
and AM-FM radio and a three-speed record player from the 1954 Crosley line. 
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Household washer sales 
remain unchanged 

Factory sales of standard-size 
household washers in May were 
virtually the same as in the preced- 
ing month, totaling 286,515 units 
compared to 288,474, a decrease of 
.6 per cent (six-tenths of one per 
cent), according to figures for the 
membership announced recently by 
the American Home Laundry Manu- 
facturers’ Association. May sales 
were up 34.1 per cent over 213,668 
units sold in the same month last 
year. 

Sales of automatic tumbler dry- 
ers aggregated 32,867, an increase 
of 15.1 per cent over 28,556 in the 
preceding month and 14 per cent 
more than 28,812 in May, 1952. 
Automatic ironers sold totaled 9,323 
units, off 33.8 per cent from 14,080 
in April and down 26.3 per cent 
from sales of 12,652 in May, 1952. 


Bendix TY. radio line 
to New Georgia firm 


APPOINTMENT of the J.H.S. Dis- 
tributing Company of Atlanta as 
the Georgia representatives of the 
Bendix Television and Radio Divi- 
sion, Bendix Aviation Corporation 
has been announced by A. E. Welch, 
assistant general manager of the 
Division. 

The distributing company will 
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handle the complete Bendix TV and 
radio line and will also service sev- 
eral hundred Georgia dealers from 
its Atlanta headquarters. It is a 
newly formed firm of which James 
Simpson is president and W. T. 
Hayes and C. L. Jones are vice pres- 
idents. The three executives have a 
total of 49 years of experience in 
the appliance field. 


Says planned obsolescence 
proving key sales factor 

PLANNED obsolescence of appli- 
ances is one of the most provoca- 
tive issues facing the major appli- 
ance industry, the New Orleans 
Electric League was told recently. 

“The American public has been 
conditioned to demand something 
new in every appliance purchase it 
makes,” Herbert A. Warren, man- 
ager of distribution for the General 
Electric Major Appliance Division 
at Louisville, Ky., said. 

Speaking on “Targets of Oppor- 
tunity” at the annual League con- 
vention, Mr. Warren said that the 
industry must always be in a posi- 
tion to supply that “something new” 
for the consumers’ demands. 

“Planned obsolescence is already 
proving to be a key factor in all 
sales campaigns and retail activity,” 
he stated. “There are not many 
people left who are content with 
last year’s model of anything. As 
simple proof of this we need only 
to mention that two out of every 
three refrigerator sales involves a 
trade-in. Yet the average refrig- 
erator traded in is 14 years old. 
Compare this pattern with the 
trade-in habits of automobile own- 


ers.” 





Before You Stock 


ane Top Brande 


of Portable Electric Radiators 


— 


ranks first | 
on 
every count 
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[CONCO RADIATOR | 5 Section 


FEATURES 





Radiator 


§ Section 
Radiator 


Pee ae 
10 Section i 
Radiator | 





Retail Price 


$29.95 


$34.95 


$39.95 | 





i 


Capacity — Watts 


850 


1320 


1600 





CONCO 


4 


BTU-Hr. 


2900 


4500 


5450 





| 


Equivalent Sq. Ft. 


of Steam Radiation 


18.75 


22.7 





| Weight 


29 Lb. 


32 Lb. 





Heating Up Time 


5 Min. 


5 Min. 





Water Required 


None 


None 





Carrying Handle 


Yes 


Yes 


Yes 





| 
I 
i 
| 
q 


Drying Rack 


Yes 


Yes 


Yes 





Safety Devices 


None Needed 


None Needed 


None Needed | 





Size: Height x 
Width x Length 


23x 7x 12's 


23x7x19_ 





Colors: 


Hammerloid Finish |Gray or Green 


Gray or Green 


| 221s] 


Gray or Green | 





U.L. Approved 


Yes 





| Current 


DEALERS: Use this Conco “Fact-Chan” to compare 
leading radiator lines— model for model, feature for feature. 


3 models - 2 colors 


to retail 
as low as 





AC or DC 


Yes 





Yes _] 





| atoroc | 


AC orDC 


for 
5-Section 


Model 


We took the STEAM out of radiator design 


Mr. Warren also stressed price as 
an important factor. The “right 
price,” he declared, “must offer 
profit enough to serve as an incen- 
tive to those who distribute and 
sell the merchandise.” 

He cautioned that the current 
buyers’ market requires an im- 
mense amount of sales effort within 
the industry. 





8 Section Mode! 





5 Section Model 


10 Section Model 





“Pure salesmanship is at a pre- 
mium,” he said. “We have shown 
our genius in production—ncw we 
must demonstrate that we can sell 
with equal genius. 








“Thirty-five million married 
women in the United States con- 
stitute our greatest market,” he 
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and look what we got: lighter weight, smaller 
size, greater capacity, faster warm up, better 
safety, and LOWER PRICES. Use this “check 
chart" to compare Conco with any other line 
— point for point, model for model. Then see 
your jobber and get the Conco line on your 
floor early. It's packed with sales punch — 
three sizes, two colors, three prices, a winner 


on every countl 


CONCO ENGINEERING WORKS 


Division of H.0.Conkey & Company - Mendota, il. 





AFFILIATES 
Conco Building Products, Inc. — Brick, Tile, Stone 
Conco Materials Handling Division — Cranes, Hoists 


While us ot see your jobber for complete information. 
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said. “About 10 million of these 
women or ‘working wives’ who al- 
ways stand in need of ways and 
means to lighten their double duties. 
Ninety-two housewives in every 100 
have no assistance in running their 
households. They are constantly 
seeking to reduce their routine bur- 
dens. We must visualize a million 
brand new homes being built this 
year to accommodate family units 
which are ready and willing, for 
the most part, to experience the 
rewards of the electric way of 
life.” 


Dealers told how 
to serve community 


APPLIANCE DEALERS generally do 
not capitalize adequately on their 
role of businessmen who help peo- 
ple to live with labor-saving, sanita- 
tion, convenience and _ necessity 
items, Wallace Johnston, president 
of the National Appliance and Ra- 
dio-TV Dealers Association, told 
members of the Wichita Appliance 
Dealers Association recently. 

“We have to take inventory of 
ourselves to see whether we have 
the public acceptance in our com- 
munities that we deserve, and if 
we haven’t we should do something 
about it,” he said. 

“We should give good service to 
gain the confidence of the public 
we serve, so that it will have the 
proper respect for us; our products 
and our reputations are no better 
than the service with which we back 
up our sales. 

“We should thank the public for 
the opportunity to serve it. Too 
many of us take things for granted 
and do not follow through with all 
the courtesies and kindness that 
should be shown the customer. Let 
them know that you appreciate their 
business. 

“Some of us are lax about work- 
ing for community causes, chari- 
ties, church and civic groups. Your 
customers and your employees re- 
spect you for such activities. 

“This work must not interefere, 
however, with maintaining firm con- 
trol over your business operation,” 
he said. “To make money in this 
business, you have to be your own 
boss, know your business, know 
your costs, have a plan, have a bud- 
get and know and understand your 
people. 

“You should know what appliance 
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is most foolproof and which item is 
service free. Today’s cost of ser- 
vice warranty work sometimes fools 
us and takes all the profit out of 
our sales. 

“We, as dealers, should listen to 
the complaints of our customers 
and not evade them. They can teach 
us more about our products, our em- 
ployees and our customers. 

“We have to be better dealers to 
overcome the dilemma our business 
is getting into this year because of 
heavy production, shifting brands 
and products, varying emphasis on 
merchandise types in established 
lines and markets that can’t be 
measured accurately by yesterday’s 
or last year’s volume. 

“We are going to have to know 
our costs, chart our own courses 


E. A. Lindemann, president and 
general manager of the A. J. Linde- 
mann & Hoverson Co., has announced 
the appointment of Anthony Celio as 
sales promotion manager of the com- 
pany. Experienced in both the retail 
and wholesale appliance field, Mr. 


Anthony Celio 


Celio recently transferred from a 
wholesale distributor in the West. A 
graduate of the University of Utah, 
he is a member of Beta Gamme Sigma 
and Phi Kappa Psi business fraterni- 
ties. 


James P. McMahon has been ap- 
pointed to the newly created position 
ef merchandise manager, according to 
Frank A. Ballman, general sales man- 
ager of the Thermador Electrical 
Manufacturing Company of Los An- 
geles. 


carefully with our fellow dealers’ 
help, and follow a strict profit-mak- 
ing pattern this year if we expect 
to go through it without losses. 
This year, more than for many in 
the past, the manufacturers, dis- 
tributors and other suppliers need 
us and we should be in command of 
our businesses to such an extent 
that we know exactly our inventory, 
our financial position, our sales ex- 
pectancy and our over-all opera- 
tion. Then their trust in us will 
be well placed and our capacity to 
strengthen our brands’ reputations, 
our community acceptance, our em- 
ployees’ security and loyalty, and 
our own businesses’ health will be 
great. We will have proved our 
worth by showing our abilities to 
boss ourselves.” 


FACES 


Mr. McMahon is well known in elec- 
trical merchandising and until re- 
cently was vice-president of Gough 
Industries, Inc. 


A. Raymond Bermond has been 
named advertising manager of the 
radio division of the Hallicrafters 
Company, precision radio, television 
and communications manufacturers, 
John S. Mahoney, director of adver- 
tising, has announced. 

Prior to his new appointment, Mr. 
Bermond was assistant advertising 


A. R. Bermond 


manager for the company. Before 
joining Hallicrafters, he was a pro- 
duction manager and assistant ac- 
count executive for the Advertising 
Producers Association of Chicago. He 
began his advertising career in 1947 
with Reincke, Meyer and Finn, Chi- 
cago. 
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Universal— 
Christmas display 


LANDERS, FRARY, AND CLARK, New 
Britain, Conn., has designed and pre- 
pared a gaily colored Christmas tree 
display to feature Universal electric 
housewares. 

Designed for use on the counter, the 


Christmas display features a gift- 
wrapped box upon which stands a 
Christmas tree. 


Whirlpool— 
Point-of-sales poster 


FOURTH IN A SERIES of point-of-sale 
posters designed for Whirlpool Corpo- 
ration, is a four-color, 24 by 36 inch 
pictorial sketch of the amount of lift- 
ing a housewife does to line-dry the 
average weekly wash. 

“How tired can you get?,” asks the 
headline, as the copy tells of the tre- 
mendous amount of work involved in 
drying clothes on the line. Figures 
used in the poster are based on ex- 
tensive studies made by Whirlpool 


how fred can You 


ORYING THE WEEKLY WASH FOR 
THE AVERAGE FAMILY A HOUSEWIFE 
: DOES ENOUGH WORK TO LIFT... 
‘ @ 2000 Ib. horse 
i \ 12 ft. 
‘ 
on 


home economists of the amount of 
stooping, stretching and lifting women 
do in hanging up the week!y wash 
on the line as compared to using an 
automatic clothes dryer. 


Tropiec-Aire— 
Merchandising aids 


WITH HIs INITIAL order, the retailer 
of Tropic-Aire, Inc.’s, new line of 
electric sheets receives from the man- 
ufacturer a wrought-iron floor dis- 
play, a spacesaving counter display, a 
visual self-selling manual, a combina- 
tion fact finder and swatch card, a 


full color consumer folder on electric 
blankets and sheets, and an easy-to- 
use cut and mat folder. 

Highlight of the dealer helps is the 
floor display which is designed to fill 
a minimum of space. It holds six 
blankets, sheets and Comfortrols, and 
is equipped to display literature and 
swatches. 

Tropic-Aire, Inc., is a subsidiary of 
McGraw Electric Co. 


Electromode— 
Heater display 


A NEW, ATTENTION-GETTING, colorful 
display, designed to hold four Elec- 
romode heaters, is currently being 
offered free to dealers, according to 
an announcement made by the Elec- 
tromode Corp., Rochester 3, N. Y. 

Commanding in appearance, the dis- 
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RECEPTION coe 





SHARPER PICTURE 
BETTER 22 acoumd 
PERFORMANCE! 


CHANNELS 2 TO 83 


te 
Re Na 


METROPOLITAN AND | 


PRIMARY AREAS | 


BE ‘“‘ALL SET’’ WHEN. UHF 
fee] |> me leme dell] Bei a 4! 





© One lead-in wire for all channels. 

® Reception up to 50 miles, depending on 
terrain and power of transmitter. 

® Quality construction throughout ...double 
plate dipole holders . . . heavy cast alum- 
inum mast clamp... heavy gauge aluminum 
cross arms...7 16” aluminum tubing for 
extra strength and long life...micarta in- 
sulator. .. over-all lightweight and partial 
pre-assembly mean easy assembly anc 
erection. 

The “best by test’... according to lead- 
ing technicians in areas now receiving 
both UHF and VHF! No matching 
pads or isolation filters ... no coils o1 
condensers which tend to cut down 
signals and increase cost of installa- 
tions. K-T engineering has eliminated 
the “bugs” and the possibilities of fre- 
quent service call-backs. 


——— 


i 
~.T Ant 





KAY-TOWNES 


ANTENNA CO. 
BOX 586, ROME, GA. 





play stands six feet high and is 3% 
inches deep. It is sturdily built of 
masonite; has a platform base, and 
is self-supporting. It is designed to 
feature the small wall models for bath 
and small rooms, wall model for large 
rooms, and the newly-redesigned large 
room portable heater, which stands 
on an island of the display. Topping 
the display is an illustration of the 
Electromode heating element. 


& 
Whirlpool— 
Training booklet 


“TELL ’EM and you'll Sell ’Em,” a 
4%” x 7%” pocket-size training book- 


let containing three timed sales pres- 
entations, has been distributed to more 
than 17,500 dealer saiesmen by Whirl- 
pool Corp., it was announced recently 
by sales manager John M. Crouse. 

Designed basically as an aid in 
selling Whirlpool deluxe automatic 
washers, the booklet contains three 
“sales clinching” demonstration talks 
of three, 10 and 30 minutes duration. 

During the 10 and 30 minute demon- 
strations, 17 “most wanted features” 
of an automatic washer, as exemplified 
by Whirlpool, are compared with an 
average of only two of these features 
found in 12 other well known brands. 
Competitive brand names are not re- 
vealed. 


Prdut Parade 


Portable heater 


ANNOUNCEMENT has been made 
by the Electromode Corp., Rochester 
3, N. Y., that their small room all 
electric portable heater is now avail- 
able with built-in thermostat for auto- 
matic temperature control. The new 
model brings added convenience to the 
user and embodies all the quality fea- 
tures of the manually operated model. 


It has the Electromode cast-alumi- 
num heating element with no exposed 
hot wires or glowing coils and the 
automatic safety switch, which elimi- 
nate any danger of fire, shock or burn. 
Louvers of the scientifically designed 
grille are pitched to spread fan- 
forced warmed air out into the room 
at floor level. 


€ 
Fryer-cooker 


THE FIRST electric fryer-cooker ever 
offered by the Broil-Quik Co., 2330 
Fifth Ave., New York 37, presents 
many new features, according to a 
spokesman for the firm. 

The unit has a tapered shape, which 
permits the largest amount of shorten- 
ing to remain on top, where most deep 
frying is done. Heating elements are 
located to prevent intense heat from 
scorching any food that may settle 
at the bottom. 
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Made of perforated brushed alumi- 
num, instead of the usual wire, the 
new basket helps keep food particles 
from dropping into the frying well, 
and is easier to clean. Simply by re- 
moving the baskét, the unit becomes 
an extra-roomy electric cooker. When 
used for frying, it will hold up to six 
pounds of shortening. 


© 
Automatic washer 


THE BARTON Corp., West Bend, 
Wis., has announced the addition of a 
new automatic washer to its line of 
conventional washing machines. The 
company reports that their new 
washer is completely automatic in 
every respect. 

Maximum capacity of the new auto- 
matic is nine pounds of dry clothes. 
The clothes are washed by means of a 
high efficiency bakelite agitator. Rins- 
ing cycles include a deep power rinse 
and three spray rinses. Complete cycle 
time is variable from 15 to 31 minutes, 
depending on the washing time se- 
lected. Vibration is kept at a mini- 
mum by a method of water balancing 
the load during the spin cycle. 


Portable sound system 


THE SOUND DivISsION of the Webster 
Electric Co., Racine, Wis., announces 
the addition of the SS-464 Portable 
Sound System to their line. This unit 
is ideal for use by musical organiza- 
tions or lecturers in areas such as 
auditoriums, club rooms and parks. 

The SS-464 consists of two speakers 
mounted in a split-type carrying case 
of %-inch plywood covered in black 
and white “no scuff” plastic. There 
are bumper feet at all bottom corners 
of both speakers. 

The speakers are 10-inch Alnico V 
type with a voice coil impedance of 
8 ohms and a magnet weight of 6.8 


ounces. Each speaker has a 25-foot, 
rubber-covered cord with a 4-prong 
plug for connection to an amplifier. 

A sliding shelf at the bottom of the 
cases holds either a 15 or 25-watt 
amplifier while a shelf at the top of 
each case-half allows for storage of 
microphones and extension cords. Am- 
plifier purchase is optional. 


New refrigerator model 


THE CROSLEY Division of Avco 
Manufacturing Corp., has announced 
an addition to its 1953 line of Shelva- 
dor refrigerators. 

The new model features five deep 
shelves in the door, a butter compart- 





ment, full width sealed crisper, con- 
veniently arranged, adjustable  in- 
terior shelves, a large 50 pound across- 
the-top freezer chest and interior 
“Sea-Mist” color styling. 

Company officials have stated that 
the new refrigerator, Model SE-11, is 
ideally suited to department store and 
furniture store refrigerator merchan- 
dising. 
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Eleetrie churn 


SOUTHERN ELECTRIC PRODUCTS, 
Anderson, S. C., recently announced 
the introduction of a new model elec- 
tric churn to their line. 

The new churn, Model J (Deluxe 
Junior), is a three gallon economy 
model. The unit is white enamel, and 
has a quiet, fan-cooled motor, is rub- 
ber mounted and oiled for life. A six- 
foot cord and switch are mounted on 
the motor. 

The unit has a faster action, three- 
blade propeller type dasher which is 
adjustable with thumb screws. 


Multi-speed liquidizer 


KNAPP-MONARCH Co., St. Louis 16, 
Mo., has announced the introduction 
of a new multi-speed liquidizer, which 
the company reports provides greater 
control over the consistency of the 
blend without guess work. 

The appliance has a_ slideswitch 
dial for each liquidizer operation: 
liquefying, pulverizing, shredding, 
blending, spreads, pureeing, dressing, 
shaving ice, chopping, grating, milk 
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peu ttepeal to Souther Pride 


Being from Memphis, | know the fierce pride of the South, the inherent dignity 
of our people, and our capacity to stand bravely for what we know is right. 


| know that we'll fight hard for the cause of decency. That's why this 
special appeal to you, as an appliance and television dealer and service 
firm of the South, to join your fellows from all over the country in NARDA— 
the National Appliance & Radio-TV Dealers Association—and its nation-wide 
campaign to 


GIVE MEANING 
TO FRANCHISES 


We're upgrading our operations . . . increasing our salespower 
. . . defining our individual loyalties to our brands . . . disasso- 


ciating ourselves from those who do not conform to high ethical 


standards . . . and striving to strengthen those who do. 


Because together we can bring to this industry of ours the stature we know 
it should have, | hope you'll accept this invitation to join today. 


Sincerely, 


Wallace Yokuston 


NARDA President 





MR. WALLACE JOHNSTON 
760 Union Avenue 
Memphis, Tennessee 


We're with you in NARDA and the things it stands for. 
By Position 
Firm 


Street Address City 


DUES SCHEDULE 


lf dealer volume in retail sales of y Or, if paid 
appliances, radio, TV and service is u G semi-annually 
Fe ii iccnsecatantesccicccenssceiss $12.75 
(J 50,001 18.25 
100,001 ' 25.50 
250,001 38.00 
500,001 100 51.00 


Check is attached for: Year's dues Semi-annual payment 
Bill me for: One year Semi-annual payment 
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“ON TOP 


—= OF-THE-STATION 
== RECEPTION” 
ee 
_ FRINGE 
AREAS 


These “BIG JACK”’* Antennas are performing with 
outstanding success in many areas. Near-station instal- 
lations of the BJ-1 provide a higher gain and clearer 
picture on all VHF channels in range. The BJ-2, for 
fringe area installations, has provided excellent recep- 
tion where other antennas have failed. 


Kay-Townes superior 
constructions and en- 
gineering details plus 
fringe area ‘““Know- 
How” make the BIG 
JACK series the greatest 
high-gain VHF anten- 
nas ever built. 


CHANNEL NUMBER 


BIG JACK 
ANTENNAS 





2072—Window and Attic Fans. Two new bulletins on 
window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La. 
A new line of 20”, 24” and 30” .2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 


2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc., Home Appliance Dept., 1620 Central Ave., Minne- 
apolis 13, Minn. 

2092—Air Circulators and Window Fans. The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans is illustrated and described in a series of 
two-color catalog sheets and envelope stuffers available 
to the trade. A Special Sales Manual containing product 
and sales information is available for use by dealers han- 
dling Kisco Products. Kisco Company, Inc., 2400 Dekalb 
St., St. Louis, Mo. 


2108—Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 


heat Push-A-Button electric’ ranges. Write Coolerator, 


Duluth 1, Minnesota. 


2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 
for every room in the house and other applications are 
described. 


2116 — Replacement Heating Units. Information and 
specifications on how to sell, order, and install the line of 
electric range and water heater replacement units, are 
contained in the new Replacement Unit Manual No. 6, 
which has just been released by Tuttle and Kift, Inc., 1823 
N. Monitor Ave., Chicago 39, III. 


2118—Fans. The 1953 Robbins and Myers Fan Catalog 
contains 16 pages featuring fans for every purpose. Illus- 
trations, tables, and text furnish information on uses, ca- 
pacities, installation, and features of the window, floor, 
ceiling, oscillating, and ventilating fans, the circulators 
and automatic shutters of the 1953 Robbins and Myers line. 
—* &*Myers, Inc., 387 So. Front St., Memphis 2, 

enn. 


2140—Ventilating Equipment. Catalog illustrating com- 
plete line of ventilating equipment including Pedestal, 
Wall and Ceiling fans, Exhaust Fans, new reversible win- 
dow fans, blowers, shutters, etc. Write to Frigid, Inc., 
98-168-32nd Street, Dept. E. S., Brooklyn 32, New York, 
for your free copy. 


: 2142—Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and elec- 
trie models are explained. 


2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 


_2150—Apartment-Size Electric Range. Complete spe- 
cifications on the State Pride apartment-size electric 
range, manufactured by State Stove & Mfg. Co., 509— 
25th Ave., No., Nashville, Tenn., are contained in a new 
two-color catalog sheet. The stove is illustrated, and 
many consumer advantages are listed. 


2154—Rancher Fan. The “Niteair” Rancher, a com- 
plete package unit designed for ranch-type homes with 
low-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di- 
mensional drawings and specifications. 
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2156—Combination Portable Window Fans. Three sizes 
of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
No. 615 available from The Lau Blower Co., Dayton 7, 
Ohio. Model 1252 is designed for casement windows, as 
is Model 1652, which is 2 inches larger. Model 2052 is 
a new window fan with side expanders. Variety of uses 
for all three fans is included in the folder. 

2162—Fans and Blowers. Fans and blowers for every 
requirement are described in Catalog No. 400 of Chelsea 
Fan & Blower Co., Inc., Plainfield, N. J. Illustrations of 
each unit are accompanied by a listing of features, 
specifications, and dimensions, as well as cross-sectional 
drawings on many models. 

2164—TOWERS & MASTS FOR TELEVISION & 
RADIO. By writing to the Jontz Mfg. Co., 1101 E. Mc- 
Kinley, Mishawaka, Indiana interested persons may procure 
information on a full line of Towers & Masts for TV and 
Radio installation. The Jontz Mfg. Co. also produces Guy 
Rings, Roof Mounts, and steel tubing. All materials are 
heavily zinc-plated & chromate dipped for great rust-re- 
sistance. 

2168—Television Antennas. Literature is now available 
from Kay-Townes Antenna Co., of Rome, Ga., describing 
the eight models in their line of television antennas which 
includes conicals, broad band, broad band fan, twin driven 
V’s, twin driven conicals, a broad band for metropolitan 
use, and a new high gain model, called the “Big Jack.” The 
company also carries a line of mounting accessories. 

2170—Manitowoc Upright Freezers. New features of 
Manitowoc Freezer Models 18.5 and 14 include Watching- 
Eye warning light which burns continuously unless power 
fails or freezer temperature rises 15° above thermostatic 
setting, floating type inner door to eliminate warping, and 
other improvements in construction and styling. Further 
information available from Manitowoc Equipment Works, 
Manitowoc, Wis. 

2174—Evaporative Air Coolers. A four page catalog 
sheet, completely illustrating a complete line of evapora- 
tive coolers from 1400 CFM fan units to 15,000 CFM 
blower units. Featuring a 2000 CFM self-contained blower 
window unit, no water or drain connections necessary. 
Now available from National Engineering & Manufactur- 
ing Company, 519 Wyandotte Street, Kansas City, Mis- 
sour}. 

2176—Ventilating Equipment. Acme Equipment Co., of 
Muskogee, Okla., is currently offering a loose leaf catalog 
giving information on its line of attic fans, ceiling and 
wall shutters, industrial fans, and air conditioning units. 
The information includes photographs and diagrams, 
specifications, descriptions, and dimensions. 

2180—Roof Exhausters. A catalog page has been issued 
by the Acme Equipment Co., of Muskogee, Okla., which 
describes the company’s “Skymaster” Roof Exhausters. Of 
the belt drive, propeller type, the exhausters are designed 
to feature certified performance, non-overloading blades, 
galvanized steel housing, corrosion resistant finish, quiet 
operation, ball bearing fan and motor. Each of these is dis- 
cussed in information in the catalog page, which also gives 
specifications. 

2182—Decorative home lighting. The Glatthar Lighting 
Co., 949 East 72nd St., Cleveland 3, Ohio, has recently 
issued its new fully illustrated catalog of home lighting 
fixtures. Colors and sizes of the fixtures are given along 
with illustrations of their possible applications. The book 
also contains information on specialty items, replacement 
glassware, and sales helps available to Gl _— ar dealers. 

2184—Electric Fans. A well illustrated, 12-page catalog 
of Meier fans showing the complete line at includes 
window, portable, man-coolers, direct-driven exhaust, and 
attic fans. Specifications and dimensions are included. 
Meier Electric and Machine Co., Inc., 3525 East Washing- 
ton Street, Indianapolis, Indiana. 

2186—Christmas Decorative Lighting. Full color cata- 
log of unique Miller Originals for inside and outside light- 
ing for homes, businesses, schools, public buildings. New 
1953 issue just off press. Availab le now by writing to 
% 7 ES, Miller Electric Co., 120 Main St., Pawtucket, 

2188—Electrical Specialties. Latest catalog of al! types 
of wires, fuses, cord sets for every appliance and various 
industrial uses. Custom-made, color- harmonizing cord sets 
for all appliance needs. Special items engineered to blue- 
prints. Write Dept. ES, Miller Electric Co., 120 Main St., 
Pawtucket, R. I. 
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- EVER BUILT! 
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RECEPTION! 


Original, revolutioné 2. 
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fy N. Bailey of Mobile 
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ith for a good perfor- 


1 all-channel 
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Y-TOWNES 
ANTENNA CO. 


BOX 586, ROME, GA. 





shake, batters, baby food, whipped 
cream, etc. 

This liquidizer has a two-piece 
cover, the smaller inside cap removing 
separately to allow for addition of 
ingredients while the blades are in 
motion—without splashing. The blades 
are of sharp surgical steel, pitched to 
break up the tissues and fibers of 
fruits, vegetables, meat and fish in 
seconds. 

The hexagon shaped bowl assures 
return of ingredients again and again 
into the path of the whirling blades 
for whirlpool mixing. The clear glass 
provides for easy watching of the 
action. 

The machine’s motor operates quiet- 
ly, the company reports and the appli- 
ance cleans itself quickly by operating 
for a few minutes with soapy water 
in the container. 


Mass demonstration 
(Continued from page 97) 


man present. He was instructed 
NOT to try and sell. He was there 
to discuss and make follow-up ap- 
pointments with those who re- 
quested it. 

This year we had no favors to 
pass out, with the exception of 
a few pieces of sales material 
the customers picked up if they 
wanted it. 

The demonstrations proved to be 
a sensation. News quickly got 
around that at the Corral’s booth 
there were no salesmen lurking 
around to spring out and snatch a 
prospect. One could safely, without 
fear of a sales talk, watch and 
learn from the two girls demon- 
strating. ' 

Our booth was set up just as a 
good-will gesture. Anticipating 
nothing, we couldn’t be disap- 
pointed. But women, after they 
had their curiosity satisfied, wanted 
more information. Demonstrators 
referred them to the salesman, who 
answered their questions about ac- 
cepting trade-ins, and advised the 
women they were not allowed to 
try and close any sales. But, if 
they so desired, they would be glad 
to arrange for a home demonstra- 
tion, come out and look at what 
they had to trade-in and make an 
appraisal. 

Forty-nine sound leads resulted 
Within three weeks following the 
close of the Trade Show, we had 
sold seven machines. These ma- 
chines are priced right at $300.00. 

But what is just as important, 
we have had a great many people 
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take the time to either drop in or 
phone us to comment on tne fact 
we did not try to seil them any- 
thing from tne booth. Many of 
these peopie had a iascination for 
une demonstrators’ nimble fingers 
and tneir skiil. But they had no use 
1or a sewing machine. Une woman, 
in particular, got such a kick from 
watching the demonstrators, she 
came in and spent over a thousand 
dollars with us, buying a deep 
freeze unit, an electric stove, and 
vent fans. That is how much no 
selling impressed her. 

Aside from the machines we sold 
as a direct result from our booth, 
the good will we engendered for 
ourselves made the cost of the 
booth one of the best promotional 
jobs we ever entered into. It has 
resulted in opening nine new ac- 
counts, plus four cash sales, which 
includes the one for over a thou- 
sand dollars. 

And we enlisted accounts from 
people in the higher income 
bracket. Direct evidence, these type 
people have a strong resentment 
for the old pitchmen’s routine... 
gathering a crowd to sell them on 
the spot. The old guises, like old 
styled clothes, are quickly recog- 
nizable. 

There is a time and a place for 
everything. Our organization is 
definitely sales minded, but trying 
to welcome people with one hand, 
and fending them away with the 
other, just doesn’t pay off. 

From now on, we will be in every 
show—not to sell—but to demon- 
strate what we have to sell. Those 
who want what we have, we know 
for a certainty, will look us up 
when they are ready to buy. Then 
we will perform our selling job. 


Appliance demonstrations 
(Continued from page 96) 


space, so important to shoppers. 
There is ample room for a large 
stock, for 2 service department and 
for display and sale of appliances 
taken in trade. 

Even Lynn S. Grogan, manager 
of the department store, proud as 
he is of its merchandising record, 
will admit that the appliance de- 
partment is somewhat in the nature 
of a showcase where only samples 
are kept. The big stock is down the 
street. 


The two stores advertise as one 
under the name Purcell’s. With 
every advertisement of an appli- 
ance, however, there is a notation 
that it can be bought at Main and 
Broadway as well as on Main. 

The store and the department 
supplement rather than duplicate 
each other. People who need appli- 
ances shop for them at the new 
store where there are many makes 
and models from which to choose. 
The display on the fourth floor of 
the big store is useful in selling 
appliances to shoppers who are 
looking for something else, for 
spur-of-the-moment purchases. Its 
accessibility is an asset. No used 
appliances are sold there, though 
trade-in allowances and budget pay- 
ment plans are the same as at the 
appliance store. 

The fourth floor department is 
particularly convenient when such 
events as the recent fall Housewares 
Carnival, held annually, are staged. 
During the week of September 15 
twenty-one items were put through 
their paces by trained demonstra- 
tors on the lower floor of Purcell’s. 
From nine each morning until five 





that Stays on the Board 


Here’s the holder that makes sense— 
it stays on the board, folds flat for 
storage. Shockproof grip holds the 
cord, prevents wear. Handy three-way 
outlet plus extension cord lets women 
iron where they wish, and plug in a 
lamp and radio, too! Out-O-Way has 
everything. Retails at only $2.49. 
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Inbuilt extension cord 
with 3-way plug. 


DAVIS Mfg. Company 


: PLANO 1, ILLINOIS 
Southeast Rep. Southwest Rep. 
H. K. Dewees Co. Don Estes 


Merchandise Mart 
Walton Bidg.,Atianta,Ga. Dallas, Texas 


Folds flat for easy storage. 
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in the afternoon the public was 
welcomed to see these items, among 
them several small cooking appli- 
ances, in action. 

This event was considered so im- 
portant that the usual advertising 
was deemed inadequate. Besides, 
Purcell’s was proud of the array 
and wanted as many people to see 
it, and to partake of the store’s 
hospitality, as possible. Mr. Dean 
of the housewares department gave 
it some added publicity when he 
talked about it on Ted Grizzard’s 
MAN ON THE STREET, probably 
Lexington’s best loved and most 
listened to radio show. This pro- 
gram is sponsored by the baking 
company whose bread was being 
used by Purcell’s demonstrators. 

Men and women came in to see 
the appliances featured, to learn 
how to cook foods on them, and to 
sample those prepared by the dem- 
onstrators. The appliances proved 
to be excellent salesmen. The 
roaster oven, in which chicken was 
cooked crusty brown without and 
oozing juice and tender within, sold 
itself to many who ate chicken 
sandwiches in the store. It also 
sold an oven cleaner which was 
used to wipe it free of grease. The 
doughnuts whipped up in the elec- 
tric mixer and cooked in the deep 
fryer were eaten with enthusiasm. 
Their lightness and fine texture 
were a tribute to the appliances 
with which they were prepared. The 
speed with which the cooking odors 
vanished, however,’ was shown to 
be due to a chlorophyll deodorizer, 
also being demonstrated. The per- 
colator which started perking in 
seconds and stopped automatically 
when the coffee was ready delighted 
coffee lovers in the crowd. The 
furniture wax used on the table on 
which coffee was spilled also pleased 
by cleaning as it polished. 

Another month Purcell’s featured 
a pertable washer which needs no 
costly plumbing installation, is six 
times faster than an automatic and 
saves on soap and hot water. Pur- 
cell’s will not sell this washer unless 
the purchaser agrees to let its 
trained personnel wash the first 
three or four loads of clothes for 
her in her home. They want to be 
sure she understands its operation 
and how to use it for best results 
every washday. 

At the annual Herald-Leader 
cooking school, Purcell’s donated a 


Hoover vacuum cleaner as one of 
the grand prizes to be awarded at 
the conclusion of the week-long 
event. The cleaner was demon- 
strated there, and the audience was 
invited to call the store for show- 
ings in individual homes with no 
obligation. 

That dramatizing appliances pays 
is evidenced in the current remodel- 
ing going on in the fourth floor de- 
partment. More room is needed for 
display, demonstration and selling. 
Once a minor department, appli- 
ances have assumed major impor- 
tance at Purcell’s. 


Promoting TV volume 
(Continued from page 93) 


tube-changing, installations, setting 
up antennas, and other uncompli- 
cated _ servicing,” Record. 
“When the job gets complex, they’re 
told to bring it in to the shop. 
“Our outside servicemen are 
hired,” he explained, “as much for 
personality, 


says 


good taste, common 
sense, and ability to get along with 
people, as anything else. Their job, 
I tell them, is to, (1) fix the custo- 


mer, and (2) fix the set. It gives 
them confidence in handling the cus- 
tomer to know that backing them is 
an expert who can iron out any ser- 
vice difficulty. 

“Relieving them of vexing service 
jobs enables the men to concentrate 
on building good will and subse- 
quent business,” he says. “We've 
hired dozens of outside men during 
the past five years before the pres- 
ent fine crew was formed.” 

Both salesmen and outside ser- 
vicemen up-to-date, inex- 
haustible knowledge of all phases of 
the product. Distributor personnel 
appear regularly at two-hour Thurs- 


receive 


day night sessions. 

have only two TV 
pointed out Walter Record, 
“we don’t have to devote so much 
of our time to product training. It’s 
a tremendous asset in my book to 
have only two lines to learn about. 
A salesman can say it and mean it 
when he says to a customer, ‘I be- 
lieve this is the best there is built.’ 


“Since we 
lines,” 


How can you say that and expect 
to impress anybody with half-a- 
dozen lines sitting around staring 
at the buyer? That makes our men, 
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share of todays building dollar by 


HOME HEATING JOBS 


contractors all over America are increasing their 


when they install, 


modern Wesix Automati lectric Wiredheat. Here, in our new 


2-page booklet designed for Modern Electric Heating, is a new 


tool to make 


those planning 
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your selling b easy. It sells home owners and 


to build or remodel on all the advantages of 


electric heating It shows them how much less it costs to 


install 


all other heating systems 


mpares operating costs and « 


mfort features with 


reveals some pleasant surprises to 


economy minded prospects 


And this new booklet is more than a selling aid, its packed with 


ideas for every 


A New Book — A New Look — at to see YOL 


modern electrical heating helps 
you to triple your share of 
todays BUILDING ROLLAR. 


(or free) 


home owner and building prospect, it tells them 


for expert installation, and help in selecting their 
Wesix system. Featured in National Advertising for l0c a copy, 
at Wesix Wiredheat dealers (this booklet is already 
bringing thousands of requests). Send for your own free copy, and 
fill in the coupon below today 


sk Mail it— display it—use it as a sales promotion 


to get more home heating jobs. 


WESIX ELECTRIC HEATER CO. Dept. 
390 First St., San Francisco, Calif. 
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salesmen—not clerks. Our display 
may not be the widest in town, but 
our normal inventory of twenty 
Philco models and eight Crosley 
sets meets the demand of our traf- 
fic.” 

When attention is centered on a 
Philco set, the staff is prepped to 
stress cabinet design and simplicity 
of operation—the fact that merely 
switching the set off and on (no ad- 
justments) does the job. Here the 
salesman frequently relates the 
story of one languid customer who 
has his set hooked up so all he 
does is flick on the light switch. 
Picture stability, the fact that it 
stays in place without flip, flop or 
flutter, are features played up on the 
Philco line. 


Practical sales training 

A sizable portion of the training 
program is devoted to tactics to be 
employed in combating what Walter 
Record pinpoints as the “three most 
common types of sales-resistant cus- 
tomers.” 

First customer-type, the dealer 
says, is the price-conscious indi- 
vidual. He realizes that he can pur- 
chase a set for $129, while the low- 
est-priced model at Record’s is $259. 
The quality tack is taken in dealing 
with this prospect, with heavy em- 
phasis on features of the set that 
point up the quality angle. “There 
is no substitute for quality,” Record 
tells this buyer, “and price is the 
worst substitute of all.” 

A second recalcitrant type is 
hipped on a particular brand of tele- 
vision set, not a member of the 
Record roster. In an attempt to 
switch him, salesmen stress reputa- 
tion and historical background of 
the Phileco company, the big strides 


the nrm nas made in its products, 
and the fact that the company builds 
a “complete” television set in its 
sixty-one factories. 

Contrary Customer No. 3 dis- 
likes television, and is literally 
dragged to the store to look at sets 
by a persistent spouse. * 

“The trial demonstration is the 
thing for him,” says Walter Rec- 
ord. ‘‘Actually, we aren’t fond of 
trial demonstrations—too many joy 
riders — though we have from 
twenty to thirty sets out on trial 
all the time, but it’s the only anti- 
dote for the indifferent prospect. 

“In following up on a trial dem- 
onstration with the anti-television 
person, we send the salesman out on 
a fight night when we catch him 
enjoying himself in an easy chair 
with a can of After the 
matches are over, we make a pitch 
for the sale.” 

“If it’s a woman who has a dis- 
taste for television,” he added point- 
edly, “we time our visit on wrestling 
night, since a large percentage of 
women in this area are rabid 
wrestling fans.” 

Sales personnel are rehearsed to 
apply three maneuvers in closing 
television sales. If an in-home call, 
the salesman asks a housewife if 
she likes a certain piece of furni- 
ture. If her reply is in the affirma- 
tive, he points out that he can sup- 
ply a television set in a cabinet that 
harmonizes with the furniture. 

“What screen size are you plan- 
ning on?” is another poser that pro- 
vides a fine opportunity to clinch a 
sale, according to Mr. Record. In 
the store, a salesman points to a set 
and asks, “Is this about what you 
are looking for?”, and if the pros- 
pect says “Yes,” he goes on to say, 


beer. 


“Would you like to decide on that 
model then?” 

Simple, straightforward, descrip- 
tive copy is a hallmark of the direct 
mail and advertising 
program under the sure-handed di- 
rection of the Approxi- 
mately $3,000 is allotted annually 
for newspaper space and $2,000 for 


newspaper 


owner. 


direct mail advertising. Because of 
the area’s low-saturation ratio on 
television, this product is awarded 
seventy-five per cent of the adver- 
tising fund. 

Service, performance, 
value and dependability are words 
that crop up repetitiously in ad 
copy. Dollar-for-dollar, the dealer 
feels he receives best results from 
direct mail, which is sent out four 
times a year. There are two mail- 
ing lists, one composed of the 6,000 
service customers; the other a 7,- 
000-name list of new homeowners. 
Reminder post cards go out to re- 
pair customers, while manufactur- 
ers’ literature is frequently utilized 
in circularizing the new homeowner 
list. The dealer makes it a point 
to get the help of the Philco sales 
representative in developing direct 
mail and newspaper programs. 

The firm’s direct mail copy is 
characterized by short, easy-to-read 
paragraphs, by plain, readable 
typography, and prolific use of 
punch lines. 

Typical example was an 


quality, 


early 
fall open-type letter sent to new 
homeowners, and printed in neat, 
distinct type, had large areas of 
white space between the paragraphs 
and on the sides, had well-indented 
(not block) paragraphs, and con- 
tained question marks and exclama- 
tion marks. Worked up at a total 
cost of $500, this particular mailing 











Sell COOL Breezes 
with BAR-BROOK * 


BREEZEBUILDER* 


Sizes for 

36” and 

Openings. 

Other Models 

30” to 54” 

*T.M. Reg. U. S. Pat. Off. 


ATTIC FANS 


Easiest package fan 
on the market to install. 
Certified Ratings. U. L. 
Approved. 


BAR-BROOK MFG. CO., INC. 


Fan Makers Since 1932 
6135 Linwood Ave. 


Shreveport, La. 











NATURLITE 
Fluorescent Fixtures 


For every commercial and industrial use 
Quality High—Cost Low 
New 1954—48 page Catalog 
is now ready—write for your copy. 


LIGHT & POWER UTILITIES CORPORATION 


1035 Firestone Bivd., Memphis, Tenn., Dept. E 


Sold Thru Wholesalers Only 


Reg. U. S. Pat. Off. 
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list was printed by a local print 
shop. 

Headlined—‘“!! News Flash For 

Fine Entertainment!!” 

RECORD REFRIGERATION 

Asks You 

“Are you looking forward to those 
leisure hours of fine T.V. enter- 
tainment this Fall and Winter? ? ? 

If you are; for the television buy 
of your life, it’s Philco for 1953! 

Philco television brings into your 
home the greatest picture reception 
at a new low price. Philco televi- 
sion will satisfy your demands for 
quality and year round enjoyment. 
In buying quality now, you will 
save in the future. 

Let us*prove that what we say is 
true, by giving you a free demon- 
stration in your home, at your con- 
venience. We will show you the 
finest picture reception and the most 
beautiful tone ever attained in tele- 
vision. 

For your enjoyment, we offer you 
the New 1953 Philco, finest in tele- 
vision the world over. 

For a demonstration, call CLifton 
8211 or drop in. 

Open Thursday, Friday and Sat- 
urday evenings.” 

“Notable features of this par- 
ticular letter, on which I was given 
plenty of help by the local Philco 
distributor, is the fact that it con- 
tains a punch line in every para- 
graph,” says the dealer, “and the 
frequent use of the word ‘You,’ 
which injects a personal, conversa- 
tional touch. 

“Response to this particular mail- 
ing piece was extremely good,” he 
added. 

Small appliances 
(Continued from page 91) 


Another helpful promotion of the 
electrical supplies department is 
the advice given customers when 
purchasing an iron cord, light 
bulbs and small fixtures. This ad- 
vice involves tips on how to remove 
a cord from an iron to increase its 
life, turning the switch off before 
installing a bulb in case of a short 
circuit, or how a certain fixture 
can be installed to give more light. 
Customers appreciate this service 
and they reward the store by pur- 
chasing their small 
there 


appliances S 


“We find that a lay-away system 


} 


is a must in promoting small ap- 


said Mr. DuRard. “Most 
women want the appliances that 


pliances,” 


have been suggested to them but 
don’t have the ready cash. A small 
down-payment on a lay-away is the 
means of putting a small appliance 
in the hands of a housewife who 
would never pay cash for it.” 

Every item in the small appliance 
department is priced marked. When 
a customer visits the department 
she can check the prices and de- 
termine what items are in line with 
what she can afford. 

“We do a good small appliance 
business since we moved the de- 
partment to the rear of the store 
next to the electrical supplies,” con- 
cluded Mr. DuRard. “In two 
months time our sales were run- 
ning 35 per cent better than when 
they were displayed alone. Scores 
of women shop for light bulbs, iron 
cords, etc., each week and many ap- 
pliances sell, too, if they are lo- 
cated where customers can ex- 
amine them. We find these two de- 
partments go together like bread 
and butter.” 

Hospitality house 
(Continued from page 90) 


should be no demonstrations given 


‘in the Electrical Hospitality House. 


They feel the original plan was to 
make it a place available to the 
public where people can shop for 
all brands and compare them free 
from any salesmanship. 

Television station KRTV (UHF), 
the first station for Little Rock and 
for Arkansas, recently went on the 
air and for two weeks the Elec- 
trical Hospitality House was open 
during the evenings from 4:30 to 
9. During this time there was a 
special television receiver display. 
Two sets were operating in the 
lounge and on display were some 
50 receivers, including 25 different 
brands and models. 

Prospective TV set buyers took 
a great interest in this particular 
display. During the two weeks 3745 
persons visited the lounge to see 
the sets in operation and to exam- 
ine the many other brands and 
models on display 

All concerned—power company, 
distributors and dealers—are well 
pleased with the results obtained 
from this unique promotional ar- 
rangement, which has led directly 


to numerous appliance sales 
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TITAN 


Thermostat 
ELECTRIC HEATERS 





MODEL 22 


e It looks like a portable radio 
— heats like an old-fashioned 
stove! It’s the answer to the 
smart housewife’s demand for a 
really beautiful electric heater 
Single control operates famous 
Therm-O-Dial Thermostat. 1320 
or 1600 Watts. Powerful fan. 
Evercool case. $19.95 retail. 


\T 
SELLS 


MODEL 
900 





e This big value heater is loaded 
with features for irresistable sales 
appeal. Proven profit makers in- 
clude two switches, amber signal 
light, thermostat, forced air and 
infra-red heat. 1320 and 1600 
Watts. Evercool case. 

$24.95 retail 


Write today for 
complete information 


MANUFACTURING CO., INC. 


BUFFALO 10, NEW YORK 
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. 
New “de-frost-it 80” 
Sell it where outlet for 
refrigerator cord is unobstructed 
and out of reach of children and 
animals. Plugs directly into outlet. 


$895 RETAIL #39. Hagen, Gene 
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Harris-Hanson 
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"“de-frost-it 90” 


. « « top seller in the market. 
Complete with safe refrigerator 
cord and plug. Sell it wherever 

outlet is behind refrigerator, 

or awkward to reach. 


$795 
These features make “de-frost-it’’ 
selling easy! 
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Walter J 8, f 

Far & Ventilating 
Front Cov 


@ Continuous, powerful na- 
tional advertising support 
e Fresh, seasonal promo- 
tional advertising material 


@ Fully guaranteed. Millions 
of satisfied users 

@ Full line — to match any 
purse 


@ Good Housekeeping guarantee. U.L. approved 
Made by the company that specializes in the safe preserva- 


tion of food. They must be good 


... 96% of the manufac- 


turers making automatic defrosting refrigerators for food 
stores specify Paragon defrosters as standard equipment. 


Ask your distributor about the Paragon line, or write: 


PARAGON ELECTRIC CO. 


1618 Twelfth Street © Two Rivers, Wisconsin 
World’s largest exclusive manufacturer of time controls 
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Peat he oman | Se ™ (| Reeoed PACKAGED ATTIC FANS 


..are a breeze to install, particularly in homes being re 
modeled, because they fit right over rafter 
struction, require only a rough cut through ceiling to take 
automatic, silent shutter. Stock models for any installation 
requirement: 24, 30. 36, 36 narrow, 42 and 48 inch sizes 
Fan main shoft becrings and ball-bearing motors perma 
nghouse Elect? ‘Ory nently lubricated. Famous Reed quality throughout — quiet, 
Transformers) long-lasting. Write for complete details 


of existing con 


El 


(Lamp Division) 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
al 


Reed Unit-Fans, Inc 
1001 Saint Charles Ave 
New Orleans 8, La 


Company 


Address 


| 
| 
| 
| My Nome 
| 
| 
| 


City Stote 
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‘ford-Purdue S6. &87 Zenith Radi . —_—— 
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White water-Horter 


DEALER SALES uP 35.7%! 


...and here are 
15 reasons why! 


A) oox MORE HOT WATER 
than most utility 
requirements, in electric 
models, because White's 
exclusive Water-Hotter 
baffle diffuses and tempers 
incoming cold water. 


pwus(14 eutr-in QUALITY FEATURES 


You have 14 different ways to prove to your customers 
that White Water-Hotters are better built for longer 
life and superb service. That’s why you move these 
_White goods faster, That’s why White sales are soaring ! 
Get your share of this rich market now! 
Write WHITE today for proved-profits story! 
WHITE PRODUCTS CORPORATION 
Water Heating Specialists Since 1930 


Dept. S-9, Middleville, Michigan 
Export Office: 201 N. Wells Si., Chicago 6 


UL 


So easy 

to install any White 
porcelain table top model 
| Just slide it into place 


y 4 Hook it NTs) 


3 minutes — 


The job's done! 


w 


HOTTER 


y - fae AUTOMATIC WATER HEATERS 


Electuc ot Gas 


4 





entilating( 
pecialties uum 


Automatic Shutters 
with Aluminum Louvers 


Because they are so light, the 
aluminum louvers are exceptionally 
sensitive to air currents, opening 
the instant the fan or blower 
starts. And when closed, they are 
exceptionally tight-fitting because 
every louver is weather-stripped. 
All sizes from 12” to 72” square— 
also rectangular. 


Write for circular and prices. 


“Echo” Automatic Ceiling Shutters 


Used for attic ventilation. Installed in attic floor at the base of a 
penthouse, the louvers being operated by the suction of the fan. 


Free ELGO SHUTTER & MFG. CO. 
C 


BEETS 2738 W. WARREN DETROIT 8, MICH. 




















GLUTTONS for 
PUNISHMENT 


os 
) 


and CORD SETS 


@ QUALITY-controlled wires that 
you KNOW will stand the gaff— 
on smart spools, in convenient 
lengths for fast over-the-counter 
action. @ Also Neoprene-jacketed 
cords (types SVO, SJO and SO) for 
valiant resistance to oil, heat and 
light. ®@ U-L approved Cord Sets for 
every conceivable purpose. ..foes 
of CORDelirium. 


8y EOC bes e@as R ENGINEERS 


CORNISH WIRE CO., inc. 


50 Church Street, me fle ee eo 


Represented by L. MORRIS LANDERS COMPANY 
624 Spring St., N.W., Atlanta, Georgia 








ELECTRICAL SOUTH for SEPTEMBER, 1953 





Look What's Happening This Fall in the 


BIG REGINA AD BLAST! 


REGINA 


TWiw-BRUSH 
POLISHER & SCRUBBER 


Featuring new attachment 


VACUUM CLEANER 
MANUPACTURERS 
ASSOCIATION 


Employing a 
revolutionary concept 
in nozzle design! for professional 


rug cleaning at home! 


These 
Important 


Spark the Advertising 
Behind All REGINA Appliances 


@ EXTRA READERSHIP! 
More Than 136,000,000 Readers of 15 Lead 
ing Magazines Covering the Mass, Class and 
Rural Markets Will See REGINA’S Large-Space 
Color Advertising September through December 


@ EXTRA DEALER AIDS! 


Mat Services * Envelope Stuffers * Displays * Informative 
Counter Giveaway Booklets 


Aud Theyre AU Free! 
@ EXTRA SALES APPEAL! 


Unlimited versatility of each REGINA appliance gives you more to talk about 
... broadens sales appeal... converts prospects into customers! 


fetus Large-Space Advertising on the 
New REGINA Twin-Brush Floor Machine 


the hiring a 
“dentin” 
fr frenuced 

a month! 


COLOR 
ADVERTISEMENTS 
IN 


LIFE 

AMERICAN HOME 

LADIES’ HOME JOURNAL 
AMERICAN 

PROGRESSIVE FARMER 
WOMAN'S HOME COMPANION 
BETTER HOMES & GARDENS 
SMALL HOMES GUIDE 
HOUSE & GARDEN 

HOUSE BEAUTIFUL 

SUNSET 


Mail This Coupon NOW 
for Your Share of 


BIGGER 
REGINA PROFITS 


THE REGINA CORPORATION, Rahway 12,N. J. 


| am interested in 


the 


Electrikbroom 
Model S Polisher & Scrubber 


Rug Cleaning Attachment 
Model A Floor Machine 


Please send 


C] Name and address of distributor for my territory 


STORE N 
ADORESS 
SIGNED 


IN CANADA. SWITSON nNDUST 
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STATE 


To WELLAND. ONTARIO 


19 





(lower prices on EMERSON-ELECTRIC 
heaters to stimulate 1953 SALES! 


Increased volume, resulting in 
lower manufacturing costs, has 
made these price reductions pos- 
sible . . . and we're passing the 
savings along to boost your 
heater sales and profits! 


5, . 
or, 


A 


See your Emerson-Electric 
Distributor or write today 
for Folder H355. 


THE EMERSON ELECTRIC 
MANUFACTURING CO. 
St. Lovis 21, Mo. 








MR. CHILL Says: 


I'll help you sell plenty 
of Emerson-Electric )™ ne 


Heaters at « 
2. - 
these low prices. ), 


eos Ly 





Again this winter Mr. Chill will be on the job 
for you, lurking in cold corners in everyone’s es __= 
home. For extra heater sales, tell your cus- 
tomers how to enjoy cozy comfort by usin 
Available in metalescent JO} : : & 


E ; ictalin Cantons Available in ivory finish, 
P ° finish, as shown, merson-Llectric heaters. 


as shown, and also in 


and also in ivory finish. metalescent bronze fiinsh. 


FREE SALES HELPS 


Tie-in with the Mr. Chill promotion 
DISPLAYS MAT SERVICE CONSUMER FOLDERS 


Each is tailored to the heater on Newspaper ads in one or two- To use as mailers, inserts or 
which it fits, radiant type or com- column sizes. Individual heater handouts. Imprinted with your 
bination radiant and fan type. mats or glossy photo prints are name and address. 

available. 


Your Emerson-Electric Distributor will be glad to see that you are supplied 
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G.E. Announces New Rigid Conduit 





A new G-E WHITE rigid steel conduit that has easy bending. 
easy wire-pulling, and improved corrosion-resistance character- 
istics has been introduced by General Electric’s Construction 
Materials Division. 

These improvements have been made possible by a zine-coating 
process called “metallizing”, which has been proved by more than 
30 years of service in other applications. Metallizing bonds a con- 
trolled, uniform coating of pure zine to the conduit. threads and 
all. to provide lasting protection against corrosion. The conduit 
is then given the added protection of a coating of C-553 lacquer 
over the metallized zine. 

New G-E WHITE rigid conduit conforms with the American 
Standards Association specifications, is listed by Underwriters’ 
Laboratories. Inc., and meets all U. S. Government spe ifications. 
Ask your distributor about it. 


Materials Division. General Electric ¢ ompany. Bridgeport 2.Conn. 


Section C25A-921. Construction 
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